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Fire Companies Show 
Large Increases in 
Premiums This Year 





National Defense Efforts Bring 
Gains in Fire Covers, U. & O., 
Auto and Other Lines 


INLAND MARINE IS HIGHER 
Ocean Marine Markets Hit by Gov- 


ernment Requisitioning of Many 
Liners and Tankers 





Fire-marine insurance companies are 
ending the first six months of 1941 with 
full knowledge that premium production 
in nearly all lines is at a much higher 
level than during the same period last 
year. The half-year period should also 
result in a generally wider margin of 
underwriting profit because losses, even 
where tending to increase, have not 
risen as rapidly as has income. All-time 
records for premiums written in any 
first half-year period have probably been 
established in the automobile and inland 
marine fields. For the remainder of 
1941 fire-marine companies look for a 
heavy volume of business except in au- 
tomobile insurance which will probably 
be adversely affected by the forthcom- 
ing expected drastic curtailment in the 
manufacturing of new cars. 


More U. & O. Sold 


Despite the cumulative effect of rate 
reductions in recent years straight fire 
insurance premium volume has _ risen 


considerably this year according to state- 
ments of various fire underwriters. Fig- 
ures, of course, are not yet available. 
It is only natural that the tremendous 
expansion of industry, associated with 
national defense efforts, should be ac- 
companied by larger sales of fire insur- 
ance. Use and occupancy coverage, so 
widely advocated in recent months, has 
tound a much broader market this year 
as manufacturers have acted to guard 
themselves against financial loss which 
may result from long shut-downs fol- 
lowing fire damage. Warlike malicious 
mischief insurance, designed to compen- 
sate for physical damage caused by sabo- 
teurs, has been sold in increasing vol- 
ume also. 

Automobile underwriters say that au- 
tomobile finance companies are report- 
ing increases in their business running 
from 25% to 50% over the first half of 
last year, as the public rushes to buy 
new cars and high-grade second-hand 


(Continued from Page 30) 
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Experiment Becomes Experience 
The Aptitude Index: Ill 





The practicality of the Aptitude Index was demonstrated 
by the studies of the Life Insurance Sales Research Bureau. But 
—like every new development—it remained to be tested. 


First applied by the Penn Mutual on an experimental basis, 
the Aptitude Index has definitely proven its effectiveness as a 
valuable aid in the process of selecting career underwriters. 


Our experience confirms the wisdom of utilizing this effec- 
tive, modern technique as an aid in judging prospective under- 
writers’ “success potential.” 


The business record of all underwriters “rated” by the Apti- 
tude Index is reviewed periodically to determine the relationship 
of performance to ratings. Summarized, the results show con- 
clusively that men of high ratings (“A” and “B”) as compared 
with men with low ratings (“C,” “D” and “E”): 


1. Produce more business. 
2. Produce better business. 
3. Stay in the business longer. 

Penn Mutual General Agents, in the first quarter of 1941. 
as a result of their successful experience with the use of the 
Aptitude Index, made no appointments of prospective under- 
writers rating “D” or “E”. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















Stevenson Explains 
Administration of 
Penn Mutual Life 


Only Platform Speaker in Two 
Days White Sulphur Meeting 
with General Agents 


FORMULATIVE POLICY TOLD 


Aim as President: Complete Scien- 
tific Control of Operations; 
Extensive Research 








By Clarence Axman 


White Sulphur Springs, W. Va., June 
24—John A. president of 
Penn Mutual Life, was central figure 
of a two days’ conference held in White 
Sulphur Springs this week which in 
many respects was unprecedented in life 
insurance. He had invited the ninety 
general agents of the company from all 
parts of the United States to come and 
hear him give a detailed account of the 
administration of the company. And by 
“detailed account” he meant exactly 
that. There was no other speaker. 

The subjects he covered in describ- 
ing the formulative policy of the Penn 
Mutual were agency operations, finance, 
underwriting and administra- 
tion, including accounting. 


Stevenson, 


general 


General Theme 

General theme of the conference was 
that no president of a life insurance 
company can be a technical expert in 
all four main branches of the company, 
but if he be in possession of, and makes 
a thorough and intelligent study of, all 
the facts as furnished by the heads of 
these departments he can let those facts 
accurately guide him so that he can 
reach complete scientific control of op- 
erations of the company, believing that 
everything paramount in company man- 
agement has its beginnings with units 
of organization. His theory of cardinal 
principle is that modern life insurance 
will not move forward without a far 
more extensive system of research than 
has ever been organized before. Oper- 
ating results must be known in great 
detail so that they can be matched up. 
Research must be continuous. 

On a dais table at the conference were 
thickly bound reports from heads of 
the main divisions of the company and 
each of the talks made by President 
Stevenson was based on facts found in 
those volumes. 

Accurate Evaluation 

Two paragraphs from his opening talk 
explained motivation of his administra- 
tion. He said in part: 

“Because of the long range nature of 
the institution of life insurance, history 
and experience have been cardinal 
guideposts for management in the past. 
However, the stability and delayed re- 
action on the institution to forces with- 

(Continued from Page 3) 
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SY, Your Community 


You and the other life insurance agents in your com- 
munity have been instrumental in placing large and 
small amounts of insurance on the lives of your fellow 
citizens. Whatever the total, this life insurance is really 
money for women, children, and elderly people, money 
to provide bread and butter, a roof over their heads, and 


some of the comforts of life. 


In most cases the money would not be there had it not 
been for the agent who did a real job in selling the insur- 
ance. We know that most people would not be well 
insured if it hadn't been for some agent. We also know 
that according to records about 80% of our families 
receive little or nothing but life insurance money when 


the head of the family dies. 


Meassachuselt Mutual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
Bertrand J. Perry, President 
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President Stevenson Describes Penn Mutual 


Operation of Agency Division 


First of the divisions of the Penn Mutual Life discussed by President John A. 
Stevenson at the conference with general agents held at the Greenbrier Hotel in White 
og Springs, W. Va., was the company’s agency department. In describing its opera- 


ion President Stevenson ’ said in part: 


The general policy of the Penn Mutual 
in its agency operations is “to secure a 
satisfactory volume of quality business, 


at a proper cost, from career under- 


writers.” 

These four points may be said to 
cover the whole picture of agency oper- 
ations and this policy has been followed 
for nearly five years. 

The insurance in force of the company 
has shown a steady increase each year 
since 1935 and in March, 1941, again 
crossed the two billions mark. 

One of the objectives of the company 
is to maintain its percentage of the total 
business done by all companies in the 
United States; namely, between 2% and 
3%. 

The company’s production objective 
each year is determined in advance and 
each agency’s portion is calculated in 
accordance with the productive capacity 
of individual agencies during the past 
three years. Another measuring rod for 
the volume of production may be stated 
as 6% to 8% of the company’s insurance 
in force. During 1940 the company’s 
production amounted to 714% of its in- 
surance in force. 

The production and insurance in force 
in all companies for each state are pre- 
sented to the general agents each year 
related to the production and insurance 
in force of the company by states as 
guide to the progress being made by 
the Penn Mutual in each agency area, 
keeping each general agent regularly in- 
formed as to whether his agency per- 
formance is above or below the com- 
pany’s average results. 


Quality Business 


The measuring rod laid down for qual- 
ity business in the Penn Mutual is that 
it must result in: A favorable mortality, 
good persistency, and have the attributes 
which will result in economy in handling, 
such as a satisfactory average policy, 
normal average premium per policy, as 
well as low frequency of collection. 

For the past four years a “Merit 
Plan” has been in effect, not only for 
the agencies but for individual producers 
as well, which includes an appraisal of 
average policy, average premium, persis- 
tency rates and mortality forecasts. Spe- 
cial recognition is accorded to agencies 
and through agencies to indiv iduals 
whose business meets the company’s 
standards. This has given practical em- 
phasis to the company’s quality objec- 
tives and has given every member of its 
field force a real stake in the result. 

In 1938 the company adopted the use 
of the Persistency Rating Chart, de- 
veloped by the Life Insurance Sales Re- 
search Bureau, and through the coopera- 
tion of the field force receives a Per- 
sistency Rating Chart on every case sub- 
mitted to the company. During 1940 the 
total lapse rate of the company was the 

owest during the past twenty years. In 
addition, the first-year lapse rate in 1930 
and 1940 was the lowest during the past 
ten years. 

Coupled with constant effort toward 
hetter selling methods employed by the 
field force, the company feels that the 
use of the Persistency Rating Chart has 


made a contribution toward the lower- 
ing of the lapse ratio. 


Attitude Towards “Brokerage and 
Surplus Line Business” 


In 1934 the company sharply curtailed 
its acceptance of “brokerage and surplus 
line business,” and surplus line business 
is now acceptable to the company only if: 

(a) The applicant has a bona-fide 
desire for diversification and the 
case is submitted by a full-time rep- 
resentative of another company, or 

(b) Where a case is presented to 
the Penn Mutual by a full-time rep- 
resentative of another company 
where his company has issued its 
full limit of standard retention. 


The company recognized that this 
change in procedure would have some 
effect on its volume results, but believed 
that there would be a decided benefit to 
the entire organization in having all of 
its business submitted through its own 
field representatives who are thoroughly 
familiar with the company’s general pol- 
icy and objectives. During 1940, 99.4% 
of the company’s business was produced 
by its own organization. The company’s 
underwriting facilities are, therefore, 
completely directed toward the service 
of the Penn Mutual’s own representa- 
tives. The management realized that the 
first step toward any objective is having 
specific information at the disposal of 
the general agents. 


Complete Analysis of Each Agency 


Each year since 1937, a complete an- 
alysis of each agency, covering 57 points 
of agency management, has been pre- 
sented to each general agent of the com. 
pany, whom the company recognizes as 
its field officers. On each of the 57 
points the agencies are ranked by ac- 
complishment so that each general agent 
not only has complete information about 


his own agency but at the same time is 
enabled to make comparisons with other 
agencies and with the company’s average 
results. This data is prepared annually 
so that now each general agent of the 
company has a four year basis for com- 
parison, 

During the past three years a sepa- 
rate analysis has been made on expenses 
and agency costs in a like manner for 
each agency. While whatever formal 
titles the company might have intended 
for these publications of agency data 
aren’t particularly important, throughout 
the Penn Mutual agency field they are 
referred to as the “Red Book” and the 
“Green Book” and are generally recog- 
nized as a most valuable aid in the 
operation of an agency. So far as is 
known, this plan is unique in agency 
management since each general agent 
has complete information about every 
other general agent, as well as his own 
agency. 

Contests, Conventions and Selling 


Methods 
The company realized that selling 
methods have a definite influence on the 
quality of business. It has been felt 


that selling methods must be based on 
needs and “need selling” is constantly 
reiterated in the company’s primary and 
continuous training program. Asa result 
any contests which are held within agen- 
cies and groups of agencies are sub- 
ordinated to the basic selling program. 
This same philosophy governs the com- 
pany’s convention requirements, which 
is really the only company sponsored 
“contest.” The company has felt that 
conventions and contests should be 
handled on a basis that integrates them 
with its quality business program and 
its selling theme has been needs. 
Company Production Clubs 

The company’s production clubs are 
limited to: 

1. Quarter Million Dollar Club—re- 
quiring $250,000 of life insurance produc- 
tion with certain restrictions as to the 
quality of the business. 

2. Leaders Club—requiring a produc- 
tion of $20,000 or more each month. 





Penn Mutual Meeting 


(Continued from Page 1) 


in or without tend to conceal faults and 
errors of judgment until they have as- 
sumed sizeable proportions. Many of the 
ills which have had to be cured might 
have been minimized or completely 
avoided if management had _ supple- 
mented experience with greater effort 
and ability to forecast. 

“Our effort will be to analyze and 
control the balance of the company and 
its component parts, and to evaluate ac- 
curately new and old business. We 
will be able to anticipate problems and 
take steps to counteract adverse trends 
before the situation has become too 
serious.” 

Among Those Present 

Among the general agents at the 
meeting who have recently been given 
new posts in the general agency field 
are these: 

Kenneth W. Conrey, former general 
agent Grand Rapids who succeeds Eric 
G. Johnson as general agent in Pitts- 
burgh; William H. Nicholls, Jr. trans- 
ferred from Wichita, Kan. to Grand 
Rapids; Paul Jernigan, who after two 
years training in home office, is the new 
general agent in Wichita. 


Among home office representatives 
present were Alexander E. Patterson, re- 
tiring vice-president in charge of pro- 
duction, and Eric G. Johnson, vice-presi- 
dent, who succeeds him on July 1; Mal- 
colm Adam, vice-president and chief un- 
derwriter; Wallis Boileau, Jr., and E. 
Paul Huttinger, second vice-presidents 
in agency department; Herbert Adam, 
second vice-president and in charge of 


mortgages; Robert Dechert, general 
counsel; W. J. Nenner, new superin- 


tendent of agencies; Samuel B. Scholz, 
medical director; Walter Trout, super- 
intendent of claims; C. V. Cornell, su- 
perintendent of applications; John A. 
Mayer and Mary F. Barber, assistants 
to the president; M. L. Johnson, asso- 
ciate actuary; Urban F. Quirk, assistant 
to agency vice-president; L. J. Oswald, 
Tr., agency assistant; T. W. Douglas, 
W. J. Probst, A. M. Hopkins, C. C. 
Cooper, agency division. 

The Penn Mutual at end of 1940 had 
two billions in force and number of out- 
standing policies at end of last vear was 
577.904. Its assets at end of 1940 were 
$772,564,000 as compared with $736,261,- 
840 at end of 1939. Its surplus reserve 
at end of 1940 was approximately $2,000.- 
000 more than at end of 1939. New life 
insurance paid for in 1940 was $146,000,- 

) 1 Saas with $140,000,000 at end 
or JI. 


3. Five Star Club—requiring five or 
more paid life insurance lives each 
month. 

In 1938 there was organized the Pres- 
ident’s Club comprising: 

(a) President’s Club for Leaders— 
which meets annually in January at 
the home office, and is made up of 
the leaders in volume and lives ac- 
cording to groups of underwriters 
based on terms of service, and 

(b) President’s Club for New Or- 
ganization. New men are automatic- 
ally grouped by the month in which 
they enter the Penn Mutual and are 
in competition with all others whose 
contracts are dated the same month. 
The leaders in each monthly group 
in lives and volume at the end of 
their first year under contract are 
brought to Philadelphia for a visit 
of the home office in recognition of 
their performance. A specific de- 
tailed educational program is out- 
lined covering each department of 
the home office. 

Proper Cost 

For the past five years the agency de- 
partment, as well as all other depart- 
ments of the Penn Mutual, has been op- 
erating on a budget plan. This internal 
budgetary control was designed by 
President Stevenson to provide planned 
expenditures for operations to secure the 
maximum result commensurate with the 
service and savings to policyholders to 
which the Penn Mutual has always been 
committed. In its field operations the 
company aims to provide adequate 
agency service for its representatives as 
well as maintaining a sound competitive 
position on its net cost to policyholders. 
The company believes that many of the 
steps it has taken to make its agency 
operations effective have helped its gen- 
eral agents to maintain a satisfactory 
rate of agency development and expan- 
sion. 

Career Underwriters 

The Penn Mutual believes that its 
progress can largely be measured by the 
progress of its representatives in the 
field. It has endeavored to increase the 
individual production of each full-time 
representative rather than to secure a 
small volume of business from a large 
group of representatives. For example, 
it has reduced its number of full-time 
contracts in force by 30% during the 
last five years, but has increased the 
average production of its full-time rep- 
resentatives by nearly 20%. 

The number of new men inducted into 
the business has been materially re- 
duced with an eye to improve the qual- 
ity of our representation. In 1938 the 
Aptitude Index Rating Chart, devised 
by the Life Insurance Sales Research 
Bureau, was adopted for all new men. 
After rating over 1,500 prospective un- 
derwriters the value of this Aptitude 
Test has been proven conclusively to 
the satisfaction of the general agents 
and the company. It has been found 
that one man rating “A” produces as 
much new business as four men rating 
“E.” All of these tests and their results 
have been enthusiastically accepted by 
the general agents. In the first quarter 
of 1941 not a single “D” or “E” con- 
tract was submitted by any Penn Mu- 
tual general agent, and in the first quar- 


(Continued on Page 11) 
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Penn Mutual General Agents’ Conference 





Penn Mutual Mortgage and Real Estate Situations 


Discussing the Penn Mutual’s mort- 
gage and real estate situations President 
John A. Stevenson began by giving book 
values at end of 1940 and for first five 
months of 1941. His figures follow: 


Holdings Book Values 
12/31/40 5/31/41 
Mortgages ....... $93,252,207 $96,153,118 
Real Estate Owned 
Outright siscssic $43,697,164 $42,537,125 


Under Contract of 


BEE. cdxsiscurs $ 3,487,960 $ 3,825,241 
1940 Mortgage Situation 


Of the 1940 mortgage situation Mr. 
Stevenson said: 

“During the years 1930 to 1940 inclu- 
sive the company’s mortgage account 
decreased annualiy, bringing it from a 
high of about $207,000,000 to about $93,- 
250,000. Roughly, one-half of the de- 
crease was due to the foreclosure of 
mortgages, which resulted in real estate, 
and the other half was represented by 
the difference between loans repaid in 
full or in part and new mortgages made. 

“During the year 1940 intensive studies 
of mortgages and real estate were made, 
both within the home office and in the 
field, and of the sources from which 
mortgages are received for the purpose 
of determining the reasons for the de- 
cline in the mortgage account and in 
order to formulate and put into force 
plans for increasing the volume of our 
mortgage holdings. 

“At the same time the officers re-ex- 
amined the question of accepting mort- 
gages insured by the Federal Housing 
Administration, as a result of which the 
company subsequently became qualified 
to make mortgages of this type. 

“In formulating plans for increasing 
the volume of the mortgage loan account, 
the foundation was, of course, laid on 
the company’s mortgage policy. which 
is that quality of the security shall be 
the primary consideration in making 
mortgage loans. The company will make 
only those loans which are based upon 
sound and conservative appraisals de- 
spite the fact that excessive competition 
lately has resulted in some lenders re- 
ducing fheir margins of security, some- 
times by means of liberal appraisals. 


Type of Real Estate Concentration 


“As to the type of real estate upon 
which mortgage loans are made, this 
company has been concentrating upon 
residences, apartment houses and retail 
store properties. In addition to these 
three classes, loans have been made upon 
special-purpose buildings when the other 
factors have been sufficiently favorable 
to offset the type of occupancy. 


Study Decline in 1930-1940 
Mortgage Holdings 


“In studying the decline of the mort- 
gage holdings for the 1930-1940 period, 
the following reasons for and effects 
of the decline became apparent: 

“1. Foreclosures: Aside from the ef- 
fects of the depression, which was the 
primary cause of the large volume of 
foreclosures, we undoubtedly had in our 
account some poor mortgages. Of this 
latter group some had been good mort- 
gages originally due to some unfavorable 
trend should not have been renewed at 
the expiration of the original term. 

“2. Interest Rates: As a general rule, 
it is impossible to obtain higher interest 
rates than current market rates, except 
at a sacrifice of quality of the security.” 

During the 1930-1940 period a consid- 
erable volume of mortgages was made 
by this company at interest rates in ex- 
cess of current market rates, and this 
fact undoubtedly had its part in the fore- 
closure picture. 

“Our failure to meet competitive in- 
terest rates during a portion of this 
period resulted in our not securing a fair 


share of new mortgage business and 
in the loss of a considerable volume of 
excellent existing loans, which were re- 
financed at maturity by competitors at 
lower interest rates,” said Mr. Stevenson. 

“Because of the dwindling of mort- 
gage business, with its attendant loss 
of income to the mortgage correspond- 
ents, there has been discouragement 
among this group and a diversion of 
mortgage business by some of them into 
other channels. 

“There has been a steady decline in 
mortgage interest rates during the 1930- 
1940 period and this has affected not only 
new mortgages but the renewal of exist- 
ing ones, Few long-term mortgages were 
made in the past—most loans being for 


a five-year period—so that most loans 
have been or shortly will be renewed at 
lower rates.” 

Real Estate 

“Discussing real estate Mr. Stevenson 
said: 

“At the same time that plans were 
being established for increasing the 
mortgage account, we were also organ- 
izing the company to improve its main- 
tenance and sales operations in connec- 
tion with foreclosed real estate. In 1940 
the company sold 504 properties, com- 
pared with 228 sales in 1939 and 248 sales 
in 1938. This is the largest number of 
properties sold in any one year by the 
company.” 

Following is the policy of the company 


Review of Penn Mutual Securities 


In discussing the securities situation 
President Stevenson of the Penn Mutual 
Life, addressing general agents confer- 
ence in White Sulphur Springs, said that 
the task of maintaining investment qual- 
ity with adequate income continued in- 
creasingly difficult. The yields obtain- 
able on high-grade investment securities 
continued their downward trend during 
1940 to an all-time low yield, averaging 
2.70% for Triple A bonds at the end of 
the year. The yield on the $504,805,048 
book value of securities owned by the 
Penn Mutual at end of 1940 was 2.88%. 
One year earlier the corresponding yield 
was 3.10% on a book value of $440,- 
276.522. 

The published “rate realized” on secur- 
ities for 1940 was affected unfavorably 
by the investment during the last two 
months of the year of approximately 


where substantial amounts may be in- 
vested at better than going rates. After 
long and careful study the Penn Mutual 
purchased during 1940 almost $25,000,000 
of railroad obligations and these were 
put on our books at 4.66%. Altogether, 
the purchases in this class amounted ap- 
proximately to one-fourth of our total, 
purchases last year and raised the rate 
of return upon new purchases from 
2.22% in 1939 to 2.88% in 1940.” 
First Five Months of 1941 

During the first five months of 1941 
the Penn Mutual invested $49,694,000 at 
a 2.24% basis and with an average matur- 
ity of 15.15 years. This compares with 
purchases during the same period of 
1940 of $25,955,000 at a 3.26% basis with 
an average maturity of 22.59 years. The 
decrease in yield is due to two factors: 
first, smaller purchases of railroad 








Penn Mutual Securities 
(Year 1940 and First Five Months of 1941) 
Holdings Book Values Increase or 
Decrease 
12/31/40 5/31/41 
U.S. Government obligations, direct 
ONG CNaTANbeed iccwsscsceese $177,150,560 $123,333,422 —$53,817,138 
Canadian Government ............ .00 1,832,879 1,832,679 
State, County & Municipal........ 68,731,995 60,461,000 = —8,270,993 
PRONEBOO) S535 aicie asia chnsss naeaseaus ores 77,990,962 83,102,380 5,111,418 
Ke ee PGuipment, 6...) sicceroscesaseon 34,248,472 51,048,729 16,800,256 
PPAMNSING MOMNUNEY: *% cs'sru cde 10.0 s.0ecialsine 118,570,036 119,536,126 966,090 
PRGUSUAL OLE. 3 5scscee veces beccse 19,015,770 29,068,415 10,052,645 
WHS a5 inc weclesn naieeiede eeatnneen 9,097,250 9,097,250 








$40,000,000. This represents about one- 
third of the amount invested during 1940. 
These purchases were held for so short 
a time during 1940 that the company 
could take credit for only a small amount 
of interest on them. 

The decreased return is largely due, 
he said, to 

(a) The call for redemption of 4% 
or 5% bonds in the company’s 
portfolio, and, 

(b) The necessity for investing the 
proceeds, together with new 
funds in lower coupon bonds at 
the high prices and low yields 
prevailing during 1940, 

Constant Search for Special Situations 

Mr. Stevenson asked the general 
agents to keep in mind that one of the 
factors in the yield which a security 
returns is its maturity, and it has been 
the practice of the company to invest 
its funds in relatively short maturities 
during this period of record low yields, 
the theory being that, if and when the 
market breaks, the company will be in 
excellent shape to take advantage of the 
high returns which long term bonds may 
then yield. 

“But,” he continued, “we carry on a 
never ending search for special situations 





bonds; and, second, a large increase in 
railroad equipment purchases which 
mature serially and rather speedily. 
Whereas last year 40% of the company’s 
investments were in railroad bond obli- 
gations, this year they amount to but 
approximately 10%. On the other hand, 
equipment purchases increased from 2% 
to 36% of the total purchases. The 
average maturity of equipment obliga- 
tions purchased this year is slightly less 
than six years, and, since there is such 
a great demand, part particularly by 
banks, for securities which mature with- 
in the next five years, the yield on the 
company’s equipment purchases is cor- 
respondingly low. As an example, the 
Chicago & Northwestern equipment trust 
certificates which sold on June 10 showed 
an average yield of 1.15% for the first 
five maturities compared with 2.14% for 
the last five maturities. The company 
did not buy these. 


A 4% Yield 
Mr. Stevenson then told of plans for 
(Continued on Page 10) 





Penn Mutual Conference 
Also on Pages 10, 11, 12 


with respect to sales and maintenance 
of foreclosed real estate: 

Sales: The policy of this company is 
that there shall be an orderly liquidation 
but not a “dumping,” of our real estate 
holdings. Consideration is given to 
every fair offer of purchase of any piece 
of real estate, and from time to time 
prices are established which reflect the 
present worth of a property rather than 
the amount of our investment therein, 
For this purpose the Penn has been en- 
deavoring to keep up-to-date appraisals 
of all real estate owned. “In order to 
determine where our greatest sales ef- 
forts should be directed, in our ap- 
praisals we endeavor to determine as to 
each property the likelihood of decline in 
value, due to some unfavorable trend, 
and concentrate on those properties 
which are affected by this condition,” 
he said. 

“Maintenance and Net Income: Be- 
cause of the present condition of the 
real estate market and the large number 
of properties owned by institutions and 
governmental agencies and in the ab- 
sence of a ‘dumping’ program, a com- 
plete liquidation of all of our real estate 
holdings will require a number of years. 
Meanwhile, it is our policy to rehabil- 
itate properties and to keep them in 
good condition, with the two-fold pur- 
pose of making them salable and at the 
same time of improving the net return 
from the investment. In the meantime, 
every effort is made to keep the oper- 
ating costs at a minimum and to secure 
the best type of occupancy.” 

First Five Months of 1941 
Mortgages 

During the first five months of 1941 
the company made new loans totaling 
about $9,940,000. At the same time the 
company removed from its mortgage 
portfolio, either by foreclosure or by 
refusal to renew, a number of mortgages 
which it did not consider satisfactory. 
The company, nevertheless, during this 
period showed an increase of $2,900,000 
in its mortgage account, which is the 
first time an increase has been shown 
during a period of over ten years. This 
increase has been due to a number of 
reasons, including the appointment of 
new representatives, the taking of mort- 
gages insured by the Federal Housing 
Administration, putting the company on 
a competitive basis from the standpoint 
of service and interest rates, and to some 
extent rebuilding of morale among exist- 
ing mortgage correspondents, 

During the first five months of 1941 
the company made 295 sales of fore- 
closed real estate, which indicates that 
this should be a very favorable year for 
the liquidation of real estate holdings. 

Outlook 

The plans for improving the real estate 
mortgage account have been in the 
hands of the company’s mortgage cor- 
respondents for a comparatively short 
period of time, but there are excellent 
indications that these should result in an 
improvement in the volume of the ordin- 
ary type of mortgage loan. In addition, 
contracts have been made with a number 
of producers of FHA mortgage loans and 
Mr. Stevenson looks for a considerable 
volume of business from this source. 

Considerable work has been done 
throughout the field looking toward the 
replacement of non-productive  cor- 
respondents and for the appointment of 
addtional correspondents in_ territories 
from which we wish to secure mortgage 
business. 

In the real estate field the company 
has been active in laying the ground 
work for making even greater sales of 
real estate on satisfactory bases than it 
has made in the past. Properties are 
being studied constantly in order to be 
placed in condition where they will be 
attractive to purchasers. It is constantly 
attempting to discover the logical buyer 
for a particular piece of property—one 
who can put it to the best use—in order 
that the company may receive the high- 
est price possible. 
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State Mutual Meeting 
At Virginia Beach 


¢, A. REEM ASS’N PRESIDENT 





ident Chandler Bullock Announces 
ee Peles Forms; Largest Meet- 
ing of Field Force 


By W. L. Hadley 


Virginia Beach, Va. June 24.—The 
1941 General Convention of the State 
Mutual Life of Worcester, Mass., was 
held this week at the Cavalier Hotel, 
Virginia Beach, Va. Sessions were held 
on Monday, Tuesday and Wednesday. 
In the party were sixty general agents, 
101 agents and a number of supervisors. 
Also there were from the home office 
President Chandler Bullock, Vice-Presi- 
dent Ross B. Gordon, Vice-President 
and Superintendent of Agencies Stephen 
Ireland, General Counsel Irving T. F. 
Ring, Treasurer Donald W. Campbell, 
Medical Director Dr. Hiram H. Amiral, 
and Actuary Richard C. Guest. 

In addition there were Director of 
Agencies Robert H. Denny, Statistician 
William H. Cunningham, Supervisor of 
Applications Charles F, Harris, Manager 
of Conservation Donald G. Mix, Agency 
Supervisors Jason E. Stone, Jr. and 
Carl R. Litsheim. 

Also Arthur F. Sisson, advertising di- 
rector, and Donald G. Morrison, editor 
of Field Service. 

The balance of the party, making up 
a total of more than 275, the largest 
meeting of the State Mutual Life field 
and home office force. were wives, 
daughters and sons of general agents 
and agents from all sections throughout 
the United States where the company 
operates, 

Two of the general agents attending 
the meeting made the trip to Norfolk 
and Virginia Beach by airplane: Gen- 
eral Agent George F. Robjent of Bos- 
ton and General Agent Elmer F. Peter- 
son of Portland, Ore. The latter was 
in the air more than twenty hours and 
the elapsed time of his trip from Port- 
land to Virginia Beach was a little more 
than twenty-five hours, 


President Bullock Tells of New Policies 


At the first general session on Tues- 
day morning, President Chandler Bull- 
ock advised the convention that the 
State Mutual Life would in addition to 
its one, two, three, four, five and ten- 
year Term policies issue new Term poli- 
cies for periods of fifteen and twenty 
years. This announcement was received 
with enthusiasm by the field force. 

The General Agents Association of 
the State Mutual Life held its meeting 
on Monday morning, and after general 
routine business was dispensed with 
elected new officers as follows: Presi- 
dent Guy A. Reem, Detroit; Vice-Presi- 
dent William H. Van Sickler, St. 
Louis; Secretary-Treasurer G. Harold 
Moore, Pittsburgh. Members of the 
General Agents Association executive 
committee are Walter S. Hayes, Daven- 
port, Iowa; T. W. Foley, New York; 
George F. Robjent, Boston; Guy A. 
Reem, Detroit, and Roy Ray Roberts, 
Los Angeles, 

The general session of Tuesday ran 
throughout the entire morning, while the 
afternoon was given over to recreation. 
Stephen Ireland, vice-president and su- 
perintendent of agencies, presided at 
the session. 

On Tuesday evening the convention 
banquet was held at which President 
Bullock presided as toastmaster. 

The speaker of the evening was Dave 
E. Satterfield, Jr., United States Con- 
gressman from Virginia. 

At the Wednesday morning session, 
Robert H, Denny, director of agencies, 
Presided. This session concluded the 
convention meeting program, the con- 
vention finaily winding up Thursday 
morning. 

There will be a more lengthy account 
of this convention of the State Mutual 
ife, with pictures, in the next issue of 
The Eastern Underwriter. 














White Made Assistant 
In R. H. Keffer Agency 


IN CHARGE FULL TIME DEP’T. 





General Agent Keffer Announces Ad- 
vancement of E. H. White To Be 
Assistant General Agent 





R. H. Keffer, general agent of the 
Aetna Life Insurance Co. at 151 William 
Street, New York, N. Y., announces the 
appointment of E. H, White as assist- 
ant general agent in charge of the full- 
time department. 

Mr. White was graduated from Le- 
banon Valley College with an A.B. de- 


We Call St 
ndependence Day 


July 4th marks the birthday anni- 
versary of the United States, and it is 
so designated because man’s greatest 
heritage, freedom, came to realization ide a, 


at the same time a great nation was E, H. WHITE 


born. gree in 1917. He immediately entered 
the World War, served sixteen months 

in France, and returned as a —— 
—— . He joined the Aetna Life Insurance Co. 
America’s love of independence has in May, 1919. After he had attended 


° the Group Division School in Hartford, 
carried her successfully through iss slant cuualasall & Wanes ana 


representative in Pittsburgh and Hunt- 
troublous eras and out of the ington, W. Va. In 1922 he was made 


: : a traveling Group representative. Dur- 
crucible of time she has emerged ing 1923 and 1924, Mr. White was man- 


" . ager of the Group division at Chicago, 

to her place of pre-eminence. Ill., associated with S. T. Whatley, then 

a general agent, who 2 —_ bg 

: “11: dent of the Aetna Life. In 1925, Mr. 

Americans, millions of them, fur- White was brought back ” the home 

. . : office as superintendent of the Group 

ther demonstrate their belief in division, and was made an ee 

° * 4: secretary of that division in 1926. In 

independence by providing for 1927, he was appointed assistant general 

° * ° agent in Philadelphia, and in 1928 was 

it financially through insurance made a general _— — Aetna i 

oe at Worcester, Mass. e remained in 

on their lives. Worcester until 1933, when he joined the 

William Street agency so that he might 

continue his study of law at Fordham 
University. 

Mr. White received an L.L.B. degree 
at Fordham in 1936 and then attended 
Brooklyn Law School—St. Lawrence 
University. At the latter he received 
the degree of doctor of juridical science, 
suma cum laude, in 1938. From the 
American College of Life Underwriters 
he received the CLU designation in 
1930, and the Certificate of Agency Man- 
agement in 1933. 

In his college days, Mr. White was 
a baseball pitcher. In his senior year 
at college, he was captain of the base- 
ball and tennis teams. After graduation, 
he was with the Philadelphia Athletics 
for a short time. 


MASSACHUSETTS PICKS KEISER 


Maynard Keiser, John Hancock gen- 

The cd eral agent at Springfield, has been 
elected president of the Massachusetts 

u Association of Life Underwriters for 


1941-42. Other officers are: vice-presi- 


Iusurauce Company of America dent, George P. Smith, agency director, 


New York Life at Boston; treasurer, 

Home Office, NEWARK, N. J. Clifford D. Strout, John Hancock assist- 

ant general agent in Boston; executive 
secretary, William Coogan. 
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Agents’ Pension Plan 
Of Connecticut Mutual 


$250 MONTHLY MAY BE EARNED 





Quebec Meeting Hears with Enthusiasm 
Announcement by Vice-President 


Coffin; Details of Plan 





Connecticut Mutual general agents 
and agency leaders gathered at Quebec 
this week in annual convention greeted 
with enthusiasm announcement by Vice- 
President Vincent B. Coffin as chairman 
of the company’s committee on agents’ 
pensions, that such a system had been 
adopted. 

The plan is contributory and does not 
involve any change in the present sys- 
tem of compensation. Contributions may 
be made by full-time agents who meet 
certain qualifications, and these contri- 
butions are based partly on their paid 
production of the preceding year_and 
partly on their insurance in force. Each 
such contribution will be matched by 
the company. Mr. Coffin pointed out the 
advantage of this arrangement, in that 
it gives credit both for a good produc- 
tion job and good conservation work. 


Details of Plan 


The plan, which has already received 
the approval of the New York Depart- 
ment, carries annuity benefits at age 65 
on the 100 months certain basis. The 
top pension which may be earned is 
$250 monthly, and voluntary termination 
calls for return of the agent’s own con- 
tribution, with interest except in the 
early years. A particularly interesting 
feature of the plan is that if death oc- 
curs and the agent’s own contributions 
have not yet equalled $2,000, the com- 
pany will pay $2,000 as a death benefit 
in any event. It is felt that this feature 
will be particularly attractive to younger 
agents who are just getting started. 

Mr. Coffin also announced that all full- 
time agents who are now past age 70, 
and who have had 20 years of service 
with a reasonable production job, will 
begin to draw benefits next January. 
Details for calculating these pensions 
were not given out at the current meet- 
ing. It was further announced that the 
company was planning to provide retro- 
active benefits for full-time agents now 
with the company, where certain quali- 
fications have been met. 


In making the announcement, which 
was received with marked enthusiasm, 
Mr. Coffin traced the development of 
social measures in the United States, and 
pointed out the gradual change in status 
of full-time life insurance agents from 
the strict independent contractor rela- 
tionship of past years. He also pointed 
out to the men and women assembled 
some of the essential ingredients for 
success in life underwriting, making it 
clear that desirable as a pension arrange- 
ment may be, it solves no problems un- 
less it is earned by old-fashioned 
methods, and by going through the 
necessary motions that lead to success. 


H. T. Wright Talks 
To Philadelphia LUA 


In an address last week before the 
final meeting of the Philadelphia Life 
Underwriters Association, Harry  T. 
Wright, president of the National As- 
sociation, continued his attack against 
unfit agents. Mr. Wright said that if 
policyholders are well represented and 
properly informed, “we will never have 
to fear an attack upon life insurance 
from the outside.” 

The NALU head also praised the “Lin- 
ton Committee” for its efforts that would 
soon solve the compensation and pen- 
sion problems. 

Answering some of the criticisms of 
life insurance, he declared: “They say 
that the companies are too big and 
should not get any bigger. When they 
say that, they are also saying that $4,000 
sag insurance is enough for a family. 
e ar 








VINCENT B. COFFIN 





Provident Advances Three 


As Ass’t Manager Agencies 


Provident Mutual Life of Philadelphia 
announces that Henry Bossert, Jr., man- 
ager of the agency research department, 
and E. Milnor Bechtel and Ernest A. 
Farrington, agency assistants, have been 
elected to the posts of assistant man- 
ager of agencies, effective July 1. All 
have been members of the Provident 
official staff for a number of years and 
are familiar with methods of agency 
management and field problems. 


NEW YORK LIFE TRANSFERS 


Agency Director Albion F. Tripp, New 
York Life, has been transferred from 
Youngstown branch to the Harrisburg 
branch. Edwin D. McGuire has been 
named agency director at Youngstown. 





Wm. Carroll Resigns 
Berkshire Post Here 


R. F. THORNE GENERAL AGENT 





Carroll, Thirty Years with Agency, 
Continues in Personal Production; 
Thorne’s Career 





William Carroll has announced his 
resignation as general agent of the 
Berkshire Life in New York, effective 
July 1. Mr. Carroll will continue with 
the Berkshire devoting himself exclu- 
sively to personal production. 

The agency, located at 225 Broadway, 
will be operated by Raymond F, Thorne, 
whose appointment as general agent will 
become effective on the above date. Mr. 
Thorne has been Mr. Carroll’s assistant 
for some years. 

Mr. Carroll entered the employ of the 
Berkshire on December 1, 1911, as a 
clerk with the Rhodes & Morrison 
Agency. He later became assistant to 
Fred. H. Rhodes, now president of the 
company, and when Mr, Rhodes as- 
sumed his official duties on October 1, 
1923, Mr. Carroll succeeded him as gen- 
eral agent. 

Mr. Thorne, who entered the employ 
of the Berkshire on June 1, 1922, has 
had a wide experience with the agency 
having successively served as cashier, 
supervisor and office manager. In ad- 
dition to his regular duties, Mr. Thorne 
has continuously accounted for an ex- 
cellent volume of personally produced 
business. 





GOLDSTEIN IN ROUND TABLE 


Among the names of New Yorkers 
who qualified for the 1941-42 Million 
Dollar Round Table the name of Meyer 
M. Goldstein, general agent, Connecti- 
cut Mutual, was inadvertently omitted 
from the list published in The Eastern 
Underwriter last week. This is the sec- 
ond time that Mr. Goldstein has quali- 
fied but not consecutively. 
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Lloyd and Pink Guests At 
C. B. Knight Agency Outing 


One of the annual outings which 
draws a collection of insurance celebri- 
ties is that of the Chas. B. Knight 
Agency, Inc., of which Walter E, Bar. 
ton is president. Held at the Westches. 
ter Country Club, the guests included 
Insurance Commissioners Lloyd of Ohio 
and Pink of New York; President W, 
Howard Cox, Vice-President Jerome 
Clark and Superintendent of Agencies 
Wendell F. Hanselman, Union Central: 
and Roger B. Hull, managing director, 
National Ass’n Life Underwriters. It was 
something more than a golf tournament 
and dinner as this year’s entertainment 
included a floor show in which the per- 
formers were young women members of 
the agency who did song and dance num. 
bers in Broadway music show tradition, 
They were Olga Verin, Fritzi Stark 
Evelyn Gross, Veronica Mulready, Anne 
Doddato, | Marion McKiernan, Sylvia 
Kaye, Mildred Duenges and Mary Du 
Barry. _Paul S. Ranck, vice-president of 
the Knight agency, was toastmaster, 

Commissioner Lloyd discussed the in- 
ternational situation and told what life 
Insurance meant in the preservation of 
democracy. 

In these days of dictatorship and ter- 
ror we shall emerge victors because of 
our stamina, our idealism, our courage 
and our faith,” he said. “Our eyes are 
on tomorrow. The world needs our 
idealism and_ is fortunate because we 
possess it. We will continue to cherish 
our heritage. We recognize that this 
nation is now on the threshold of its 
greatest opportunity to serve mankind 
everywhere and all it holds dear. In 
this fight for freedom and its protec- 
tion, life insurance is playing a role of 
major importance.” 

Nelson B. Hadley, former chief exami- 
ner of life companies, New York Insur- 
ance Department, paid a tribute to the 
management of life insurance companies 
and gave as an example the administra- 
tion of the Union Central under Presi- 
dent Cox. Superintendent Pink also had 
Pleasant things to say of the company 
and its head. President Cox thanked 
the speakers and then praised the Knight 


agency for its accomplishments over the 
years. 





CONNECTICUT MUTUAL AWARDS 


Presentation of awards to production 
leaders of the Connecticut Mutual was 
made at the company’s educational con- 
ference, Quebec, this week, by President 
James Lee Loomis. 

Russell C. Whitney, James G. Hill 
agency at Chicago won the Samuel T. 
Chase award for leadership in volume 
for the past year. To Noel C. Willis, 
Shepherd agency, Houston, went the 
President’s award as leader in number 
of cases. The Henry H. Steiner award 
for outstanding conservation record went 
to Lester S. Lamb, Carrigan agency, 
Philadelphia. 

Norris E. Williamson, Hill agency, 
won the Frederick O. Lyter award for 
outstanding organization job among su- 
perintendents and district agents. 

Two special awards were made to the 
company’s west coast representatives: 
the West Coast General Agent’s award 
to G, Wayne Randall, Prouty agency, 
Los Angeles, leader in volume for that 
area; and a new award for the best 
West Coast record in conservation, to 
Ferdinand A. Zulandt, also of the Prouty 
agency. 





LIFE MANAGEMENT VOLUME 


The printed proceedings of the 1941 
Special Conference of the Life Of- 
fice Management Association, containing 
over 150 pages, are now ready for dis- 
tribution. 

The volume contains several talks on 
investment trends and problems, ac- 
counting and audit control, and on Fed- 
eral Housing Administration loans. 
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Provident Adds to 
Compensation Program 


PLAN EFFECTIVE SEPTEMBER 1 





“Forty Cents a Thousand” Basis for 
Agents Who Have a Million 
In Force 





The Provident Mutual announced last 
week that it was adding to its program 
jor spreading agents’ compensation 
throughout the length of the policy by 
a “Forty Cents a Thousand fee basis 
to compensate agents tor service work 
on large volumes of business beyond the 
regular renewal period. 

A first step was inaugurated on Jan- 
uary 1, 1941, when all agents over age 
65 who had a million or more of life 
insurance in force began to receive fees 
af sixty cents per thousand on all busi- 
ness beyond the renewal period. 

The second step, announced by Presi- 
dent Linton this week, provides that all 
agents not yet 65 who have a million 
or more of life insurance in force shall 
receive yearly fees of forty cents per 
thousand on policies in force beyond the 
tenth year. Payments begin as of Sep- 
tember 1, 1941; they do not depend upon 
age or length of service, except that 
when an agent has attained twenty 
years of service he may participate in 
the plan when he has $500,000 of life 
insurance in force, 

The plan is retroactive in that it ap- 
plies to business now on the books, as 
well as to future business; agents will, 
therefore, not have to wait ten years for 
it to become effective. 

The plan may be changed or discon- 
tinued at any time by the company. In 
the event that at a future date the 
Federal Social Security program or a 
contributory pension plan should become 
a part of the company’s program for 
agents, the company would necessarily 
consider at that time the question of 
modification or withdrawal of this forty 
cent plan as well as the plan for pay- 
ment of veteran agent fees. 

The basic requirement for a million of 
insurance in force fits in well with the 
company’s program of a minimum of 
$100,000 of annual production, and more 
fully accents the company’s goal to at- 
tain the finest quality of field repre- 
sentation that can be achieved. 


Benjamin R. C. Low Dies; 


Home Life General Counsel 


Benjamin R. C. Low, general counsel 
since 1928 for the Home Life of New 
York and a member of the company’s 
board of directors for the past eight 
vears, died suddenly Sunday morning, 
June 22, at his summer home in Bridge- 
water, Vt. His death occurred on his 
sixty-first birthday. 

Born in Fair Haven, Mass., Mr. Low 
attended St, Paul’s School in Concord, 
v. H., and was graduated from Yale 
University in 1902 and from Harvard 
Law School in 1905. He began the prac- 
tice of law in 1905; from 1909-1923 he 
was a member of the firm of Low, Miller 
& Low and from 1923 to 1928 was a part- 
ner in the firm of Hoes, Low and Miller. 
During the World War he served in 
Washington as a major in the Ordnance 
Department. 

_Mr. Low was well known in literary 
circles as the author of more than a 
dozen volumes of verse. His latest book, 
‘Poems, 1910-1940,” was released a short 
time ago. 








CINCINNATI GROUP ELECTS 

Warner C. Wilson, Guardian Life, has 
heen elected president of the Cincin- 
nati Life Underwriters’ Association. The 
New vice-president is Judd C. Benson, 
Union Central Life; secretary, W. 
Thomas Craig, Aetna Life; treasurer, 
Paul Burkman, Bankers Life of Iowa. 
Directors elected for three years are 
M. J. Hamilton and Gerald Isphording; 
for one year, Philip Heil, Jr. Lee B. 
Scheuer, retiring president, was elected 
representative to the Ohio State Asso- 
Ciation, 
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Connecticut General 
To Use Novel Ad Copy 


FEATURE EMPLOYE RELATIONS 





Authorities Will Contribute in National 
Campaign in Time and 
Business Week 





A new and unusual type of copy will 
be featured in the Connecticut General 
Life’s 1941-1942 national advertising on 
Group insurance starting in the June 23 
issue of Time and the June 27 issue of 
Business Week. 

In announcing the new program John 
P. Taylor, manager of sales promotion, 
said, “Believing that the broad subject 
of employe relations is of vital import- 
ance to management executives in prac- 
tically all fields of business at this time, 
Connecticut General will present a series 
of articles or columns contributed by 
nationally known authorities on this sub- 
ject.” Among the contributors scheduled 
for first insertions are Colonel Chevalier, 
publisher of Business Week; Harold B. 
Bergen, partner in McKinsey & Co. of 
New York and Boston and member of 
the Management and Public Relations 
Faculty of New York University ; Harold 
F. Browne, director of management, re- 
search division of the National Industrial 
Conference Board; Mr. Alvin E. Dodd, 
president, American Management Asso- 
ciation; Mr. Paul Shoup, president Mer- 
chants and Manufacturers Association, 
Los Angeles; Mr. Almon Roth, presi- 
dent, San Francisco Employers Council, 
and Professor Edwin Emil Witte, chair- 
man, department of economics, Wiscon- 
sin, and special representative of the 
National Defense Mediation Board. 

An unusual feature of this plan is the 
fact that contributors to the column 
have been given full freedom to express 
their views without implication that they 
are in any way endorsing either Group 
insurance or the Connecticut General 
“Protected Pay Envelope” Plan. Their 
contributions have not been dictated or 
edited by Connecticut General, and their 
publication is sponsored simply because 
the company feels that they present 
authoritative views on a subject of na- 
tional interest and one that is always 
very closely related to any consideration 
of Group insurance. A thorough promo- 
tion of the advertising, both within and 
without the Connecticut General organ- 
ization, will include the use of an an- 
nouncement broadside, reprints, display 
cards, and a later republication of the 
complete series of articles in reference 
booklet form. Eward W. Robotham & 
Co. of Hartford is the agency. 


H. M. Watson, Knoxville 
Named to Head New Agency 


Harry M. Watson has been promoted 
to head the Connecticut Mutual’s new 
agency at Knoxville, headquarters for 
upper east Tennessee. Mr. Watson, who 
has been supervisor for the past four 
years in that city, is a graduate of the 
company’s training school. He is imme- 
diate past president of the Knoxville 
Association of Life Underwriters, a 
member of the board of directors of the 
local Y, M. C. A., and vice-president of 
the Knoxville Council of Boy Scouts. 
He is a graduate of the School of Busi- 
ness Administration of the University 
of Tennessee. 


Cc. K. BETTS WITH BEARDSLEE 

Charles K. Betts has been named as 
supervisor at the Beardslee Agency of 
ee Columbian National Life, New York 

itv. 

Mr. Betts has been in insurance since 
his graduation from Columbia in 1931. 
He was for four vears with the Equi- 
table Society in New York and then 
with the Continental American Life. 











ORDINARY SALES DOWN IN N. Y. 
New Ordinary life sales in New York 
City for May are $47,576,000 as compared 
to $48,984,000, for May 1940, according 
to a report of the Life Underwriters 
Association of the City of New York, 
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Louis H. Cooke Dead 
After Long Illness 


N. Y. LIFE GENERAL COUNSEL 
With Company Nearly Thirty-Five 
Years; Former President of Life 
Insurance Counsel 
The death early Wednesday morning 
at his home in New York City of Louis 
H. Cooke, general counsel of the New 
York Life, was preceded by a lingering 


illness of many months. He was in his 


63rd year. 

Mr. Cooke first joined the New York 
Life legal department in 1907. Born 
January 14, 1878, at Hardwick, N. J., he 
received his early education at Seminary 
Collegiate Institute, Hackettstown and 
graduated from Princeton class of 1902 
with Phi Beta Kappa. Two years later 
he was graduated from New York Law 
School at the head of his class and for 
the following three years he was a 
member of the faculty at the same time 
engaging in private practice. He was 
appointed general counsel in 1922. 


HINKLE HEADS CHICAGO CLU 

The newly elected president, Chicago 
chapter, Chartered Life Underwriters, 
Roland D. Hinkle, announces the follow- 
ing chairman of committees: 

The membership committee will be 
headed by Clarence E, Smith; program 
committee by George H. Gruendel; edu- 
cational committee by Dewey R. Wright; 
attendance committee by Robert C. Car- 
son, Jr.; Fall party committee by Robert 
J. Curry, and publicity committee by Ed- 
win S. Hewitt. 

A new agency committee, headed by 
Arch R. Houle, has been organized to 
encourage the cooperation of agency 
heads in expanding the influence of the 
Chartered Life Underwriters in their 
organizations. 

Harry G. Walter is vice-president and 
Clarence E. Smith secretary-treasurer 
of the Chicago chapter. 


H. COOKE 


LOUIS 





Hancock Goes on 242% Basis 
For Optional Settlements 


President Guy W. Cox has announced 
that the John Hancock Mutual Life will 
make effective a basic interest rate of 
214% for all optional settlements and 
annuity provisions which appear in the 
company’s insurance policies and also in 
the supplementary contracts used for 
other features. This change will go 
into effect on policies issued beginning 
August 1, 1941, and brings the company’s 
life insurance policies into line with its 
annuity contracts, on which the basic 
interest rate was recently reduced to 
214%. In thus placing annuities and 
settlement options on the same interest 
base, the company conforms to the cur- 
rent interest trend on sound investments. 





The Jefferson Standard Life shows a 
gain of paid business for the first five 
months of 1941 of over 22%. 





Few Connecticut Banks 
To Take Up Insurance 


NO GREAT ENTHUSIASM SHOWN 
Governor Signs Bill for Savings Bank 
Life Insurance Up to 


$3,000 Limit 





Signing of the bill by Connecticut's 
Governor authorizing savings banks of 
that state to issue life insurance policies 
under certain limits was not followed 
by any enthusiastic rush of banks to 
take advantage of the law. 

Under the bill, the state will have a 
medical director and an actuary working 
under the direction of the insurance 
commissioner. Insurance will be limited 
to $1,000 in any one bank and $3,000 on 
any one life. Banks participating in 
the plan are required to set up a guar- 
anty fund. 


Goodwins Made National Vt. 
General Agents at Bangor 


The National Life of Vt. has created 
a new general agency at Bangor, Me. 
with the appointment of Galen L. Good- 
win and his son, Howard M. Goodwin, 
as general agents under the name of 
Galen L. Goodwin & Son. 

Both of the Goodwins have previously 
represented the company at Bangor and 
are well known in the territory, which 
will include the counties of Penobscot, 
Hancock, Aroostock, Washington, Pis- 
cataquis and Waldo. The new contract 
takes effect July _1. . 

Mr. Goodwin, Sr., was in charge of the 
offices of the Eastern Steamship Co., in 
Bangor for several years. He became an 
agent for the National in 1935. He is 
leader of the Bangor Male Glee Club, 
active in the Methodist Church, and 
treasurer and general manager of the 
Ross Towing Co. His son, Howard, is 
a graduate of University of Maine and 
for the past two years has been a repre- 
sentative of the National Life. 








Ralph R. Lounsbury, President 
W. J. Sieger. V. P. & Sup’t. of Agencies 
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Wm. Smerling New President 
Of N. Y. Life Supervisors 


is 
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WILLIAM C. SMERLING 


The Life Supervisors Association of 
New York City held its annual outing 
at Bonnie Briar Country Club, Larch- 
mont, N. Y., on Tuesday, at which the 
following new officers were elected for 
the coming year: president, William 
Smerling, Wolfson Agency, Berkshire 
Life; vice-president, Robert Lahm, Wof- 
ford Agency, Prudential ; secretary-treas- 
urer, Carl Smith, John M. Fraser 
Agency, Connecticut Mutual. 

Winners of the sports events were as 
follows: Tennis doubles, Paul Orr, Bragg 
Agency, Guardian, and Arnold Siegel, 
Wolfson Agency, Berkshire. This cup 
was donated by Julian S. Myrick, man- 
ager, Mutual Life of N. Y., and former 
president of the National Lawn Tennis 
Association. 

Golf: Roe Maier, Keffer Agency, 
Aetna, low net prize, donated by J. M 
Fraser; Arthur Sullivan, Bragg Agency, 
Guardian, low gross prize, donated by 
Stanley M. Weiland, Keffer Agency, 
president of the association; Allen 
Dickey, general agent, Provident Mu- 
tual, kicker’s handicap cup, donated by 
the Keffer Agency. 

Gift certificates were awarded to 
George Barclay, Luther Agency, Aetna, 
by Sam Wolfson, Berkshire; Ed Houli- 
han, Wells Agency, National Life of 
Vermont, by Walter Barton, Union Cen- 
tral; Harry Ard, Holmes Agency, Con- 
necticut General, by Luther Agency, 
Aetna; William Barton, McNulty Agen- 
cy, Prudential, by the Life Supervisors 
Association. rf 

Members of the association’s executive 
committee are Sam Dublirer, Bender 
Agency, National Life of Vermont; Mur- 
ray April, Hancel Agency, Continental 
American; Ed Allen, Gardiner Agency, 
John Hancock; Paul Orr, Bragg Agency, 
Guardian, and Harold Cronin, McNulty 
Agency, Prudential, chairman of enter- 
tainment committee. 





McMillen Agency Outing 


The Clifford L. McMillen Agency of 
the Northwestern Mutual Life, New 
York City, held its annual outing on 
Tuesday, this week. It was an all-day 
picnic at Hook Mountain, reached by 
Hudson River boat. Agents and mem- 
bers of the office staff, accompanied by 
their wives or husbands, took part in 
tennis matches, baseball games and other 
outdoor activities. 





SNOW HEADS BUFFALO GROUP 
Tower C. Snow, Penn Mutual general 
agent, has been elected president of the 
Buffalo Life Managers Association. Other 
officers are: vice-president, Lewis C. 
Slesnick; secretary, Jesse L. Letts; 
treasurer, Richard T. Odiorne, 
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Wickes Made Security 
Life Vice-President 


LONG WITH MONTREAL LIFE 





President Russell States Well - Known 
Canadian Will Be Second in Charge 


at Binghamton 





President Frederick D. Russell of the 
Security Life of Binghamton, N. Y., has 
announced that H. B. Wickes, widely 
known Canadian insurance executive and 
long assistant general manager of the 
Montreal Life, has been made vice-presi- 
dent of that company and second in 
charge of its operations. A sketch of 
Mr. Wickes’ career appeared in The 
Eastern Underwriter last week. 

Mr. Wickes’ first insurance connection 
was with the Manufacturers Life soon 
after graduating from University of To- 
ronto. The first World War intervened 
and he joined the Royal Canadian Air 
Force, After the war he served with 
the Manufacturers Life and the life de- 
partment of the Royal Insurance Co. 
during which time he passed his actu- 
arial examinations. In 1924 Mr. Wickes 
was made actuary of the Montreal Life, 
then secretary and actuary in 1928 and 
assistant general manager in 1937. 

Long active in Canadian insurance af- 
fairs, Mr. Wickes was during the past 
year chairman of the Life Agency Of- 
ficers section of the Canadian Life In- 
surance Officers Association and pre- 
sided at the recent convention of the 
section in Toronto. He has been one 
of two Canadian agency men on the ex- 
ecutive committee of the American Asso- 
ciation of Life Agency Officers. Active 
in outside affairs, Mr. Wickes has been 
actuary of the Ottawa Firemen’s Super- 
annuation and Benefit Fund as well as 
of the Ottawa Police Benefit Fund As- 
sociation, 

His election to the executive staff of 
Security Mutual, said President Russell, 
“brings into the organization a man who, 
because of a thoroughgoing training in 
all phases of the business, is peculiarly 
well fitted to be second in charge of the 
company’s operations.” 


Made St. Louis Manager 




















I 















WILLIAM KING 


William King who for the past nine 
years has been a special] agent for the 
Mutual Benefit Life in St. Louis, has 
been appointed St. Louis manager for 
the Fidelity Mutual Life of Philadelphia. 
Mr, King was president for two terms 
of the St. Louis Chapter of CLU and 
served as trustee of the American So- 
ciety of Chartered Life Underwriters for 
two terms. He is a past president of 
the St. Louis Life Underwriters Asso- 
ciation. 

He has been identified with life in- 
Surance in St. Louis for over thirty 
years, being associated with the old Mis- 
souri State Life as agency supervisor 
and special home office representative 
between 1916 and 1920 as well as_the 
Mutual Benefit, New England and Pru- 
dential, 


All State Zones Participated in 
Latest Metropolitan Examination 


The regular triennial examination of 
the Metropolitan Life recently completed 
was participated in by all of the exam- 
ination zones set up by the Insurance 
Commissioners. In addition to the staff 
of examiners from the New York In- 
surance Department there were repre- 
sentatives of the Insurance Departments 
of California, Louisiana, North Dakota, 
Pennsylvania, and Wyoming designated 
to act for the different zones. The ex- 
amination took about a year and a half 
for completion. 

The report on the examination con- 
sists of 306 typewritten pages. As is 
required by law a summary of it, com- 
piled by the New York State Insurance 
Department, was read to the Metropol- 
itan board of directors Tuesday. : 

Pointing out that “statistics with refer- 
ence to the business of the Metropolitan 
furnish impressive evidence of the im- 
portance of the position held by the 
company in the field of insurance and 
in the economic life of the United States 
and Canada,” the summary reports that 
at the close of the 1939 Metropolitan 
policies outstanding numbered 40,340,- 
070 for $23,193,749,152 of life insurance, 
while the admitted assets of the company 
amounted to $5,143,549,632.47. : 

“Of the total admitted assets of the 
company at December 31, 1939,” accord- 
ing to this summary, “about 56% was 
invested in bonds and slightly less than 
2% in preferred and guaranteed stocks. 
About 19% represented investments in 
mortgage loans on farms, urban dwell- 
ings and business properties. Loans to 
policyholders, on the security of their 


policies, constituted about 10% of the ad- 
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mitted assets; real estate, 8%, and the 
remaining 5% consisted of cash, accruals 
and miscellaneous items. 
Real Estate 
“While the amount of real estate ac- 
quired through foreclosure shows a con- 
tinuing downward trend during the 
period covered by this examination, the 
total book value thus acquired in the 
three years was approximately $100,- 
000,000. However, the total book value 
of real estate owned and not under con- 
tract of sale shows a slight decline since 
December 31, 1936. The company has 
been quite successful in liquidating its 
real estate, particularly the smaller prop- 
erties, which is indicated by a decrease of 
about 8,000 or over 30% in the number 
of foreclosed properties owned and not 
under contract of sale at the close of 
1939 as compared with 1936. There has 
been an appreciable improvement in the 
return from foreclosed real estate, but 
the net income is stil] low. 
Bond Holdings 
“The company’s holdings of bonds, 
which aggregate $2,969,283,955, on the 
basis of book values, are widely diver- 
sified, including obligations of the gov- 
ernments, states, provinces and political 
subdivisions, railroads, public utilities and 
industrial corporations of the United 
States and Canada. Analysis of the 
portfolio shows that the bond invest- 
ments of the company have been made 


in sound securities and have suffered 
little impairment. At the close of the 
year 1939, bonds in default amounted 


to only 3.16% of the book value, or 
5.76% of the par value of total bonds 
owned. Bonds not in default which did 
not meet the requirements for amortiza- 
tion amounted to 1.13% of the book 
value or 1.37% of the par value of total 
bonds. 
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H. V. Wade Made Gen’l 
Manager Standard Life 


GOES FROM AMERICAN UNITED 





Long Prominent in Indiana Insurance 
Activities and National Com- 
pany Organizations 





At a meeting of the board of directors 
of the Standard Life of Indiana, held at 
Indianapolis, June 19, Harry V. Wade 
was elected general manager of that 
company. Dr, J. Raymond Schutz con- 
tinues as president and the other officers 
remain. 

Mr. Wade has been vice-president of 
the American United Life since its in- 





Kay Hart, N. Y. 
WADE 


HARRY V. 
ception and prior to that time, was as- 
sistant to the president of the United 
Mutual Life of Indianapolis. 
of Cornell University, he has been active 
in life insurance circles, having served 
two terms as president of the Associa- 
tion of Indiana Legal Reserve Life In- 
surance Companies and now is a member 
of its executive committee. He 
secretary and chairman of the investment 
section of the American Life Conven- 
tion. He has been prominent in inter- 
company agency activities and served 
two terms on the executive committee 
of the Life Insurance Advertisers Asso- 
ciation and Chairman of its 1939 Na- 
tional Convention. Under Mr. Wade's 
direction, the American United Life won 
the Life Insurance Advertisers Associa- 
tion award for merit in advertising dur- 
ing the year 1940. : ; 

Mr. Wade has been active in Indian- 
apolis civic activities. He was chairman 
of the recent Flanner House Building 
Fund Drive, is treasurer and chairman 
of the building committee of the Civic 
Theatre of Indianapolis ; is a deacon and 
treasurer of the Tabernacle Presbyterian 
Church and is a member of the execu- 
tive committee of the Hanover College 
Board of Trustees. 

Mr. Wade is a member of the Scottish 
Rite bodies, attended Wabash College 
in addition to Cornell. 


A graduate 


Was 










CALIFORNIA GROUP ELECTS 


The following officers of the Central 
California Life Underwriters Association 
have been elected for 1941-42: president, 
Harold F. Trunk, Travelers, Fresno; 
vice-president, Kenneth Shields, Fresno; 
secretary, W. F. Ott, Fresno; national 
committeeman, M. E. Simas, Fresno; 
directors, Charles Boatman, Cesare Mar- 
accini, Paul Gram, Melvin Hall, John 
Iacono, Mark Busacca, Leland Krikava, 
Robert Buck, Max Berg, J. Herman 
Reiss, Ear] Smith. 





= 






ale veeh 
THE EASTERN 
UNDERWRITER 















June 27, 1941 





Penn Mutual General Agents’ Conference 





Insurance Operations Research 


In his analysis of the insurance oper- 
ations division of the Penn Mutual 
while addressing in White Sulphur 
Springs the general agents of the com- 
pany this week, President John A. Ste- 
venson discussed operations research, 
actuarial organization and the proper 
pricing of policies, illustrating his re- 
marks with an unusually interesting dis- 
play of charts. 

While the importance and necessity of 
research has always existed Mr. Steven- 
son pointed out that the acuteness of 
the need is greater than at any previous 
time. Decreasing margins make closer 
scrutiny of the business an absolute ne- 
cessity. Constantly increasing interest in 
the business on the part of the public 
is coupled with increasing agitation for 
fundamental changes; for example, for a 
new mortality table or for a new method 
of agency compensation. These are only 
a few indications for the pressing need 
for vigorous research now. 


Actuarial Science Development 


Mr. Stevenson traced the rapid growth 
of life insurance in this country and felt 
that the building up of life insurance has 
kept the business so busy that it has 
not always been able to do as much 
thinking about the significance of what 
was happening as it might have done. 
In the early days the business relied to 
a great extent on the accumulated ex- 
perience of the old world insofar as the 
technical aspects of the business were 
concerned. 

While the agency system as now prac- 
ticed here has been largely an Ameri- 
can development, the more _ technical 
phases of the business in its early days 
rested on the immense amount of re- 
search work which had been carried out 
in England and other countries. Thus, 
actuaries from Great Britain were 
brought over here and diligent use of 
the experience of the British and Scotch 
companies was made. 

Eventually the actuarial science in this 
country began to be developed, the de- 
velopment proved to be largely sound, 
but if life insurance is to continue pro- 
gressing, then we must always bear in 
mind that much further research has to 
be the keystone of the structure. 

Life insurance companies “guarantee” 
the benefits under their policies. The 
contracts issued today must be guaran- 
teed through future generations. Re- 
sponsibility is tremendous as_ vast 
amounts of policyholders’ money have 
been accepted on the basis of these guar- 
antees. As trustees of the funds, every 
step necessary to make good the guar- 
antees must be taken. Whether guaran- 
tees are made good or not will depend 
on the future course of mortality, inter- 
est rates and expenses. As no one can 
be quite sure what the “future” has in 
store the guarantees of the company to 
a major extent rest on the judgment of 
the actuary, and his judgment is based 
on research into the past and current 
experience, with the object of forecast- 
ing future trends on the statistical bases 
of his science. 


Necessity of Research 


“Sustained, intensive, research is, 
therefore, one of the primary responsi- 
bilities of our trusteeship,” said Presi- 
dent Stevenson. “Our company has con- 
sidered this situation very carefully, and 
it has adopted as a major principle in 
the actuarial policy of the company the 
establishment of a large actuarial re- 
search organization. We have accepted 
as a cardinal principal that modern life 
insurance will not move forward with- 
out a far more extensive system of re- 
search than has ever been organized 
before. 

_ “Research, on the scale we plan it, 
is going to cost money, but only if it 


be considered that making our insurance 
safer, sounder and cheaper to our policy- 
holders costs money. It is going to take 
good men. We have good men now, but 
not enough and we are going to develop 
many more.” 

Mr. Stevenson went on to discuss the 
type of research the company is plan- 
ning in its operations research. He told 
of the importance of the actuary, saying 
that his essential function is that of of- 
fering professional advice the quality of 
which governs directly the results which 
the company will obtain. “The actuary 
of a life insurance company is its tech- 
nical expert, and of all the professions 
which a company must consult, his is 
the only one peculiar to the insurance 
business alone and the only one impor- 
tant to every department,” he said. “The 
value of this advice depends upon the 
professional ability of the individual 
members of the staff, and the first major 
principle of the actuarial policy of the 
company is, therefore, the development 
of a staff of men who have the highest 
possible professional standing and abil- 
ity.” 

Operations Research Chart 


President Stevenson presented a chart, 
captioned “Operations Research,” which 
he thought a broader title than “actua- 
rial research.” It outlined the major 
divisions of the company’s study, ex- 
perience and trends in fundamentals of 
operation. In brief, the basis of all 
operations is the three important fac- 
tors: mortality, interest and expense. He 
stressed the necessity of building up 
data which would give the company 
fundamental yardsticks—standards as it 
were—by means of which the company 
can measure its own operations. 

Mr. Stevenson then talked of another 
division in the research, which was 
designated as “Operation Results and 
Trends.” Knowing basic standards and 


trends the company must know how its 
own operating results match up. Facts 
wanted were answers to these questions: 
Is the company operating in such a 
fashion as to give its policyholders the 
safest and cheapest insurance justified 
on the basis of general levels of mor- 
tality, interest and expense as indicated 
by established standards? How does its 
mortality, interest and expense compare 
with those standards? Are its policy- 
holders being penalized in any way by 
the quality of business written? When 
all these facts are before the company 
is it in a position to price its business 
properly? What do the findings mean 
in terms of dollars and cents? Are they 
the results it wants for policyholders? 
What can be done to correct any un- 
favorable features and to encourage 
what the company regards as favorable 
trends? Knowing what the product is 
it wants to offer is it in a position to 
price it properly? In another section of 
the paper the subject of proper pricing 
is analyzed by Mr. Stevenson in some 
detail. 
Knowing the Market 


Continuing on the subject of “insur- 
ance operations” research, Mr. Steven- 
son took up the question of “Meeting 
the Market.” That involves studying 
economic and social trends, the need and 
capacity of the people for insurance, and 
how it is affected by current standards 
of living, social legislation, financial con- 
ditions and other related features. 

This phase of research involves studies 
of field performance; whether the Penn 
Mutual agency is adapted to distributing 
and serving insurance in the way the 
public wants it done at the lowest pos- 
sible cost. It is necessary to study the 
trend of the company’s new sales to 
gauge the changing character of the de- 
mand of its clientele. 

“We must be on the lookout for new 
needs developed by changing conditions 
in order that we may be in a position 
to bring out the new policies required 
to serve them,” he said. 


Proper Pricing of Policies 


One of the most interesting discus- 
sions by John A. Stevenson, talking be- 
fore the Penn Mutual general agents in 
White Sulphur Springs this week, re- 
lated to the proper pricing of policies. 
In almost any life insurance company it 
will be found that the majority of the 
risks are properly priced; that is to say, 
the mortality experience from them is in 
line with the average experience of the 
institution. However, each company will 
have two groups of cases issued at 
standard rates which do not show the 
average experience. One of these is the 
borderline group; the other, what might 
be called the super standard group. The 
size of these two groups in relation to 
each other, as well as in relation to the 
whole, have a great influence on the 
proper pricing of a company’s standard 
business. 

If a company has a substantial pro- 
portion of borderline cases, while at the 
same time having only a small portion 
of so-called super standard cases, it is 
not hard to understand that the pricing 
of its standard business will be differ- 
ent from a company where the situation 
is reversed; that is, where the propor- 
tion of borderline cases is small and the 
proportion of superstandard cases very 
large. In the first case the mortality will 
be high, and, all other things being equal, 
the man who purchases insurance in that 
company does not get quite so much for 
his money as the man who purchases 
insurance in the second. 

Balancing 

The question naturally arises, said Mr. 
Stevenson, why there should not be a 
special rate for both the borderline and 


super standard risk. The answer is that 
it would not be practical to create as 
many classes of risk as variations in 
statistical results would indicate. There- 
fore, companies make the area for stand. 
ard insurance quite large, with the re- 
sult that the difference between the best 
and poorest standard risk is considerable. 
What then is the solution to this prob- 
lem? In Mr, Stevenson’s opinion it is 
to manage operations in such a way 
that these two groups of business will 
have no adverse effect on the cost of 
standard business; and this procedure 
he called balancing. 

Parenthetically, Mr. Stevenson said 
that among companies and field men 
one often hears of so-called liberal un- 
derwriting, or conservative underwriting. 
These terms he regards as vague and 
often meaningless. Risks are either 
classified in accordance with generally 
known statistical standards or they are 
not, and when a company embarks upon 
a policy of issuing at standard rates 
risks, which known experience indicates 
should be substandard, this is not a 
question of liberal underwriting but 
rather one of inaccurate classification. 

The policy of the Penn Mutual, inso- 
far as its selection of the individual risk 
is concerned, is simply that cases must 
be taken in accordance with their best 
recognized classifications. In other words, 
the company 1s following neither a con- 
servative, a liberal or a middle of the 
road policy. It is trying to follow a 
reasonable accurate selection policy. 

Shows Charts 

He then presented a series of charts 

in which the proportion of borderline 


standard business, as well as the pro. 
portion of so-called super standard risks 
for the company for the past few years 
was illustrated. It follows, however, that 
the same proportions should be worked 
out for each general agent; in fact, it 
could be worked out right down to the 
individual producer. This is very im- 
portant, for the best averages sometimes 
conceal very poor records, while, like. 
wise, poor averages sometimes conceal 
fine individual records. Charts were then 
presented showing this breakdown. 

If the company becomes unbalanced 
by too much borderline standard busi- 
ness, this system of analysis will soon 
reveal that fact. Likewise, any general 
agency consistently on either the good 
or unfavorable side of the company’s 
average is revealed and such measures 
as are indicated, either of encourage- 
ment and expansion, or of correction, 
can be taken. 

To maintain a control system of this 
nature requires accurate classification of 
new risks by the selection organization 
and a system of accounting on the basis 
of value of new risks. In this way an 
insurance company can reasonably an- 
ticipate good or bad results, and, if need 
be, can lock the barn door before the 
horse is actually stolen. 


Because of the long range nature of 
the institution of life insurance, history 
and experience have been cardinal guide. 
posts for management in the past. How- 
ever, the stability and delayed reaction 
of the institution to forces within and 
without tend to conceal faults and errors 
of judgment until some times they as- 
sume sizeable proportions. Many of the 
ills which have had to be cured might 
well have been minimized or completely 
avoided if management had _ supple- 
mented experience with greater effort 
and ability to forecast. 





Securities Review 


(Continued from Page 4) 


the purchase of $25,000,000 in a group 
of authorized issues. 

“Fortunately,” he said, “we have one 
place in which we are placing about 
$15,000,000 which will yield us over 4% 
and this will certainly help our average 
return for 1941. Then, too, our mortgage 
loan department is beginning to find a 
place for substantial sums at yields of 
3.75% and better. This will be a great 
help to our average yield by the end of 
the year.” 

Outlook 


Summarizing the outlook Mr. Steven- 
son said: 

“Government bond prices have been 
improving steadily for the past four 
months and they are now very close to 
their all time high. The last issue of 
Government securities, the 2%s_ of 
1958/56, which were quite recently of- 
fered at 100, is now trading at a premium 
of about three and one-half points. It 
is not believed that in the very near 
future Government bonds will suffer a 
substantial reaction, though it is prob- 
ably fair to assume that, in view of the 
tremendous amounts which the Gov- 
ernment must raise during the Summer 
and Fall, and thereafter, there should be 
no runaway market on the upside. There 
will certainly be no scarcity value to 
Governments. 

“High grade corporate bonds in gen- 
eral adjust themselves to a yield level 
slightly higher than that obtaining in 
the Treasury bond field, and there is no 
reason to believe that this relationship 
wiJl not continue in the future. From 
the record low levels established in 
December, the yield on the highest 
quality bonds has increased about % of 
1% to 2.82%, and, if this trend continues 
even though but slightly, it should re- 
move the risk of the call of the large 
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Penn Mutual General Agents’ 


Conference 





blocks of 3%4% and 334% bonds owned 
by the Penn Mutual. 

“The abnormal situation in the capital 
markets has greatly increased the in- 


yestment problem by causing banks to 
compete with the insurance companies 


not only for bond issues in which they 
would ordinarily not be interested, but 
also to take away large amounts of com- 
panies’ high yield policy loans. Since 
January 1, 1939, the Penn Mutual has 
reinvested upwards of $17,000,000 of these 
policy loan funds.” 


Stevenson Talks of Insurance Role | 
In Compulsory Savings Program 


No one is more interested in the prob- 
lems of war finance than are the chief 
executives and financial men of the life 
companies. At White Sulphur Springs 
this week, addressing the company’s gen- 
eral agents, President John A. Steven- 
son of the Penn Mutual made some ob- 
servations on this problem, largely based 
on the now famed book of the British 
economist, John Maynard Keynes, which 
was published in February, 1940, and 
bears the title, “How to Pay for the 


War.” 

In this book Keynes gives his so- 
called “Blocked Savings” plan which he 
offers as a means of avoiding price in- 
flation while providing adequate rev- 
enue for the war and at the same time 
offering distinct future advantages to 
the poorer classes. It is the best known 
of the “compulsory savings” plans. One 
objective is to withdraw purchasing 
power from the market in order to pre- 
vent inflation through an orgy of spend- 
ing, 

Keynes Plan in Brief 

In brief, the Keynes plan withdraws 
from immediate consumption a deter- 
mined proportion of each man’s earn- 
ings, maintaining a right to deferred 
consumption after the war. The me- 
chanics would be to increase the income 
tax to a point which covers the propor- 
tion of earnings that the Government 
considers necessary to divert from im- 
mediate consumption and to credit a 
portion of this increased tax to “blocked” 
savings accounts which may be with- 
drawn after the war. Provision would 
be made to pay these “blocked” deposits 
without increasing the national debt by 
a general capital levy after the war, 
which should be made during the post- 
war boom and paid out to those entitled 
to deferred consumption at such time 
as the Treasury feels it would offset the 
subsequent recession. 


Stevenson View of Keynes Plan 


In his comments on the Keynes and 
other suggested plans of meeting the 
problems of war finance, President Ste- 
venson said: 

“The Keynes Plan, the recent compul- 
sory savings bill before British Parlia- 
ment, and the proposal of economists in 
the United States for compulsory sav- 
ings—all are based on the same sup- 
position that increased wages without 
increased possibilities of raising abnor- 
mally the standard of living if left alone 
will produce inflation with its injustices 
to the lower income groups and with 
the grave danger of a subsequent col- 
lapse. In all three cases, their solution 
is increased savings to absorb the in- 
creased incomes and prevent them from 
bidding for the same or perhaps reduced 
supply of consumption goods. 

“The English income tax law permits 
an individual to claim deductions on life 
Msurance premiums and contributions to 
pension funds. Keynes suggests in his 
plan that an individual might be allowed 
to apply his deferred pay to the pur- 
chase of new life insurance or an En- 
dowment policy. He says: ‘Schemes to 
encourage this might be prepared by the 


life offices on lines adapted to the spe- 
cial circumstances.’ 

“Certainly, if a Deferred Income Plan 
is adopted in the United States it should 
include an allowance for definite com- 
mitments to save, entered into prior to 
the adoption of the plan. I feel that it 
should likewise follow Professor Keynes’ 
suggestion of allowing credits for pre- 
miums on new insurance. If this should 
come to pass, the role of life insurance 
will be very clearly defined, but, mean- 
time, it seems to me that the role is 
equally clear because every dollar in 
premiums reduces the demand for con- 
sumption goods and thus acts to accom- 
plish the end of preventing inflation. In 
addition, it provides an indirect way of 
financing defense work through a type 
of savings and investment which people 
are not likely to give up in favor of 
immediate desires. 

How Life Insurance Fits In 

“To accomplish this end, however, we 
must recognize that present conditions 
are causing a major shift in the existing 
market for life insurance. Taxes are de- 
creasing the available funds of people 
with fixed incomes in the higher brac- 
kets, while, at the same time, the de- 
fense program is increasing the incomes 
of workers. If, therefore, the president 
of a corporation complains that taxes 
are taking all he makes, while the ele- 
vator boy tells you he is leaving because 
he can double his wages working in one 
of the manufacturing plants on some 
machine, then you don’t have to study 
the ‘road maps of industry’ issued by 
the National Industrial Conference 
Board to figure out where the future 
market for life insurance may lie. 

“Individual responsibility must become 
an active force if our form of govern- 
ment and the institutions founded on 
free enterprise are to survive. Individual 
responsibility in this crisis includes the 
obligation of the skilled worker who is 
receiving very high wages to lay some- 
thing aside for a future time. In this 
respect, life insurance and its field or- 
ganization, is in a position to render 
important national service because of 
the long range viewpoint of the business. 
It is not an exaggeration to say that life 
underwriters of this country can serve 
as no other group in the situation faced 
during these critical times as they are 
accustomed to looking at events in terms 
of the future rather than the present.” 

Life Insurance and National Defense 

In further outlining the question of 
the position of life insurance and the 
national defense Mr. Stevenson said that 
the purchase of life insurance has a 
three-fold bearing on the problems as- 
sociated with the defense program. They 
were these: 

1. Life insurance reduces the demand 
for consumer goods, thus carrying out 
the aim of the tax program designed to 
prevent inflation. 

2. It provides a type of savings and 
investment that people are not likely to 
give up in favor of immediate desires. 

3. It provides an indirect way of 
financing defense work through pur- 
chases which companies are enabled to 
make in securities of the government 
and defense industries. 

Realizing Value of Security 
“Tt took disease epidemics to make us 


realize the qualities of Pasteur and a 
war to make us realize the greatness of 
Lincoln,” continued Mr. Stevenson. “It 
takes darkness to make us realize the 
value of a lamp, and fog to make us 
realize the value of a compass. It took 
the depression years to make us realize 
the value of security, and I think the 
threat to our form of government is 
bringing us to a realization of individual 
responsibility if the institutions founded 
on free enterprise are to survive. 

“Among these institutions is life in- 
surance as it exists in our country to- 
day. If then— 

“1. On our part, some of our 
present difficulties bring a realiza- 
tion of what can be done to im- 
prove the service of life insurance 
to the public, and 

“2. On the part of the public, pres- 
ent difficulties bring a realization of 
individual responsibility in providing 
future financial security if we want 
to follow the democratic principle of 
voluntary cooperation rather than 
the totalitarian principle of regimen- 
tation— 


“Then it seems to me that these two 
forces working together are bound to 
result in a bright future for our busi- 
ness. 





Agency Operations 
(Continued from Page 3) 


ter of 1941 it was found that while there 
were 20% fewer appointments made than 
in the same quarter of 1940, the new 
men produced 135% as much business. 
Therefore, the company believes that 
quality selection pays. 

A thorough-going analysis is made of 
every “non-producer.” The _ general 
agents realize that these non-producers 
are not only a source of expense, but 
are not equipped to render a high type 
of service. 

It is the very definite policy of the 
company to eliminate the “mis-fits” and 
to forego the desultory volume that 
might come from a horde of contracts, 
thus enlarging the opportunities for the 
trained producer. 

Training Program 

The training program of the company 
may be divided into two portions—first, 
the primary training which consists of 
the company’s educational training 
course, which every new man is ex- 
pected to complete satisfactorily, and, 
secondly, the continuous training pro- 
vided by the general agents and the 
agency department. It is the feeling of 
the company that training 1s primarily 
the responsibility of the general agent, 
but every effort is made by the com- 
pany to facilitate the training of field 
men by the general agents. 

Retirement Plan 

On January 1, 1941, the company in- 
stituted its Retirement Plan for Field 
Representatives, under which (subject to 
certain qualifications) 3% of the earn- 
ings of each underwriter is set aside 
with a like contribution being made by 
the company. The amounts so contrib- 
uted are used to purchase a guaranteed 
life income beginning at age 65. This 
marks another step in the company’s 
program for permanent representation 
and the management is much pleased 
with the acceptance of the plan by the 
field. 

Training for Agency Management 


For many years the company has en- 
deavored to train its own prospective 
general agents, and for three years has 
had a new type of course for this pur- 
pose. Under this new plan the prospec- 
tive general agent is brought to the 
home office in Philadelphia for a three 
to six months intensive course in each 
department. This gives him the inti- 
mate details of the operation of all de- 
partments: agency, medical, underwrit- 


Administration Operations 


Administration Operations was one of 
the topics in the symposium of John A. 
Stevenson when he reviewed the Penn 
Mutual’s formulative policy before its 
general agents in the Greenbrier Hotel, 
White Sulphur Springs, this week. His 
talk was illustrated by many charts. 

In November, 1936, the Penn Mutual 
established a system of budgetary con- 
trol of its operating expenses, and some 
of the charts pictured the effectiveness 
of this control. 

In opening his talk Mr. Stevenson said 
that the first and cardinal administrative 
problem in any company is determining 
what are the chief functions of that 
company and then assigning to compe- 
tent individuals responsibility for these 
functions, and arming them with ade- 
quate authority. The Penn Mutual be- 
lieves there are four principal functions— 
distribution, operations, finance and con- 
trol. Those principal functions are facili- 
tated by legal advice and such general 
aid as service of a centralized personnel 
department and by a general corporate 
record keeper as it has conceived to be 
the proper function of the secretary. 
Work of the board committees was re- 
aligned a short time ago in order that 
they would correspond to principal func- 
tions of the company—tie-up and clear 
cut responsibility and adequate authority. 

Mr, Stevenson discussed the personnel 
of the Penn Mutual’s principal commit- 
tees and explained the important posi- 
tions which the committeemen occupy 
in their own fields. Members of the 
board represent widely diversified walks 
of life and they are assigned to commit- 
tee posts where their experience is of 
most value to the company. 





Savings Bank Policies 


In his conference with general agents 
of the Penn Mutual Life in White Sul- 
phur Springs this week President John 
A. Stevenson discussed Savings Bank 
Life Insurance. Among other things he 
said: 

“It is our considered judgment that 
on a long term basis their claims as to 
lower mortality and better interest re- 
turn will not be valid. It is likewise our 
belief that lower administrative costs 
will not prevail as their service expands. 
The remaining problem, therefore, is 
the danger that the savings bank plan 
may engender doubt in the mind of the 
public whether the higher price of in- 
surance sold by the American Agency 
System is justified. 

“The problem of the industry seems 
to be that of making an exhaustive self- 
analysis. If it finds, after this, that dis- 
tribution costs can be reduced, it should 
vigorously attack the problem. On the 
other hand, if it finds that its present 
distribution costs are completely justified, 
it should expend all its ingenuity in 
keeping this fact before the public.” 





ing, actuarial, legal, claims, financial, as 
well as the general policy of the com- 
pany. Upon completion of this work 
the prospective general agent is assigned 
to various agencies of the company 
throughout the United States to become 
intimately familiar with operations and 
conditions in differing types of agencies. 
Fourteen agency appointments have been 
made from this group. 

The Penn Mutual believes that suc- 
cessful underwriters and real service to 


(Continued on Page 12) 
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Penn Mutual Banquet 
Takes Gridiron Turn 


PATTERSON GIVEN KIDDING 





Retiring Vice-President and Successor 
Eric Johnson Get Spotlight; 
Philip Works Presides 





White Sulphur Springs, W. Va., June 
23—The Penn Mutual Agents Associa- 
tion gave a dinner in White Sulphur 
Springs, Monday night, which was a 
farewell to Alexander E. Patterson, re- 
tiring vice-president in charge of pro- 
duction, and a good wishes welcome to 
Eric G. Johnson, new vice-president suc- 
ceeding Mr. Patterson. 

Philip O. Works, Rochester general 
agent and president of the agents’ asso- 
ciation, presided, and on behalf of the 
association presented Mr, Patterson with 
a large, open-faced desk clock. After the 
delivery of eulogies to the two guests 
of honor and short and appropriate 
thank-you talks which they made in 
reply, the formal aspect of the occasion 
was dropped. The spirit of gridiron took 


be 


~ 





at Penn Mutual White Sulphur Conference 


Left to right: Eric G. Johnson, vice-president in charge of agency affairs; John A. Stevenson, president; William J. Nenner, superintendent of agencies; Wallis 
Boileau, Jr., second vice-president; E. Paul Huttinger, second vice-president; Philip O. Works, president Penn Mutual Agency Association and general agent, Rochester, 


possession, with President Stevenson 
taking the toastmaster’s gavel, and from 
then on Mr. Patterson got an uproari- 
ous ribbing. 

Equipping Patterson 

Into the room marched two men in 
pirate costume on whose shoulders was 
a large wooden chest. First thing taken 
from it was a flaming red waistcoat of 
the kind worn by old fox hunters. After 
Mr. Patterson put this on, the next gift 
was a gay red plaid cap with red feather. 
“This hunting costume will aid you in 
the hunt for new business,” said Presi- 
dent Stevenson. 

Other gifts taken from the chest 
ranged from toy machine guns and tanks 
to a butterfly scoop aimed to record 
net progress. A running fire of dialogue 
kidded a production chief, his character- 
istics, his hobbies and his objectives. 
Good-natured spoofing also featured 
songs specially written for the occasion. 
The authors who wrote the jolly grid- 
iron kidding are Wallis Boileau, Jr., 
Urban F. Quirk, Mary Barber and J. A. 
Stevenson. They could easily qualify for 
the Washington Gridiron Club sketches. 

When the conference opened on Mon- 


day morning, President Stevenson im- 
mediately discussed the resignation of 
Mr. Patterson and the appointment of 
Mr. Johnson as his successor. 
Goes with Best Wishes 

In referring to Mr. Patterson in the 
Monday morning talk as well as in his 
remarks at the banquet, the Penn Mu- 
tual president emphasized their friendly 
relations which have extended over 
twenty years. All references clearly 
demonstrated that this warm friendship 
continues and that Mr. Patterson goes 
to the Mutual Life organization with 
the best wishes of the entire Penn Mu- 
tual organization. All feel that he will 
do a good job in his new post as vice- 
president in charge of business opera- 
tions. The appointment of Eric John- 
son was well received throughout the 
Penn organization and he was cordially 
congratulated here by the other general 
agents. He is regarded as an efficient, 
sincere executive who has been success 
ful as an agency builder, who has a 
clear understanding of production prob- 
lems and wins the confidence of people. 

Among those attending the banquet 
was Holgar 1. Johnson, president of the 


Institute of Life Insurance and brother 
of Mr, Johnson. A guest in the hotel 
this week is Henry W. Taft, famous 
New York lawyer and veteran trustee 
of Mutual Life. 





Agency Operations 
(Continued from Page 11) 


policyholders can only result from the 
use of sound business principles on the 
part of its general agents. Particular 
emphasis has been laid on this point 
during all the managerial conferences 
held during the past years. The func- 
tion of the home office, it believes, is to 
provide the general agents with com- 
plete information and statistics that are 
vital to intelligent and scientific manage- 
ment of their agencies, but that the 
actual operation of the agencies must of 
necessity remain as the operating re- 
sponsibility of the general agents. There- 
fore, sound business principles are a pre- 
requisite for “a satisfactory volume of 
quality business, at a proper cost, for 
career underwriters.” 








HEARD On The WAY 





In a letter to a friend Dorothy S. 
3riggs, who has just joined the Corinne 
V. Loomis unit of the John Hancock 
in Boston, discussed her farm at Bland- 
ford, Mass., her Summer plans, and her 


pleasure at her new association with 
Miss Loomis. Her letter follows in 
part: 


“Corinne Loomis is a woman for whom 
I have great admiration, and she can 
hold her own as a unit manager with 
any man. I first met her five years ago 
at the inception of the Women’s Quarter 
Million Dollar Round Table and at that 
time she opened my eyes to the latent 
possibilities for women to write life in- 
surance if they really qualify themselves 
and take the business seriously. In fact, 
that entire lot of women at the Round 
Table proved a revelation to me as I had 


not dreamed that women could be so 
successful in life insurance. 

“This Summer I hope to have the first 
real vacation I have had in many years. 
One reason why I moved to New Eng- 
land from New York is because I was 
looking forward to getting back to my 
farm which is near Boston. There I 
have opportunity to ride hoseback, to do 
farm chores, and there is a golf course 
handy. We bought Highbridge Farm 
eight years ago and gradually have been 
developing vegetable gardens, hay and 
pasture land. We have fifty-five acres 
and our house is over 160 years old. 
We have two horses, two Chinook husky 
dogs, a tractor and a hay truck. I drive 
both. 

“My eldest son, Alden, is a flying 
cadet, My next, Bradford, is at Bow- 
doin and also is a pilot. Benjie, Jr., 
goes off to Taft School in the Fall, and 
Anthony Thres, the little English boy 
whom I have had for a year, will be 
reunited with his parents in Canada. 
He is 12 years old and came over with 


his mother and 4-year-old sister with 
an old friend of ours. I took him to 
the farm last Summer. His father had 
fought in the last war, went back as an 
instructor in R.A.F.; was finally trans- 
ferred to the R.C.A.F., and now this 
Summer the family will be reunited as 
he is instructing at St. Catherines, Ont. 
It has been an interesting and worth- 
while experiment and both Benjie and 
Tony have learned much from contact 
with each other. 





Lucius F. Robinson, Hartford’s most 
distinguished lawyer, died recently. He 
was a prominent figure in the field of 
insurance legal consultation and was 
held in highest respect by all the insur- 
ance companies of Hartford. He was a 
director in many institutions, including 
Connecticut Mutual Life, Phoenix Fire, 
Connecticut Fire, Hartford Steam Boiler 
and several industrial corporations as 
well as a director of Hartford Public 
Library and Watkinson Library. He 


had been president of Hartford County 
Bar Association as well as twice presi- 
dent of Connecticut Bar Association. 
His firm is Robinson, Robinson & Cole. 
His father, Henry Robinson, was ad- 
mitted to the bar in 1855. 

Mr. Robinson attended Hartford Pub- 
lic High School and was graduated from 
Yale in 1885. Among his activities which 
attracted much favorable attention was 
as a member of the State Park and For- 
est Commission of which he was chair- 
man for twenty years. He was instru- 
mental in development of the state parks 
and forests. He was a strong champion 
of state’s rights. 


Unele Francis. 





J. VEECH LEADS PENN MUTUAL 

John Veech, of the Lee M. Gillette 
office of the Penn Mutual, Detroit, has 
been elected president of the company’s 
Leaders Club. Mr. Veech wrote more 
business in May than any other agent 
of the company, 
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Women As Prospects 
Keffer Agency Theme 


MRS. HENRY STRUSE 


HEAR 

Says Life Insurance Has Given Her 
Security, Self-Esteem as Business 

Woman; Likes Compulsory Savings 








The Monday morning meeting of the 
R. H. Keffer agency, Aetna Life gen- 
eral agents, was enlivened on June 16 
by an Information Please program, con- 
ducted by Assistant General Agent 
Edwin A. Muller, with Mrs. Henry 


Struse, who runs the Scottie’s Sandwich 
Shops in downtown New York, as the 


General Agent R. H. Keffer and 
Mrs. Henry Struse 


guest speaker. Mrs. Struse, a strong 
believer in life insurance, helpfully gave 
the Aetna agents the buyer’s viewpoint, 
stressing that a sense of security against 
poverty and dependence were the two 
things which have motivated her to buy 
a sizeable amount of insurance. This 
was her second appearance as a speaker 
at agency meetings, the first being be- 
fore the George P. Shoemaker agency, 
Provident Mutual Life, recently. 

Not Called on in 3% Years in N. Y. 

One of the biggest points made by 
Mrs. Struse was that she has not been 
solicited for life insurance in the three 
and a half years she has been in New 
York City. Nor has she had a visit from 
the company in which her policies are 
carried, which visit she would welcome. 
This admission led Mr. Muller to re- 
mark that maybe producers are over- 
looking a gaod bet in not calling on 
more business women in this city. 

Most satisfying to Mrs, Struse is the 
compulsory savings element of her in- 
surance program. With all kinds of 
necessities and luxuries competing for 
her dollars she must give “first call” in 
her budgeting to insurance. And this is 
done with a personal sense of pride as 
life insurance has both present and 
future utility value, in her opinion. She 
explained: “When I signed for that first 
policy of mine my job was no longer 
a job; I wasn’t working for a living, I 
was building security. I promised those 
near me that whatever happened their 
security was guaranteed. That stimu- 
lation was a challenge to every ounce 
of talent and ability I possessed.” 

Interestingly Mrs. Struse said that 
when she became a policyholder “I took 
myself out of the bargain class of em- 
ployed.” This point was backed up by 
the story of an interview with a store 
owner who sought her services. After 
many phases of the position had been 
discussed she was abruptly asked: “Are 
you dependent upon your next week’s 
salary?” Her prospective employer ex- 
plained that “people work better if they 
are really in need of a pay envelope.” 





O. R. Aspegren II Heads 
Gen’! American at Chicago 


Oliver R. Aspegren II, is the new gen- 
eral agent at Chicago for the General 
American Life, it was announced re- 
cently by Vice-President J. T. Lynn. 

Associated with Mr. Aspegren are his 
father and his brother, Clifford. New 
offices have been opened in the Field 
Building. 

Mr. Aspegren has made for himself 
an exceptional record as personal pro- 
ducer, supervisor and assistant manager. 
Throughout his four years as a member 
of his father’s agency he qualified for 
App-A-Week Club membership and 
achieved the “Fifteen Thousand or More 
Paid Business” honor roll for forty- 
eight consecutive months. 

He is a CLU, and a graduate of the 
Sales Research Bureau School of Agency 
Management. He is an alumnus of 
Northwestern University and of the 
University of Chicago; president of Phi 
Gamma Delta and a director of its 
alumni association. In Evanston, his 
home town, just outside Chicago, he is 
president of the Young Men’s Repub- 
lican Club, a member of the planning 
commission and a member of the Chicago 
Life Insurance and Trust Council, Chi- 
cago Life Underwriters Association and 
the Lake Shore Athletic Club. 

Mr. Aspegren, Sr. entered the life in- 
surance business as secretary and later 
operated his own agency. 

Clifford Aspegren has been associated 
with his father and brother since grad- 
uation from Northwestern University, in 
1939, 


Dr. Blackford Heads 
A. L. C. Medical Section 


WITH COMMONWEALTH LIFE 


Succeeds Dr. A. J. Robinson; Other 
Officers Named; Dr. Hutchinson 


Program Chairman 





Dr. W. F. Blackford, medical director of 
Commonwealth Life, was elected presi- 
dent of the Medical Section of the Amer- 
ican Life Convention at the annual ses- 
sion at Hot Springs last week. Dr. 
Blackford succeeds Dr. A. J. Robinson, 
medical director of the Connecticut Gen- 
eral, who presided at the meetings. 

Other officers elected are as follows: 
vice-chairman, Dr. Thomas H. Dick- 
son, Minnesota Mutual Life medical di- 
rector; secretary, Dr. B. F. Byrd, 
medical director National Life & Acci- 
dent; member of the board, Dr. J. M. 
Livingston, medical director Mutual Life 
of Ontario; program chairman, Dr. J. R. 
B. Hutchinson, medical director Acacia 
Mutual. 





OAKLAND GROUP ELECTIONS 

The Oakland-East Bay Life Under- 
writers Association has elected E. Ches- 
ter Sparver, general agent, New Eng- 
land Mutual, as president of the general 
agents’ and managers’ section to suc- 
ceed George W. Brown, John Hancock 
manager. Other officers are Charles 
J. Taylor, general agent, Beneficial 
Life; secretary-treasurer, C. M. Gulick, 
district manager, Business Men’s Assur- 
ance. Mr. Brown, as retiring president, 
becomes a member of the board, to 
which H. B. Cadwell, Mutual Life man- 
ager, was newly elected. 
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In East. Penn. for Reliance 





Jordan Gauthier and Harold L. Beckley 


Reliance Life announces the appoint- 
ment of Jordan Gauthier as manager 
and Harold L. Beckley as associate man- 
ager for Eastern Pennsylvania. Mr. 
Gauthier will have his headquarters in 
Philadelphia, being in charge of the ter- 
ritory adjacent to that city, while Mr. 
Beckley will live in Harrisburg and man- 
age the other Eastern counties. 

A graduate of Pennsylvania State Col- 
lege, Mr. Gauthier served with the A. E. 
F. in World War I and became a sales- 
man upon his return to civilian life. He 
began his life insurance career as a 
Reliance general agent in Philadelphia 
in 1920, receiving his CLU degree in 
1931. He is one of seventy-seven who 
have received the American College of 
Life Underwriters’ certificate. 

Mr. Beckley, after a brief career as a 
bank auditor and a Pennsylvania state 
bank examiner, entered life insurance in 
1926. He was appointed field manager 
for Reliance Life in the territory out- 
side Philadelphia in 1936 and has served 
in that post until his present promotion. 





STATE MUTUAL CONVENTION 
| Next week The Eastern Under- 
| writer will carry an account of the 
|meeting at Virginia Beach this week 
|of the State Mutual Life leaders, with 
| pictures. 





TRIBUTE TO A. V. OTT 

At the close of the Monday morning 
meeting of the A. V. Ott agency of the 
Equitable Society at 393 Seventh Ave- 
nue, New York City, Mr. Ott was pre- 
sented with $476,960 completed business 
on fifty-six lives in celebration of his 
twenty-second anniversary with the 
Equitable Society. The presentation was 
made by Beatrice Jones, member of the 
agency and newly elected president of 
the Life Underwriters Association of 
New York City. The Ott agency leads 
the company in Group production for 
the first six months of the year. 
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Lincoln National Agents 
Hear A. J. McAndless 


AT HOT SPRINGS CONVENTION 








Field for Life Funds Not Greatly En- 
larged By Defense Effort 
—McAndless 





Highspot of the Lincoln National Life 
eastern annual convention the past week 
in Hot Springs, Va. was President A. J. 
McAndless’ address. Over 300 represen- 
tatives of the company—agents, home 
office officials and wives—attended the 
three day meet which began June 23. 

An extra three days was enjoyed by 
members of the Lincoln National Presi- 
dent Club as guests of President Mc- 
Andless in New York City. 


Low Interest Rates 


Mr. McAndless took for his subject 
“Recent Developments Affecting Our 
Business,” in which he explained current 
interest trends. Declaring that the chief 
cause of low interest rates was not the 
intrusion of government credit in the 
field of private enterprise, but the “tre- 
mendous inflow of gold,” Mr. McAndless 
explained that “as of the end of 1940 
our banks had reserve balances of four- 
teen million dollars . . . 100% in excess 
of the legal requirements under present 
Federal Reserve rules ... Against these 
reserves there is no substantial demand 
for long-term credit, although there has 
been some pick-up in bank loans since 
the beginning of the defense effort.” 

Another cause is the competition by 
enormous investment funds for the re- 
latively small amount of investment 
monies of the life insurance companies. 
As illustration, he cited the utility debt, 
for which there is great competition 
which is driving down interest rates. 

He continued “It is impossible to point 
to any new bond issues suitable for life 
insurance investment which owe their 
existence to the defense program,” 
pointing out his belief that the present 
emergency wil] not appreciably enlarge 
the field for investment in private busi- 
ness. 

No Rise in Rates 

Furthermore, Mr. McAndless indicated 
his expectation that interest rates on 
government securities would not rise. 
Citing the British experience, he said, 
“It seems to be true, therefore, that in 
a modern controlled economy, including 
rationing or elimination from the market 
of many types of goods, huge war bor- 
rowing does not necessarily increase in- 
terest rates.” 

Nevertheless, the president expressed 
his confidence in the future of life in- 
surance, but said it would come, not 
by wishing things will be better, but by 
being realistic. 

The convention was opened by Vice- 
President and Director af Agencies A. 
L. Dern, who officially welcomed the 
agents and commented on the early op- 
erations of the company’s retirement 
plan, announced January 1, 1941. 


Chairman of Board, A. F. Hall 

Arthur F. Hall, chairman of the 
board, talked on “Company Affairs from 
the Viewpoint of the Chairman of the 
3oard.” He said, “It is the responsibil- 
ity of a life insurance company to its 
policyholders to concentrate in invest- 
ments that provide a long term safety 
rather than short term profit.” 

Sherman C, Kattell, secretary and ac- 
tuary, discussed the new line of partici- 
pating policies, which had been pro- 
vided for by an amendment to the com- 
pany’s articles of incorporation. 

Other company men to talk were Di- 
rector of Field Service W. T. Plogsterth; 
Second Vice-President and Manager of 
Agencies C. F. Cross. 

The guest speaker of the convention 
was Bert C. Nelson, Northwestern Mu- 
tual, who spoke on “Sign Here—Doing 
What It Takes to Sell Life Insurance.” 





Clement E. Malone, previously asso- 
ciated with the Connecticut Mutual, has 
been appointed manager of the Toledo 
office of the John Hancock. 


A. J. McANDLESS 





Life Production Gains 

An increase of 5.5% in new life busi- 
ness for May over the same month last 
year and a 1.7% gain over the first five 
months is reported by the Association 
of Life Insurance Presidents. 

All classes of business contributed to 
the increase except that in the total for 
five months Group insurance showed a 
decrease from $294,852,000 to $223,624,000, 
or 24.2%. 

For May the figures are new Ordinary, 
$458,872,000, representing a 4.5% in- 
crease; Industrial $151,391,000, represent- 
ing 6.7% gain; and Group, $49,812,000 
for a gain of 11%. The total increase 
was from $625,742,000 to $660,075,000. 

For the first five months the increase 
was from $3,079,127,000 to $3,131,121,000 
for all classes. 


DALLAS ASS’N OFFICERS 

The Dallas Association of Life Under- 
writers have elected the following offi- 
cers for the ensuing year: president, 
John P. Costello, Southwestern Life; 
vice-president, Harry M. Roberts, Re- 
liance Life; secretary, Henry S. Mil- 
ler, Jr., Bankers Life; treasurer, Charles 
E. Seay, Southland Life; national com- 
mitteeman, Ricks Strong, John Hancock; 
state committeeman, J. Max Spangler, 
Kansas City Life; directors, E. C. Strad- 
ley, New England Mutual; Campbell 
Green, Southwestern Life; Jerry Werth- 
heimer, Indianapolis Life; Raymond 
Campbell, Jr., Connecticut Mutual Life. 


CEDAR RAPIDS ELECTS LOWE 

Edward E, Lowe, district manager for 
the Mutual Life of New York is the 
new president of the Cedar Rapids As- 
sociation of Life Underwriters. Other 
officers recently elected are vice-presi- 
dent, A. W. Carlton, Metropolitan; sec- 
retary, Lee B. Winterberg, Travelers; 
treasurer, George B. Healey, Union Cen- 
tral Life. Directors named for one year 
are E. C. Bergmann, Northwestern Mu- 
tual; Robert O, Bickel, National Life of 
Vermont; Harry Granthmann, Pruden- 
tial; Ray L. Short, Equitable Society; 























A New Policy .. easy to 
Sell: Attractive to buy 


FULL IMMEDIATE 
BENEFIT LIFE POLICY 


EMPIRE STATE MUTUAL 
LIFE INSURANCE CO. 


Incorporated 1886 


JAMESTOWN, NEW YORK 

















Life Managers of New York 
Hold Annual Summer Outing 


The Life Managers Association of 
Greater New York had a large turnout 
of managers and local life insurance 
agents on Thursday of last week when 
the association held its annual Summer 
outing, the scene this year being the 
Glen Oaks Country Club, Little Neck, 


L. I. K. A. Luther, general agent Aetna, 
is president of the association. William 
J. Dunsmore, Jr., Equitable Society, is 


vice-president; Julius M. Eisendrath, 
Guardian Life, is secretary-treasurer. 
General chairman of the outing was 


Timothy W. Foley, general agent, State 
Mutual, and president of the Midtown 
Managers Association. John M, Fraser, 
Connecticut Mutual, was chairman of 
reception committee; Arthur P. Schmidt, 
New England Mutual, chairman of plan- 
ning committee. Ben Salinger, Mutual 
Benefit, was in charge of tennis and 
Eugene Homans, Equitable Society, in 
charge of golf. 

There were seventy-five at the dinner, 
including James P. Fordyce, president 
of the Manhattan Life; A. D. Dalager, 
vice-president Equitable Society; Wil- 
liam P. Worthington, superintendent of 
agencies, Home Life; Roy Clark, Hoop- 
er-Holmes Bureau; Gregory Oliver and 
J. H. Freeman, Retail Credit Co, 

Among those winning golf prizes were 
Eugene Homans, Equitable; Ben Hyde, 
Penn Mutual; John H. Evans and Fran- 
cis Low, Home Life. Tennis doubles 
were won by Halsey Josephson, general 
agent, State Mutual, and Harold Lowen- 
heim, Mutual Benefit. Peter Peyser, Jr., 
son of Manhattan Life general agent, 
won the tennis singles. Kickers’ han- 
dicap prizes were won by A. V. Ott 
and William J. Dunsmore, Equitable So- 
ciety. 


EQUITABLE OF IOWA GAIN 


A gain of 6.7% in paid business for 
May, 1941, over the same month 1940 
has been reported by Superintendent of 
Agencies Ray E, Fuller of the Equitable 
Life of Iowa. For the first five months 
of this year the increase is $1,880,000 or 
Life insurance in force now stands 


and Vernon E. White, Northwestern 9.2%. 
Mutual. at $603,220,495. 





























insurance. 


Basil S. Walsh 


President 


INDEPENDENCE SQUARE 





THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 


A POLICY FOR EVERY PURSE AND PURPOSE 


Bernard L. Connor 
Secretary 











Charles T. Chase 


Treasurer 


PHILADELPHIA, PENNA. 





OUR FIRST 
GENERAL AGENT 
IS STILL WITH US 


... and we have some profit. 
able territory for a few men 
who would like to build perma. 
nent agencies. 


Write today for details on ter. 
ritory which may be available. 


pe FF 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 




















ACCIDENT — HEALTH — HOSPITALIZATION 
FAIRBANKS AGENCY 
General Agents 
UNITED STATES LIFE INS. CO. 

In the City of New York 
80 John St., N. Y. BOwling Green 9-8696 











F, McCaffrey Marks Third 
Year With Camps Office 


Frank McCaffrey, brokerage super- 
visor of the Manuel Camps, Jr., office, 
John Hancock in New York City, is 
celebrating his third anniversary with 
the agency, Mr. McCaffrey started with 
the agency during the first month after 
its establishment and, through his brok- 
erage background, has contributed great- 
ly to its production-growth. 

He has been in the insurance business 
for twenty years, part of the time as a 
member of the firm of Rauh & McCaff- 
rey, which was the largest accident and 
health insurance writing agency in the 
United States. When the accident in- 
surance company represented by that 
firm withdrew from New York State, 
Mr. McCaffrey devoted all his time to 
life insurance, his last association hav- 
ing been with Johnson & Collins, Trav- 
elers. He is fortunate in a host of 
friends both in and out of insurance 
circles throughout New York City. 





Aetna Folder on Service 


Uniforms and Insignia 


Coincident with the widespread in- 
terest in military and naval affairs 
throughout the country, the Aetna Life 
Affiliated Companies have just published 
a folder, “Who’s Who and What’s What 
in the Army, Navy and Marine Corps.” 
Therein is given the location of the 
larger training camps and naval and ma- 
rine stations, ‘the insignia of army corps 
and divisions, the uniforms of Army, 
Navy and Marine Corps personnel, regi- 
mental standards and insignia, and the 
shoulder and sleeve identifications of 
rank for all branches of the services. 

The Aetna folder is among the first 
of its kind to show the uniforms, decora- 
tions and insignia in actual colors. 





SO. DAKOTA ASS’N OFFICERS 


The South Dakota Association of Life 
Underwriters reelected Arthur S. Mit- 
chell president recently. Vice-presidents 
named were William Beck, Sioux Falls; 
Curtis Poole, Aberdeen, and Gury Han- 
son, Mitchel. H. J. Fueling, Watertown, 
was elected secretary-treasurer. 
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LAA Annual Meeting 
Planned for Boston 


COMMITTEE CHAIRMEN NAMED 





] Chairman Hendershot Appoints 
1. Camp Exhibits Chairman; 
J. A. Peirce Heads Entertainment 





Lewis B. Hendershot, manager of 
agencies Berkshire Life, as chairman for 
the annual meeting of the Life Insur- 
ance Advertisers Association, to be held 
in September in Boston, has announced 
the appointment of William L. Camp, 
III, editor of the Connecticut Mutual 
Life as chairman of the exhibits com- 
mittee. ; : 

The competition among life companies 
for their exhibits of advertising and 
sales promotion pieces is the leading 
interest of the year among L.A.A. mem- 
bers, and Mr. Camp and his committee 
are now busy working out the rules 
and arrangements, as the exhibits have 
to be completed well before the meet- 
ing time. 

On Mr. Camp’s committee are Thur- 
win Drevescraft, Union Mutual; W. 
McCallum Hogg, Massachusetts Mutual; 
Richard K. Holden, Columbian National ; 
Harvey Kesmodel, Jr., Sun Life; Richard 
Rhodebeck, United States Life; Paul 
Troth, Home Life; D. J. Wellenkamp, 
Washington National, and Edgar S. 
Wescott, of the Bankers Life. 

General Chairman Hendershot has also 
announced James A, Peirce, John Han- 
cock Mutual, as chairman of the enter- 
tainment committee for the annual meet- 
ing. Working with Mr. Peirce will be 
Charles E. Crane, National Life; Arthur 
F. Sisson, State Mutual, and David W. 
Tibbott, of the New England Mutual. 

Miss Margaret A. Divver, John Han- 
cock Mutual, will lead the ladies’ enter- 
tainment committee, working with Mrs. 
Charles E. Crane, Mrs. C. Sumner Davis, 
Mrs. Lewis B. Hendershot, Mrs. James 
A. Peirce, Mrs. Arthur F, Sisson, Mrs. 
David W. Tibbott. 

In charge of publications for the meet- 
ing will be Royden C. Berger, Connect- 
icut Mutual, assisted by Warren F. 
Reuber, same company. 


LIBERTY.LIFE REINSURED 








Business Men’s Assurance to Take Over 
Assets and Agencies of 
Topeka Company 

A reinsurance contract transferring 
the assets and business of the Liberty 
Life of Topeka to the Business Men’s 
Assurance has been approved by the 
companies’ respective boards of direc- 
tors, and will be submitted to the Lib- 
erty Life stockholders at a meeting July 
11. It will then be necessary to obtain 
the approval of the Insurance Depart- 
ments of both Kansas and Missouri. 

At the close of 1940, the Liberty Life 
had assets of $4,894,286.32 and life in- 
surance in force of $17,637,434. The Busi- 
ness Men’s Assurance had assets of $22,- 
118,393.08 and life insurance in force of 
$126,422,523, 

The reinsurance contract provides for 
the continuance of Liberty Life agency 
contracts. This will increase life insur- 
ance sales of the Business Men’s to 
$25,000,000 per year or more besides a 
large volume of accident and health in- 
surance. 


NEBRASKA MANAGERS ELECT 


The Nebraska Life Managers Associa- 
tion have chosen E. S. Maurer, Pruden- 
tial at Omaha, president. Lloyd S. 
Smith, Bankers Life is vice-president 
for Omaha; Ralph Theissen, Northwest- 
ern Mutual, vice-president for Lincoln; 
W. M. Van Brunt, National Life of Ver- 
mont, secretary-treasurer; and Willard 
Johnson, Mutual Benefit, director. 


NEBRASKA GROUP OFFICERS 


The Nebraska Association of Life Un- 
derwriters has elected as president Floyd 
. Eldredge, Hastings. Vice-presidents 
are L. W. Hummell, C. M. Johnson and 
Vs > ‘eeamas ; secretary-treasurer, Moritz 
abel. 








Northwestern National Policyholders’ Meeting 





Top: President O. J. Arnold (left, rear) and Vice-President and Actuary J. S. 
Hale (with back to camera) of Northwestern National Life chat with policyholders 
at one of NwNL’s new experimental meetings designed to show policyholders what 
makes the “wheels go ’round” in a life insurance company. 

Bottom: One of the typical policyholder families enjoymg social hour which 


concluded the meeting. 


Minneapolis, June 23.—Alert interest 
in their company’s affairs, and a friendly 
response to efforts to inform, charac- 
terized the atfitude of policyholders at- 
tending the series of test meetings just 
completed by Northwestern National 
Life, in its new experiment in policy- 
holder relations. “The experiment was 
a gratifying success, and we are consid- 
ering continuance of these meetings on 
an extended scale next fall,” said O. J. 
Arnold, president. 

Many policyholders drove 30 and 40 
miles and one drove 65 miles, to attend 
the meetings, the first of which was 
held at Fergus Falls, Minn., on June 11, 
the second at Mankato, Minn., on June 
16, and the final one of the test series 
at Jamestown, N. D., on June 19. 

The plan of the meetings was built 
around returns from a previous letter of 
inquiry sent out by President Arnold, 
to a widely distributed list of 1,000 pol- 
icyholders. The letter asked them to 
express their interest or lack of interest 
in the policyholder meeting project, and 
to list the subjects which they would 
like discussed, and the questions they 
wished answered, at such meetings, 

“Bringing the Company to the Policy- 
holder” was the theme of the meetings, 
held in .the ballroom of the principal 
hotel of each city. Photographs of the 
home office, and other pictures and illus- 
trative models of typical investments in 
the portfolio, showed policyholders how 
their business is handled and how pre- 
mium dollars keep the wheels of gov- 
ernment and industry turning. 


An address and report by Mr. Arnold 
opened each of the three meetings. This 
was followed by a sound-filmslide fea- 
ture developed by the company earlier 
this year, which strips life insurance to 
its ABC’s; and shows how it functions, 
as a great club of people sharing each 
other’s risks. 

The film feature was followed by a 
question-and-answer_ session, presided 
over by Mr. Arnold; other home office 
executives who attended each meeting 
took part in the discussions and an- 
swered queries relating to their own 
particular departments. Prevailing ques- 
tions related to effects on insurance 
rates of increased taxes; prospects for 
inflation; social security angles; disabil- 
ity features; dividend reductions; war 
clauses. One woman wanted to know in 
what kind of money insurance proceeds 
will be paid if the nation’s monetary 
standards should change. 

A social “mixer” with ~ refreshments 
followed the question-and-answer ses- 
sion, with officers and home office ex- 
ecutives conducting policyholders among 
the exhibits. Opportunity was given at 
this time for policyholders to ask pri- 
vate questions about their own insur- 
ance problems at a desk presided over 
by the head of the company’s policy- 
holder service department. The entire 
meeting was kept free from any hint of 
sales solicitation and policyholders were 
assured in Mr. Arnold’s opening address 
that they would not expose themselves 
to any such solicitation as a result of 
attending such meetings. 





MINNEAPOLIS PREPARES TEXT 


Educational material on life insurance 
to be used in schools and colleges is 
being prepared by the Minneapolis As- 
sociation of Life Underwriters under the 
direction of G. Cameron Hurst, New 
York Life supervisor. The material will 
seek to counteract text now being used 
which members believe presents the life 
insurance business erroneously. 





SPARTANBURG OFFICERS 
The Life Underwriters’ Association of 
Spartanburg, S. C., held its annual meet- 
ing recently and elected new officers 
for the ensuing year. F. P. Sessions 
(Union Central Life) was named presi- 


dent; Gilmore Daniel (Metropolitan), 
vice-president; Miss Myrtle Venable 
(Penn Mutual), re-elected secretary- 


treasurer. 


Mutual Life’s National 
Field Club Convention 


ADDRESSED BY PRES. DOUGLAS 





Newly-appointed Vice-President A. E. 
Patterson Attends; John H. Black- 
man Wins Trophy 





President Lewis W. Douglas and new 
Vice-President Alexander E. Patterson 
are scheduled to attend the twenty-sixth 
annual convention of the Mutual Life 
of New York’s National Field Club being 
held at the Broadmoor, Colorado 
Springs, today and yesterday. President 
Douglas’ address is among the important 
talks of the occasion. 

Other speakers on the program are 
Vice-President and Manager of Agen- 
cies George A. Patton, Vice-President 
and General Counsel Louis W. Dawson, 
Vice-President and Actuary Joseph B. 
Maclean, Superintendent of Agencies G. 
A. Sattem and Home Office Supervisor 
Roger Bourland. 

Field men who are addressing the ses- 
sions are: John H. Blackman, Scranton 
manager and winner of the 1941 agency 
trophy; Louis Meister, president of the 
1940-41 Club; Marvin R. Robbins, Char- 
lotte agency; E. A. Hyman and Fred- 
erick F. Lines, Baltimore agency; 
Thomas T. Martin, Nashville agency; 
Orlyn N. Robertson, Los Angeles 
agency; M. A. Davidson, Birmingham 
agency; Mrs. Elizabeth Kenney, Daven- 
port agency; Jacob W. Shoul, Boston 
agency; and Thomas D. Harvey, Chi- 
cago agency. 

A feature of the meet is the presi- 
dent’s luncheon for the 1940-41 leaders. 
Other events are the special luncheon 
for Field Club officers, past presidents 
and women Field Club representatives; 
and a steak fry at Fisher’s Canyon. 


W. W. Hartshorn Heads 


Connecticut State Ass’n 


W. W. Hartshorn, Metropolitan man- 
ager at Hartford, has been elected pres- 
ident of the Connecticut State Associa- 
tion of Life Underwriters. 

Other officers are as follows: vice- 
presidents, Francis S. Hamilton, Trav- 
elers, New Haven; Stanley J. Lonsdale, 
Connecticut Mutual, Bridgeport; Roy R. 
Moriarty, John Hancock, Stamford. Sec- 
retary-treasurer, Alexander F. Stolz, 
Mutual Benefit, Waterbury, was re- 
elected. New directors for the year are: 
Frank Brainerd, Phoenix Mutual, New 
Haven; Lincoln L. Crosby, Phoenix Mu- 
tual, Stamford; Earl B. Roberts, Equi- 
table Society, Bridgeport; and Herbert 
Behan, Massachusetts Mutual, Hartford. 


W. F. SMITH ACCOUNTING HEAD 


Walter F. Smith has been appointed 
accounting planning supervisor for the 
Mutual Life of New York. Mr. Smith 
goes to the Mutual Life from S. D. 
Leidesdorf & Co., certified public ac- 
countants. Prior to his association with 
the Leidesdorf Co. he was for several 
years a partner in the firm of S. H. and 
Lee J. Wolfe, New York Citv, and more 
recently operated independently as a 
certified public accountant. He is chair- 
man of the Committee on Insurance 
Companies Accounting of the New York 
State Society of C. P. A’s. 


ELECT ROSE KROHNGOLD 

Rose B. Krohngold. Lincoln National 
Life, has been elected president of the 
Cleveland Women’s Life Underwriters 
Association. Mrs. Krohngold has won 
many honors in the past for sales ef- 
fort, among them being membership in 
the Women’s Quarter Million Dollar 
Round Table. 


MONUMENTAL LIFE CHANGES 

Two changes in executive positions 
have been announced by the Monumen- 
tal Life. F. Harold Loweree, formerly 
secretary, has been elected executive 
vice-president by the board of directors. 
Frederick L. Wehr has been elected sec- 
retary. 
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Chamber of Commerce 
Serves All Insurance 


CUNNEEN TELLS_ LIBRARIANS 





Discusses Ways in Which Chamber Co- 
operates with Business and Policy- 
holders; Research Facilities 





In an address before the insurance 
group of the Special Libraries Associa- 
tion in Hartford last -week, Terence F. 
Cunneen, executive assistant for insur- 
ance, Chamber of Commerce of the 
United States, reviewed the ways in 
which the Chamber can serve both in- 
surance *business and policyholders, 

Describing the organization’s insur- 
ance department as “a medium through 
which life, fire and casualty insurance, 
stock and mutual, agents and brokers 
and other business men may cooperate 
in solving their insurance problems as 
they arise,” Mr. Cunneen enumerated 
some of the activities through which the 
Chamber of Commerce had been of par- 
ticular service to the field. He restated 
the fundamental policy of the Chamber 
“that government should refrain from 
engaging in any phase of business which 
can successfully be carried on by private 
enterprise.” 

In line with its belief “that waste in 
any form, whether of capital, labor, 
services, material or natural resources 
is intolerable,” the National Chamber 
launched its program of fire prevention 
many years ago and has been active for 
several years in improving public hea!th 
by better control of communicable dis- 
ease, safe water, illness prevented and 
work hours preserved for industry. 

“An important factor in the Chamber 
organization,” he said, “is its research 
and information service. This is the 
province of the departmental organiza- 
tions, each of which has an expert staff 
occupied throughout the year in study 
and research. The results of these ac- 
tivities are broadcast to the membership 
in bulletins, surveys and reports.” These 
bulletins “explain in non-technical lan- 
guage” the form of all branches of in- 
surance. In this way the Chamber has 
played a large part in bringing about a 
better public understanding of insur- 
ance. 





Economist Bailey Foresees 


Changes in American Life 


Widespread changes in the American 
way of life, involving rather radical re- 
distribution of national wealth and in- 
come and greatly increased taxation on 
incomes from $5,000 to $40,000 would 
follow the entry of the United States 
into the European war as a belligerent, 
stated Professor William B. Bailey, 
economist of the Travelers addressing 
the Special Libraries Association, hold- 
ing its thirty-third annual meeting in 
Hartford. 

Anticipating a national income as high 
as $100,000,000,000, of which $20,000,- 
000,000 may be taken by the government 
in taxes, Prof. Bailey declared that per- 
sons with incomes above $5,000 will have 
a great deal less money to spend for 
other things besides taxes, while there 
will be a decided increase in the pur- 
chasing power of the lower income group 
and in the number of persons employed. 
The latter, he foresees, will want better 
homes, will want to live in new places 
farther from the cities, and providing 
the production of such goods is not cur- 
tailed severely by the demands of the 
national defense program, will spend more 
for comforts and semi-luxuries, which 
they haven’t been able to afford before. 

The automobile, he pointed out, to- 
gether with the network of hard surface 
roads about our cities, has vastly wid- 
ened the range of territory in which 
the American worker may choose a place 
to make his home, while electricity, with 
all the aids and conveniences it provides 
the housewife and her household, has 
made a home in the country not only as 
efficient but more desirable than one in 
the city. Excellent schools, and even 
the movies, have followed migrating 


urban populations into the countryside, 





Agency Manager A. Bleetstein was 
elected president of the Equitable So- 
ciety’s New York Board of Managers, 
at the group’s annual meeting at the 
Pelham Bay Country Club, June 12. Mr. 
Bleetstein succeeds General Agent Fred 
S. Goldstandt, who reviewed the past 


ful in their own agencies. A series of 
meetings of managers and leading pro- 
ducers to discuss tax insurance, business 
insurance and other specialized cover- 
ages was also projected. 

Other officers elected are as follows: 
vice-president, A. V. Ott; secretary and 





A. Bleetstein Accepts Presidency 


year’s activities and who was commended 
for the cooperation he inspired among 
the twenty-three agencies of the city. 

Mr. Bleetstein outlined activities for 
the coming year, one of which is a plan 
by which two managers would submit 
and discuss at the regular monthly meet- 
ings sales plans that have been success- 


treasurer, Joseph V. Davis. 

Vice-president William J. Graham was 
the guest speaker of the occasion, His 
reference to the Equitable’s new com- 
pensation-retirement plan was warmly 
applauded, calling forth a resolution of 
appreciation to be sent by wire to Presi- 
dent Thomas I. Parkinson. 





Rothaermel Calls A. & H. Agents 
Soldiers Of Economic Defense 


William M. Rothaermel, vice-president, 
Pacific Mutual Life Insurance Co., spoke 
of accident and health salesmen as “front 
line soldiers of economic defense,” in his 
talk before the sales congress of the 
National Accident & Health Association 
at Los Angeles, June 25. 

Mr. Rothaermel’s discussion was given 
over largely to questions for the agent 
to ask himself in connection with his 
sales efforts, based on the following: 

“Proper work habits—Are you seeing 
enough people? ; : 

“Proper prospecting—Are you seeing 
the right kind of people? 

“Proper sales presentation—Are you 
saying the right thing?” 

He then proposed the underlying ques- 
tion which he said really should be the 
first rather than the last: “Are you in 
the right business?” 

Must Set Up Budget 

As to proper work habits, the speaker 
said that every agent must set up his 
own budget requirements in dollars and 
cents for the year and after having de- 
ducted estimated renewal commissions, 
find out the exact amount of new first 
year commissions which will be neces- 
sary to meet that budget. 

“Then,” he said, “determine your aver- 


age policy and your average commis- 
sions. This establishes the number of 
new cases that must be written in the 
year. Having determined the ratio be- 
tween calls, interviews and cases, you 
can translate this into the minimum num- 
ber of people you must see each day, 
each week, each month. By this method 
you determine your individual quota as 
to the number of people to see.” 

In regard to proper prospecting, Mr. 
Rothaermel said there are three funda- 
mentals: need, ability to pay and physi- 
cal fitness, all based on the fourth, “Can 
you do business with him?” 


Analyze Own Cases 


His advice to an agent is to analyze 
his own cases as to occupational classi- 
fications, where he finds his best pros- 
pects and whether they come from re- 
ferred leads, satisfied policyholders or 
through claim checks. He suggested the 
following questions to which he supplied 
the succinct answers: 

What part of today’s accident and 
health insurance market is composed of 
women? It appears that about one- 
fourth of the buyers of accident and 
health insurance today are women. 

At what ages are most of today’s pol- 
icies being bought? Considering the 
number of men who are buying reim- 
bursement type of coverage, the num- 


Francis O. Ayres Dead; 
Served Met. 40 Years 

TRAVELED A MILLION MILES 

For Years He Headed Ordinary Pro. 


duction Forces of Company; 
Retired in 1932 








Francis O, Ayres, former vice-presj- 
dent of the Metropolitan, who retired 
from the company in 1932, died at Hote] 
Gotham, New York City, last Thursday, 
He was 79 years old. 

Mr. Ayres had served forty years with 
the Metropolitan Life and, as head of 
Ordinary business for many years, it js 
estimated that he traveled 1,000,000 miles 
in visiting offices of the company and 
attending regional meetings. A man of 
much personal charm and exceedingly 
wide acquaintance, he was a forceful 
speaker and inspiring leader among Met. 
ropolitan forces. 

Graduate of Yale, he first entered a 
New York law office which handled Met- 
ropolitan Life legal matters and it was 
in 1892 that he left legal work to join 
the Metropolitan, He had served in 
many capacities before taking up the 
production end of Ordinary business, 

Since retirement, Mr. Ayres made his 
home in Roxbury, Conn. He was a 
brother-in-law of William Quaid, one of 
the vice-presidents of the Home Fire 
Fleet. He is survived by his widow, two 
daughters and two sons. 





ber is equally divided between those 
over thirty and those under thirty. 
Single People Buyers 

How much Accident and Health In- 
surance is being bought by single peo- 
ple? Evidence would indicate that sin- 
gle people are buying about one-fourth 
of the policies today. 

What portion of today’s sales are be- 
ing made to persons without other acci- 
dent and health insurance? It almost 
seems impossible, but about 85% of all 
business is being obtained from persons 
without accident and health insurance. 

What percentage of our _ business 
comes from referred leads? On an aver- 
age at least 75% will come from referred 
leads or people the underwriter knew 
in some way before the first interview. 
Very prominent in this factor will easily 
be 20% coming from satisfied policyhold- 
ers who collected claims. 

Housewives and Business Women 


How do housewives compare with 
business women as buyers of accident 
insurance? As to volume, buyers of ac- 
cident insurance by women appear to be 
about 60% for business women and 40% 
for housewives, but equally divided as 
to number of policies between the two 
groups. This equal division as to num- 
ber is due to the purchase of reimburse- 
ment types of coverage for dependent 
wives by husbands. 

What per cent of your business is 
written on the first interview? Second 
interview? It would appear on the basis 
of our figures that 60% is written on the 
first interview, 25% on the second inter- 
view, 10% on the third interview, and 
5% on the fourth and subsequent inter- 
views.. Incidentally, these ratios are 
much higher for accident and health jn- 
surance than for life insurance and in- 
dicate a higher frequency of completed 
transactions. 

Sales Procedure 

On the subject of sales procedure, 
Mr. Rothaermel said a man may be 
seeing enough of the right kind of peo- 
ple, but unless he says the right thing, 
the sale will not be made. He recom- 
mended preparation for each interview 
as for a civic club speech, saying: “Re- 
hearsal, drill and revision are essential 
for you to keep your sales talk fresh 
and effective.” 

Finally, he said, the three basic re- 
quirements may all be met, “but unless 
you are thoroughly sold in the business 
and enthusiastic, your words will lack 
‘punch’ and conviction. They will lack 
the sincerity that is necessary to moti- 


(Continued on Page 17) 
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Observes 15th Anniversary 


HERBERT G. BEHAN 


Herbert G. Behan, Massachusetts Mu- 
tual Life, son of Joseph C. Behan, one 
of the best known company agency of- 
ficers in the country, and well known on 
his own account as a successful life in- 
surance man, is this week celebrating his 
fifteenth anniversary with the company’s 
Hartford agency, where Orrin S. Spen- 
cer is general agent. He started his in- 
surance career in 1926 as a_ personal 
producer under James A. Walsh, then 
general agent for the Massachusetts 
Mutual, who has since died, 

Mr. Behan was appointed agency as- 
sistant in the Hartford office in 1934, 
was elected secretary of the Massachu- 
setts Mutual Supervisors Association in 
1937, being elected president the next 
year. In 1934 and again in 1938 he was 
an executive committeeman of the com- 
pany’s agents association. In 1937 and 
1938 he was secretary of the local life 
underwriters, later a member of the 
association’s executive committee, being 
elected president in 1938. He is current- 
lv a director of the Connecticut Asso- 
ciation of Life Underwriters, and served 
as vice-chairman of its 1941 sales con- 
gress. 


PACIFIC MUTUAL CONVENTION 





The 1941 convention of the Pacific 
Mutual will be held in Sun Valley, 
Idaho, July 7-9. H. Kenneth Cassidy, 


San Francisco, will be general chairman 
of the agents’ meeting, while Jul B. 
Baumann, Houston, will be chairman of 
the general agents’ session. The agents’ 
round table discussion will be directed 
by R. Earl Denman, Joseph M. Gantz 
agency at Cincinnati. 

A barbecue will be in charge of John 
Watts, Chicago, and sports will be un- 
der the direction of Hazen Exeter, Salt 
Lake City. 


NEW LIFE TRUST COUNCIL 


Completion of plans for the formation 
of a Life Trust Council was announced 
last week by retiring President Ned 
Reille at the June meeting of the Phila- 
delphia Association of Life Underwrit- 
ers. The council will include members 
of the Life Underwriters and the Cor- 
porate Fiduciaries Association. 

The Corporate Fiduciaries will be host 
to the Life Underwriters at a field day 
and dinner July 2. 





NEW OFFICERS OF WYO. ASS’N 


The following officers have been 
cleeted by the Wyoming Life Under- 
writers Association: president, N. A. 
McLean, Casper; first vice-president, A. 
», Jessup, Cheyenne; second vice-presi- 
dent, Ben Chastian, Casper; secretary- 
treasurer, G. M. Penley, Casper. 





Rothaermel Talk 


(Continued from Page 16) 


vate the prospect to action.” In this con- 
nection, he posed the following ques- 
tions: 

“Do you grow more enthusiastic about 
the business? Do you realize that dur- 
ing the last seven years accident and 
health sales have increased 70%? That 
accident and health companies in Amer- 
ica are paying on an average of 10,0u0 
losses each working day? That the num- 
ber of accident and health policyholders 
have increased from 8,000,000 to 17,000,- 
000—an increase of 9,000,000 in seven 
years? 

Great Untouched Field 

“When you compare this figure of 
17,000,000 accident and health policy- 
holders with the 65,000,000 life policy- 
holders, it indicates that there is still a 
great untouched field of prospects. 


“Do you feel an urgent desire to see 
people and present to them a solution 
to one of their most worrisome prob- 
lems? 

“Do you feel that when you inter- 
view a man he is not doing you a favor, 
but that you are doing him one? 

‘Do you feel that you are making an 
economic and financial contribution to 
the welfare of your community—that 
your town or city is better off because 
you work there?” 

Calling accident and health claim 
checks the best recuperative medication 
that a patient can have, the defeat of 
economic death, Mr. Rothaermel cau- 
tioned: 

“Let us give our prospects that con- 
cept of accident and health insurance. 
Let us paint the picture of the receiv- 
ing end of this type of coverage rather 
than the paying end. Let us paint it 
Se and diligently every 
day.” 
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. . - When you know the man who 


sets the quotas could meet them himself... when man- 
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and knows your problems from first hand experience 
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Connecticut General is particularly well situated to 
give its men this type of management, because, al- 
though it is one of the fourteen largest life companies 
in the country, it is not so large that personal and con- 
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President Pittsburgh Group 





R. MAXWELL STEVENSON 


R. Maxwell Stevenson, general agent 
of the National Life of Vermont, was 
installed as President of the Pittsburgh 
Life Underwriters Association at its an- 
nual meeting and luncheon. 

Mr. Stevenson has served the Pitts- 
burgh Association on its Board of Di- 
rectors since February 1936. He became 
second vice-president two years ago and 
first vice-president last year. He is also 
a past president of the Pittsburgh Su- 
pervisors’ Club and the Agencies Com- 
mittee of Pittsburgh, Inc., the latter be- 
img the organization of General Agents 
and Managers in Pittsburgh. In 1937 
Mr. Stevenson was chairman of an essay 
contest on the subject of Life Insurance, 
sponsored by the Underwriters Associa- 
tion among the high school students of 
Western Pennsylvania. 

He started in the life insurance busi- 
ness in Pittsburgh in 1930 with the Berk- 
shire Life Insurance Company, taking 
over his present duties as general agent 
of the National Life of Vermont in 
1934. Under his able management the 
local agency of his company has made 
considerable growth in size of personnel 
and volume of business produced. ; 

The other officers installed at this 
meeting were: First Vice-President Wil- 
liam J. Cummins, assistant manager of 
The Edward A. Woods Company; Sec- 
ond Vice-President G. Harold Moore, 
general agent of the State Mutual Life, 
and Treasurer Steacy E. Webster, gen- 
eral agent of the Provident Mutual Life. 

The Pittsburgh Agency of the State 
Mutual Life Assurance Company, G. 
Harold Moore, general agent, was 
awarded the Lee D. Hemingway Presi- 
dent’s Cup for its outstanding contribu- 
tion to the Pittsburgh Association dur- 
ing the past year. This trophy, given 
by Ned Hemingway of the Connecticut 
Mutual, in memory of his father, is 
awarded annually to the agency which 
contributes most to the association in 
the way of attendance at meetings, mem- 
bership gain and general cooperation. 

The retiring president of the Pitts- 
burgh Association is John E. Davis, 
agent of the Massachusetts Mutual. 





E. A. SMITH GENERAL AGENT 


The Pacific Mutual Life has appointed 
E. A. Smith, former Utah insurance 
commissioner, general agent at Glendale. 
Mr. Smith joined the Pacific Mutual in 
1937 as supervisor of agencies and has 
held that position since that time 


S. L. MORTON’S SON KILLED 





at ee 1rd Lee Morton, Jr., son of 
the Louis general agent of the Con- 
pana Mutual, was killed in an Army 


bomber crash in Georgia June 22. 
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MODERN BUILDINGS COME 
THROUGH AIR RAIDS 

One of the reasons why the head of- 
fice buildings of the leading British in- 
surance offices in London have come so 
well through the hundreds of air raids 
to which the capital has been subjected 
is that they are mostly massive struc- 
tures built on up-to-date lines. Many 
of them have been constructed since the 
last war. 

Technical reasons for the comparative 
safety of such buildings are advanced in 
a report issued by the science committee 
of the Council of the British Institution 
of Structural Engineers. This embodies 
the experience of all air raids to date. 
The committee expresses the opinion 
that an examination by a qualified en- 
gineer should be one of the first steps 
when a structure is damaged, before any 
decision regarding demolition or repair. 
This would often prevent further dam- 
age which might result if demolition 
is attempted without adequate knowledge 
of the forces to be dealt with. 

Experience has more than justified the 
recommendation in the institution’s re- 
port on air-raid problems of October, 
1938, of the undoubted superiority against 
aerial attack of steel frame buildings 
with concrete floors compared with the 
old-fashioned type of structure. The be- 
havior of frame buildings, both steel and 
concrete, has proved very satisfactory, 
and it is the opinion of the committee 
that such structures have stood up to 
attack in a remarkable manner and have 
shown great powers of resistance and 
resilience. They have withstood attacks 
with the heaviest bombs, while buildings 
with brick walls and wooden floors have 
entirely collapsed under the action of 
small bombs. 

From the experience of air-raid dam- 
age so far it is clear that, other things 
being equal, floors of solid concrete 
strengthened with filler joists or steel 
reinforcement stand up better and give 
more protection against bombing than 
floors in which lightness has been ob- 
tained by the use of hollow tiles or in 
other ways. Evidence shows that mas- 
sive and heavy construction in walls, 
floors and roofs increases the resistance 
to blast, and the protection against 
splinters and falling debris. 





T. J. FALVEY ON DEFEATISM 
In his latest philosophical message to 
the field forces of his company T. J. 


Valvey, president of Massachusetts 


Bonding, gives timely caution that there 
is no place for defeatism in America, 
his observation being that in such a 
time of international crisis as at present, 
people who find themselves faced with 
new problems and grave decisions should 
not find refuge in pessimism, It simply 
means “being licked before you start,” 
and Mr. Falvey with a background of 
four decades of business leadership de- 
clares that such an attitude if allowed 
to spread will be most injurious to the 
future of America. 

It is the fighting spirit which has en- 
abled industry, business and personages 
to push ahead against all obstacles. Now 
is the time, Mr. Falvey maintains, to 
bring into play an indomitable will and 
determination to solve the new prob- 
lems which the war has forced upon us. 
If they are confronted valiantly great 
will be our personal satisfaction, and 
more vigorously will we be able to play 
our part in the country’s defense efforts. 





Curtis B. P. Carvalho, director of 
American International Underwriters 
Corp. of New York City, in charge of 
production, left New York by plane on 
Tune 19 for an extended business trip 
in the Argentine Republic. He will visit 
its principal cities and, over a period of 
several months, will survey conditions 
there with particular reference to ex- 
tending and broadening the facilities of 
A. I. U, in that country. 

* * * 


J. C. Kinnett, associate manager of the 
B. P. Carter general agency in Rich- 
mond, has been appointed wielder of 
the goose quill of the Virginia Pond of 
the Blue Goose. At the recent annual 
meeting of the pond it was decided to 
make this an appointive office. Mr. Kin- 
nett was affiliated with the Georgia 
Pond in Atlanta and the Texas Pond at 
Dallas before going to Richmond. 

* * * 


Miss Margaret S. Henry, employe in 
the home office accounting department 
of Standard Accident, was presented 
with a 25-year service button on June 
18, by Ralph Burks, comptroller of the 
company. 

* * ok 

R. K. G. Rice, Equitable Life of Iowa 
general agent at Baltimore, has been 
elected trustee of Gettysburg College, 
his alma mater. Mr. Rice is past presi- 
dent of the Baltimore Chapter CLU and 
was for ten years president of the Na- 
tional Association of CLU of the Fqui- 
table. 

* * & 

Jane Mercer Abbott, daughter ef 
Henry Warburton Abbott, with the Mas- 
sachusetts Mutual in New York, and 
Mrs. Abbott, and John Albert Field will 
be married at Christ Church, Bronx- 
ville, Saturday, July 12. 





FRANKLIN D’OLIER 


In his capacity of civilian defense di- 
rector, Mayor LaGuardia of New York 
has appointed Franklin D’Olier, presi- 
dent of the Prudential, as head of the 
home defense organization in the Sec- 
ond Corps Area—territory which includes 
New York, New Jersey and Delaware. 
According to the plan, civilian volunteers 
will be organized as air-raid spotters, 
which will blanket the territory with 
stations in charge of wardens who will 
report to division headquarters by tele- 
phone. The plan provides for various 
types of defense services for use twenty- 
four hours a day. 

* * * 

Lieutenant W. H. Siegmund, U.S.N.R., 
general agent, Connecticut Mutual, Los 
Angeles, on leave of absence, has just 
been transferred to the U. S. S. Kenni- 
son as executive officer. He has been 
gunnery officer of the Naval Section 
Base, San Diego, since coming to active 
duty in February. At captain’s inspec- 
tion just prior to his transfer the Navy 
Department awarded Lieutenant Sieg- 
mund the Naval Reserve Medal for ten 
years’ merited service as an officer of 
the reserve. E. G. Walls, Jr., agency 
manager of the Siegmund Agency, ad- 
vises that mail will reach Lt. Siegmund 
addressed U. S. S. Kennison, c/o Post- 
master, San Diego. 

* * & 

Oscar H. West, Jr., whose father, for- 
merly manager of the Virginia Associa- 
tion of Insurance Agents, is now man- 
aging director of the Retail Merchants 
Association of Virginia, has been called 
into the service of his country and is 
now at the naval aviation training sta- 
tion at Pensacola, Fla., learning to be a 
flver. He is a graduate of the Virginia 
Military Institute, 

e ie <* 

Owen D. Murphy, new president of the 
Boston Life Underwriters Association, 
has been in life insurance either in Bos- 
ton or in Salem, Mass., for thirty-one 
years. He began his business career in 
the old Robert H. Clark agency of the 
John Hancock in Boston and became as- 
sistant to Mr. Clark. For a time he was 
manager of the Salem agency, and then 
was called back to Boston. He succeeds 
Fitzhugh Traylor, Equitable Society, as 
president of the Boston association. 

* * * 


Frank Braceland has been made man- 
ager of the lumber department of the 
Pennsylvania Lumbermen’s Mutual] Fire 
Insurance Co., with which company he 
has been for eleven years. 


Harris & Ewing. 


MARTIN J. KENNEDY 


Congressman Martin J, Kennedy of 
New York City, who runs a large in- 
surance brokerage office at 230 Park 
Avenue, is being considered as a pos- 
sible candidate for Mayor of New York 
by Tammany Hall leaders. The Tam- 
many leaders, according to a _ recent 
article in the Washington Post, want to 
defeat Mayor LaGuardia, who may be 
a candidate for renomination on the 
Democratic ticket with the support of 
New Dealers. Mr. Kennedy is said to be 
in a receptive frame of mind and has 
told his friends his “life-long ambition 
is to be Mayor of my great city.” Ken- 
nedy is an old friend of the Tammany 
leader, Christy Sullivan, and has served 
ten years in the House at Washington 
following four terms in the New York 
State Senate. He has been in insurance 
since 1916. In Washington he has fought 
certain administration foreign policies in 
Congress but has supported President 
Roosevelt’s domestic program. 

* * * 

Mabel Williams, secretary to Alonzo 
Gore Oakley, vice-president, United 
States F. & G. in New York, returned 
early this week from a three weeks’ 
trip to the Pacific Coast, highspots of 
which were visits to Banff, Lake Louise, 
the Grand Canyon, the moving picture 
studios at Los Angeles. This was Miss 
Williams’ first trip across the country 
and she was much impressed. She timed 
her return so as to be at the office for 
Mr. Oakley’s 65th birthday which oc- 
curred yesterday (June 26). Miss Wil- 
liams has been nineteen years with 
Us Si BG 

* * * 

Robert B. Edris, vice-president, Edris 
Service Corp., New York., was married 
Saturday, June 14, to Miss Jeanne Alma 
Wickes, daughter of Mr. and Mrs. Allan 
Leigh Wickes, in Dutch Reform Church, 
Montville, N. J. Reception was held at 
Rockaway River Country Club following 
which the newlyweds took a motor trip 
through New England and Canada. A 
graduate of Oak Ridge Military Insti- 
tute, Mr. Edris has been an officer and 
director of the Edris Service Corp. for 
the past six years. His bride was grad- 
uated from Boonton High School and 
East Orange General Hospital Training 
School. 

* * * 

Albert E. Babbitt, vice-president and 
actuary, Lamar Life, recently addressed 
the Economics Club of Millsaps, College, 
Jackson, Miss. 
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Carl E. Hurst 

Carl E. Hurst, Massachusetts state 
agent of the Connecticut Fire and Equit- 
able F. & M., who was elected president 
of the Bay State Club at its annual 
meeting in Boston, was born in Hartford 
and entered insurance in the home office 
of the Phoenix forty-one years ago. 
After becoming chief examiner for New 
England he began field work with the 
Connecticut Fire in Connecticut. In 
1926 he was transferred to Boston and 
from there traveled all through New 
England, except Vermont, for the Con- 
necticut Fire and Equitable F. & M. 
At present time his field work is largely 
concentrated in eastern Massachusetts 
territory. A couple of years ago he was 
chairman of the executive committee of 
the New England Insurance Exchange. 

* 


Lloyd’s Member Was Collector 
Of “Wesleyana” 

Edmund Sykes Lamplough, for many 
years a prominent member of Lloyd’s, 
London, who died late last year at the 
age of 80, has left £92,734 (net person- 
alty £89,667). Among numerous charit- 
able bequests made by Mr. Lamplough 
was one of £500 to Lloyd’s Benevolent 
Fund. 

All his “Wesleyana,” being busts, his 
Oxford diary, hymn book dated 1737, 
miniatures and other articles connected 
with John Wesley and his family, have 
been bequeathed to the Conference of 
the Methodist Church. After various 
bequests the residue of his property is 
left equally between the Methodist Mis- 
sionary Society, the British and Foreign 
Bible Society and the London City 
Mission. 

x kk 
16,000 More Fire Fighters in London 

Fire fighting service in London has 
been reorganized under Herbert Morri- 
son, British Home _ Secretary. The 
strength of the whole time force will 
be increased by 16,000 men. It is a 20% 
increase in personnel, involving an in- 
crease of £3,000,000 a year for pay alone: 

There is now being issued about #£1,- 
000,000 worth of towing vehicles, large 
quantities of heavy pumps and other 
equipment. In all, the expansion actual- 
ly under way, apart from other great 
changes which the national organization 
may bring, involves an additional ex- 
penditure of £6,000,000, bringing the total 
annual cost of the fire-fighting services 
eer (approximately $108,000,- 


Secretary Morrison inspected in Hyde 
Park, London, at the end of May Brit- 
ain’s first mobile fire-fighting division. 
The division, with its officers and men 
from the London Fire Brigade and with 
A.F.S. girls on mobile canteen service, 
was the pattern for similar mobile forces 
in regional areas throughout the United 
Kingdom. 

Mr. Morrison saw new heavy pumps 
and water towers at work; special trucks 
laying hose at 20 miles per hour; foam 
units and a new fire-escape carrying 
unit. Each division has workshop wa- 
gons, field telephone units and ambu- 




















It is also supplied with tents 
and extra gear in case of a prolonged 
stay at an “outside area” fire, and has 
Home Guard contingents for protection. 


lances. 


x * x 
Commissioner Blackall’s Talk 
to Librarians 


Commissioner John C. Blackall of 
Connecticut worked for a few years 
during his Waterbury high schoo] days 
in the Silas Bronson Library there and, 
therefore, he qualified as something of 
an authority on the subject when he 
delivered his address in Hartford last 
week to the jnsurance library division 
of the Special Libraries Association in 
convention at the Connecticut capital. 
He confined all of his talk to libraries 
and to literature, and was in his best 
vein. Discussing his experience in the 
Silas Bronson Library and also dwell- 
ing upon the work of librarians general- 
ly he said: 

“It was a typical well managed library 
of a growing industrial Connecticut 
community under the able management 
of a lady who had great influence on 
my life, Miss Helen Sperry, sister of 
Rear Admiral Sperry, and she was a 
good librarian. 

“We had Jane Austen, Thackeray and 
Anthony Trollope on ‘the shelves but 
their clientele, while respectable, was not 
too numerous. We were quite busy, how- 
ever, taking care of the popularity in 
those days of Cyrus Townsend Brady, 
whose romances of the South you will 
remember; Harold MacGrath, who could 
find love in a hansom cab; Baroness 
Orczy with her fine heroines and strut- 
ting heroes; Meredith Nicholson, who 
lighted his romances with a thousand 
candles, and George Barr McCutcheon, 
who made a pleasant fairy land for 
every salesgirl and stenographer in his 
beloved Graustark. The short story had 
not quite come into its own and those 
volumes were very few. The foreign 
language books were just being added 
to the equipment. The libraries were 
beginning to lend magazines. I was 
struck, however, by the enthusiasm and 
industry of the young men in the fac- 
tories of Waterbury who would haunt 
the shelves and tables at night devouring 
technical books for the improvement of 
their own futures. We had a children’s 
room that was always between a nursery 
and a bedlam. We had a comfortable 
newspaper room upstairs and in the 
cold Winter’s night it was a happy meet- 
ing place for wayward sons. I used to 
have to put them out at nine o'clock. 
The choicer volumes of art and archi- 
tecture and the technica] sciences we 
kept under lock up stairs, principally 
for the research workers. Outside of 
the fact that in those days the profes- 
sion was poorly paid, it seemed to me 
that it was not an unhappy life. 

“Nor am I unfamiliar with other li- 
braries such as the fine ones we have 
here. The Hartford Public Library has 
solved its problems in a very practical 
way, particularly in the branch library 
system, 

“T recall the facility with which the 


Supreme Court Library of the United 
States, of which I had the courtesy 
years ago, made available legal volumes 
when their physical arrangements were 
not at all too good. The library was 
then in the old Supreme Court rodém 
that is the court room used in the early 
days of the Republic, not the room they 
recently abandoned in the old Senate 
Chambers to go to their splendid new 
building. It was in that room, years 
ago, where that splendid attorney, Wil- 
son of Baltimore, whom the ladies of 
the Capital all loved, when asked how 
his own argument satisfied him, replied 
that he did not know how the justices 
felt about it, but he thought the ladies 
liked it. It was in this room, too, that 
one of the attorneys moved up to the 
desk of Justice Bushrod Washington 
and reaching over to help himself to a 
smal] box on the desk, said to the Jus- 
tice, ‘I see you still stick to your snuff, 
sir.’ 

“Many pleasant hours I spent in the 
Congressional Library at Washington— 
one of the most beautiful buildings in 
the United States and with all an in- 
stitution run on a most _ businesslike 
basis. 

“You, of course, are associated in the 
technical branch of library work; name- 
ly, the keeping up of sufficient volumes 
in an insurance establishment to have 
readily at hand sources of information 
without at the same time cluttering up 
your shelves with transient books. Hav- 
ing in mind the tremendous amount of 
periodicals that come over my own desk 
as Insurance Commissioner, I can see 
where you must use extremely good se- 
lection in what you will retain and what 
you will throw away. 

“These are quite trying days to us 
who love American institutions and one 
of them has always been free education. 
A good library has ever been the hand- 
maiden of free education. 

“With a little analogy, I am reminded 
of the fifth act of Othello, when the 
Moor comes into the chamber, sus- 
picious of Desdemona who is asleep on 
the couch with a lighted candle by her 
side, and he say something like this in 
his soliloquy, first turning to the candle: 
“Tf I quench thee, thou flaming minis- 

ter, 

I can again thy former light restore, 

Should I repent me,’ 

“and then turning to the sleeping Des- 
demona, he adds: 
“‘But once put out thy light, * * * 

I know not where is that Promethean 

heat 

That can thy light relume.’ 

“So, in closing, let me say that so long 
as the lights of our libraries are lighted, 
American institutions will survive.” 

ok aK * 


John Sims Kelly 


With the exception of William Rhine- 
lander Stewart, New York insurance 
broker (John C. Paige & Co.), no in- 
surance man has received more daily 
newspaper publicity than has John Sims 
Kelly of the production division of the 
Home Insurance Co., who is to marry 
3renda Frazier, one of the most beauti- 
ful girls in New York City. When Miss 
Frazier was picked by the newspaper 
columnists as “the glamour girl of 1938” 
she was besieged by newspaper pho- 
tographers and for months some papers 
never appeared without a picture of her. 
She is granddaughter of Sir Frederick 
Williams-Taylor and has a fortune of 
$3,500,000. When 1939 came along and 
the newspapers started looking for a 
successor to Miss Frazier as “most at- 
tractive debutante” they gave up the 
search with the decision that Miss Fra- 
zier should succeed herself. She recog- 
nized the responsibilities and became 
identified with many charity affairs. 

Mr. Kelly was a star halfback on the 
University of Kentucky football team in 
1931 and continued his football career 
the next year by playing with the New 
York Giants professionally. Later he 
bought an interest in the Brooklyn 
National Baseball Club, assisted by 
his then guardian, Percy H. Johnston, 
chairman of the board of the Chemical 


Bank & Trust Co. He has since sold 
his interest in the ball team. 

Mr. Kelly is one of the group of foot- 
ball starts who have made good in the 
insurance business, Outstanding foot- 
baller who has climbed farthest in in- 
surance is Mortimer E. Sprague, who 
was the famous “Bud” Sprague of West 
Point. He is a vice-president of the 
Home Insurance Co. 

* ok * 


Massachusetts Short Term 
Insurance School 


An impressive group of speakers con- 
stituted the faculty for the first annual 
short course school of the Massachusetts 
Association of Insurance Agents which 
was held at Massachusetts State Col- 
lege in Amherst recently. President 
of the association is Francis R. A. 
McGlynn. Secretary of the association is 
Arthur H. Clarke. 

The course lasted three days. Total 
cost was for each student, $3 for 
tuition fee and $5 for meals and lodgings. 

The school started with an address 
of welcome by President Hugh P. Baker 
of Massachusetts State College. Speakers 
and titles of addresses follow: 

Blanket Residence Insurance — Harry 
R. Preston, Springfield general agent. 

Doctrine of Negligence and Liability— 
E. W. Sawyer, attorney of National 
Bureau of Casualty & Surety Under- 
writers. 

Comprehensive Liability Insurance — 
What It Is—Mr. Sawyer; How to Sell 
It—John H. Eglof, supervisor of agency 
field service of the Travelers. 

Advertising and Selling—Raymond C. 
Dreher, production manager, Boston In- 
surance Co. 


_ The Massachusetts Fire Insurance 
Contract—Robert M. Morrison, Boston 
lawyer. 


Extended Coverage Endorsement—Ar- 
thur C. Tyrol, special agent, New York 
Underwriters. 

Use & Occupancy Coverages — Felix 
Hargrett, assistant secretary, Home. 

Inland Marine Insurance, panel discus- 
sion—George L. Richards, marine man- 
ager, Aetna Affiliated Companies in Bos- 
ton; Donald C. Bowersock, secretary, 
Providence Washington; Arthur J. 
Huneke, manager inland marine depart- 
ment, Eagle Star. 

A Practical Approach to Fidelity & 
Surety Bonds—Charles E. Megargel, 
Fidelity & Deposit manager, Boston; 
Spencer Welton, vice-president, Massa- 
chusetts Bonding. 

Handling a Fire Insurance Claim— 
panel discussion. 

Line Records and Their Application— 
Oscar Beling, manager agency systems 
department of Royal-Liverpool Groups. 

A Primer on Steam Boiler and Machin- 
ery Insurance—L. B. Brainerd, superin- 
tendent of agencies, Hartford Steam 


Boiler. 
* * * 


Dr. Manes Comments on Early 
Burglary Insurance 
Dear “Big Bill’: 

It is with great interest I have read 
your note on the “First Burglary Insur- 
ance” published in your magazine on 
page seventeen of the issue of April 11. 
However, you and your readers may be 
interested to hear that a real burglary 
insurance has been in existence as early 
as the twelfth century. You will find it 
mentioned in Volume II, page 168 of my 
textbook on insurance Gueterversicher- 
ung 5th edition, Berlin, 1931, and all de- 
tails will be found in the article by 
Kleeberg in Volume XIX, pages 330-342 
in the quarterly. I have been the edi- 
tor. In fact, in the year 1161 a compre- 
hensive insurance fund covering burg- 
lary and robbery risks was founded in 
Southern France and received a special 
license by an edict of the Pope Alex- 
ander III (1159-1181). In the Pope’s 
edict there is a remarkable and clever 
explanation in regard to premium calcu- 
lations, assessment, and administration 
by the clergymen and other matters. 

Alfred Manes 
Professor of Insurance Seminar 
Indiana University. 
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National Board Aids 
Navy Yard and Forts 


BARBOUR SPEAKS IN BROOKLYN 





National Board President Tells How 
Fire Hazards in That Borough of 
New York Have Been Cut 





The Brooklyn Navy Yard and army 
posts at Forts Hamilton and Tilden in 
Brooklyn are safer from the hazards of 
fire as a result of the work done by the 
engineers of the National Board of Fire 
Underwriters. This statement was made 
Wednesday by Robert P. Barbour, presi- 
dent of the National Board, in an address 
at a meeting of the Brooklyn Rotary 
Club at the Hotel Bossert. He was in- 
troduced by Albert R. Menard, vice- 
president of the Brooklyn agency of 
Pendleton & Pendleton and former di- 
rector of the Business Development 
Office. 

Mr. Barbour, who is the United States 
manager of the Northern Assurance, 
making his first public address since his 
election as president of the National 
Board last month, said that the fire 
prevention and fire protection activities 
of the National Board’s engineers had 
contributed much toward the safety 
from fire of Brooklyn industries, par- 
ticularly those that are engaged in de- 
fense work, 

Specific Projects Cited 

He mentioned specifically the Sperry 
Co. and the Schrader valve and gauge 
factory. Mr. Barbour also declared that 
modern housing construction, such as 
the huge project under way near the 
Brooklyn Navy Yard would not be near- 
ly so safe against the hazards of fire 
were it not for the vast amount of re- 
search and study which the National 
Board’s engineers have devoted to the 
subject. 

Explaining the work of the National 
Board of Fire Underwriters, Mr. Bar- 
bour said that it has become an organi- 
zation in which the public interest is 
served directly, often with only inci- 
dental benefit to its 200 member com- 
panies. 

“We have just celebrated our seventy- 
fifth anniversary,” he continued, “and 
a part of the celebration was devoted to 
the endeavor to arouse the interest of 
the public generally, of state and city 
officials, trade organizations, schools and 
of many other bodies to the fact that 
fire defense is national defense. 

“The loss by fire of a factory or of 
materials in storage, whether finished or 
waiting manufacture, or any interruption 
of preparation of defense, is a loss to 
the defense operations in which this 
country is engaged. Even the burning 
of a home contributes to such loss. This 
refers to the present time particularly, 
yet prevention of fire waste is always 
a defense of our national well being, 
for it is a waste of resources of the 
nation that is needless insofar as it 
can be avoided by reasonable effort.” 

Mr. Barbour said that building codes 
of cities are largely based on the stand- 
ard building code of the National Board, 
Originally formulated in 1905 with the 
purpose of setting forth the best prac- 
tical information of how to build with a 
view to the safety of life and property 
against fire, the code has been revised 
frequently as new materials and methods 
of protection were devised. He said 
the code was based on an intensive study 
of the actual happenings in hundreds of 
thousands of fires, 

Mr. Barbour described the part played 
by the National Board’s arson investi- 
gators in breaking up the Brooklyn pub- 
lic adjusters’ arson ring, better known 
as the Skoblow case back in 1932, and 
the so-called Brooklyn Italian gang. 





North America 150th 
Anniversary in 1942 


BIG CAMPAIGN IS PLANNED 





All Companies in Group and Also Agents 
to Participate; Marquis James 
Writing Co. History 





Vice-President Benjamin Rush, Jr., of 
the Indemnity Insurance Co. of North 
America told the hundred agency leaders 
who are guests of the company at At- 
lantic City this week that the Insurance 
Co. of North America will celebrate its 
150th anniversary in 1942 and that the 
date also marks the anniversary of stock 
company insurance in the United States. 

A romantic history of the company is 
now being written by one of America’s 
most distinguished writers, Marquis 
James, whose biographies of great Amer- 
icans have been in the best seller class. 
The story of the company will be linked 
up with the history of the nation during 
the last two centuries. 

Insurance Co, of North America repre- 
sentatives will participate in a campaign 
marking the anniversary and represen- 
tatives of all the companies in the 
North America Group also will take part. 
Before concluding his talk Mr. Rush 
asked leaders present to offer their views 
relative to this campaign and Earl John- 
son of Raleigh, N. C., former president 
of the North Carolina Association of 
Insurance Agents, and some others arose 
and enthusiastically endorsed the idea 
of agents making a special effort to 
make the anniversary campaign out- 
standing in its success. 


Culver Calls for Fire 
Prevention Every Day 


IS VITALLY NECESSARY NOW 





America Fore President Calls It Duty 
of Insurance Men to Help Conserve 
National Resources 





President Bernard M. Culver of the 
America Fore Group in an address to 
the top executives of the group assem- 
bled at a dinner in the Union Club, New 


York, Tuesday night, pointed out that 
although it has been the custom of the 
insurance industry to stress fire preven- 
tion during the week of October 9 each 
year, in this time of national emergency, 
it is imperative that fire prevention be 
stressed every day and every minute of 
the day. 

“This is vitally necessary from a pa- 
triotic viewpoint and the need for con- 
serving our national resources,” said Mr, 
Culver. “It is also of great importance 
to every manufacturer, merchant and 
property owner, that they take the ut- 
most care and be constantly on the alert 
to prevent fire in their plants, stores 
and their homes because even though 
their insurance might give them dollars 
with which to buy, they still may be un- 
able to replace that which is destroyed. 

“The inability of a business not en- 
gaged in the production of essential war 
materials to get replacements of ma- 
chinery or stock, could well result in the 
destruction of that business. Even 
though insurance might cover their pres- 
ent property, a destructive fire could still 
ruin them. The homeowner will find 
that he will not be able to replace many 
things destroyed and as well find it dif- 
ficult and more expensive to rebuild.” 

“I urge you,” said Mr. Culver, “as in- 
surance men charged with the responsi- 
bility of guarding the public against 
financial loss from fire and other catas- 
trophes, to consider it your duty to im- 
press this point upon property owners.’ 





for June. 


temporary quarters. 


and recommends that he 





“FIRE can make you pay rent” 


declares the headline of the Alliance national advertisement 
A blazing home, shown in the illustration, sug- 
gests to the reader that he too might be forced to leave his 
home because of fire or some other disaster. He’s reminded 
of how expensive it might be in such an emergency to rent 


The Alliance message then informs the reader that he can 
obtain protection at low cost with Rental Value Insurance, 


“Ash the Mlltance Agent” 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


1600 Arch St., Philadelphia 


Service Offices located in principal cities 


Complete nation-wide Insurance Facilities 
for Agents and Brokers 











Geo. H. Bell to Retire 
From National July | 


MANAGER OF WESTERN DEPT 





Associate Managers L. Ross Hanawalt 
and Edwin H. Forkel Will Assume 
Executive Responsibilities 





George H. Bell, for more than twenty 
years head of the Western department 
of the National Fire Group, will volun. 
tarily retire July 1 under the retirement 
plan of these companies. Associate Man- 
agers L. Ross Hanawalt and Edwin 4. 
Forkel will continue in those capacities 
but will now assume the executive re- 
sponsibilities which Mr. Bell has long 
performed in the successful manage- 
ment of the Western department in 
Chicago. 

Mr. Bell was born in Burlington, Ia, 
but spent his early years in Dayton, 0. 
where he grew up in insurance. His 
father was for years secretary of the 
Ohio Insurance Co. of Dayton. Mr, 
Bell’s first position was with that com- 
pany, where he stayed for eight years, 
the latter ones in the field. For seven- 
teen years he was with the North Brit- 
ish & Mercantile. In 1913 he joined 
the Royal Exchange as assistant United 
States manager, 

In 1914 Judge James Nichols, then 
president of the National Fire; H. A, 
Smith, then vice-president who succeed- 
ed Judge Nichols as president, and Fred 
S. James, then manager of the National’s 
Western department, felt the need of a 
new man to serve as an assistant to 
Mr. James with the idea that he would 
succeed to the managership upon Mr. 
James’ retirement. Thev selected Mr. 
Bell and he joined the National in Sep- 
tember, 1914. When Mr. James retired 
in 1920, Mr. Bell was made manager. 
On July 1, 1939, he was given the title 
of general manager of the Western de- 
partment, at which time Mr. Hanawalt 
and Mr. Forkel were named associate 
managers to aid him in carrying on the 
responsibilities of management. 

Hanawalt’s Career 


Mr, Hanawalt has spent his entire 
business life with the Western depart- 
ment of the National, joining that de- 
partment in February, 1903, after grad- 
uation from the public schools of Chi- 
cago. He advanced through various po- 
sitions and on April 1, 1921, he was ap- 
pointed agency superintendent of the 
National’s Western department, and a 
year later he was made assistant man- 
ager. 

A graduate of the University of Chi- 
cago, Edwin H. Forkel entered the serv- 
ice of the Royal in Chicago in 1924, later 
becoming assistant examiner. In Decem- 
ber, 1925, he resigned to join H, G. B. 
Alexander & Co., United States mana- 
gers of the Transcontinental. With that 
company he was first examiner and then 
special agent when he traveled in Mich- 
igan, Ohio and Indiana. Later, he was 
appointed superintendent of the auto- 
mobile department of the Transcontinen- 
tal. In January, 1929, he was transferred 
to the Western department of the Na- 
tional Fire Group, at which time the 
management of the Transcontinental was 
taken over by the Western department 
of the National. He was made assistant 
superintendent of the automobile and 
inland marine department of the Na- 
tional Fire Group. On October 1, 1936, 
he was made agency superintendent; on 
April 1, 1938, assistant manager and on 
July 1, 1939, associate manager. 





CHARLES H. PHILBRICK DIES 


Charles Horace Philbrick, special 
agent of the Great American at Provi- 
dence, R. I., and dean of fieldmen of the 
company, died Tuesday. Funeral services 
were held yesterday afternoon at the 
Central Congregational Church in Provi- 
dence. Born int Manchester, N. H., on 
May 10, 1863, Mr. Philbrick joined’ the 
Great American on September 1, 1890, 
after serving eight years with the 
Providence Washington. He is survived 
by one son, Charles H. Philbrick of 
Providence. 
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New England Associations of Insurance Agents 





Hatch Asks Several 
Changes in Business 


BACKS CONTINGENT PAYMENTS 





Tells New England Agents He Favors 
Guaranteed Amount Clause, Renewal 
Certificates, More Term Policies 





Several suggestions which he believes 
would aid the insurance business were 
offered by Harold W. Hatch of New 
Britain, Conn., chairman of the New 


England Advisory Board, when address- 
ing the twentieth annual Summer meet- 
ing of the New England Associations of 





HAROLD W. HATCH 


Insurance Agents yesterday at the Gris- 
wold Hotel, Groton, Conn. At meetings 
of the advisory board during the year 
it was agreed, said Mr. Hatch, that 
agents differ among themselves as to 
what form of contingent commission 
should be adopted if such commissions 
can be secured. 

Mr, Hatch himself favors a contingent 
commission based upon a two or three- 
year average loss ratio and an overall 
agency experience with a low basic 
commission, perhaps 15%, and a high 
contingent. 

“We had a very interesting meeting 
at which Ralph Sweetland was present. 
We had asked that a _ representative 
from our association be allowed to sit 
in at the rules committee meetings of 
the New England Fire Insurance Rat- 
ing Association, the reason being that 
the various state associations be kept 
posted on pending changes and addi- 
tions to the rules and forms. Our sug- 
gestion seemed impracticable as well 
as contrary to the rules of the New 
England Fire Insurance Rating Associa- 
tion, but the matter was satisfactorily 
settled when Mr. Sweetland said that 
if at any time there are any matters 
which an individual state feels should 
be corrected or discussed, he would try 
to arrange a conference between the 
executive committee of such state and 
a committee from the rating associa- 
tion. 

New and Broader Forms 


“The past year has been a year in 
which I believe more than ever has 
been accomplished in making available 
new and broader forms of casualty and 
fidelity coverage. I refer to the DDD 
comprehensive bond and to the various 
forms of comprehensive liability cover- 
age. 

“I think that a step forward has been 
made and, while these forms have their 
faults, they will no doubt be improved 
and simplified in the near future. No 
agent likes to deny liability when a 
client has a loss. It is only by broaden- 


Midyette Discusses Commissions, 


Agency Costs and Other Problems 


Underlining the position and progress 
of the National Association of Insur- 
ance Agents in connection with leading 
subjects before the business today, and 
giving his own frank opinion in regard 
to several others, President Payne H. 
Midyette delivered a comprehensive run- 
ning summary of recent National Asso- 
ciation activities in a featured address 
before the annual convention of New 
England Associations of Insurance 
Agents at Groton, Conn., yesterday. 

Included in Mr. Midyette’s discussion 
was a further emphasis and delineation 
of two suggestions which he had recent- 
ly publicly advanced. The first con- 
cerned the thought which he had enun- 
ciated at the North Carolina meeting 
in May to the effect that consideration 
be given to the possible classification 
of agents in accordance with the kind of 
service that they rendered. The second 
further developed the plea which he 
made at the Florida meeting last week, 
urging the establishment of a bureau in 
Washington in which all major stock 
company interests would be represented 
in regard to the informational and pub- 
lic relations aspect of the industry’s 
contact with the Federal government. 

Agency Cost Study 

Illustrating the extent of services ren- 
dered by the national organization, Mr. 
Midyette laid particular stress upon the 
current agency cost study being con- 
ducted by the National Association. 
Describing the background of the study 
which calls for “actual figures showing 
the cost of various items of agency 
expenses to meet demands for an up- 
to-date average chart of what it costs 
local agencies throughout the United 
States to onerate their business,” Mr. 
Midvette said: ¥ 

“There has been a mounting demand 
for new data in recognition of general 





ing the forms of coverage that this un- 
pleasant situation can be avoided. 
Guaranteed Amount Clause 

“It is my belief that the stock com- 
panies could well afford to make more 
liberal use of the guaranteed amount 
clause, in lieu of the coinsurance clause. 
If the guaranteed amount clause should 
be used intelligently, I doubt if the 
underwriting experience would be af- 
fected appreciably. The marked varia- 
tion between market values and replace- 
ment values less depreciation and/or 
obsolescence would make this substitu- 
tion most acceptable to the insuring 
public. 

“An important client of mine told me 
not so long ago that he thought he had 
a right to know how much he might 
expect to receive in the event of loss, 
on a large fire resistive building he 
controlled. The building was worth sev- 
eral hundred thousand dollars and the 
possibility of a loss exceeding 5% was 
very remote. The companies insisted 
that they could not get away from the 
coinsurance clause, which to me seemed 
to be an arbitrary theory. 

“Another problem which should be 
looked into is the conflicting coverage 
between the residence all-in-one casual- 
ty coverage and the Extended Coverage 
No. 4 of the fire companies. Time could 
be profitably spent by the casualty and 
fire companies in drawing up forms cor- 
recting these overlapping coverages. 

Renewal Certificates 

“We are all faced with rising costs of 
agency operation in these times. | 
would like to suggest that some thought 
be given to a more general use of re- 
newal by certificate in many forms of 
insurance in order to reduce agency ex- 


(Continued on Page 24) 


rate reductions and increases in ex- 
penses, particularly along taxation lines, 
and it has been deemed advisable to 
reconstruct the entire expense factor in 
the light of present-day conditions. 
When ‘these questionnaires are received 
in the office of the National Association, 
they will be separated according to the 
volume of premiums written, then for 
each premium-producing class the aver- 
age of individual and total costs will 
be determined. Subsequently the com- 
posite figures will be released to mem- 
bers so that each agency will be able 
to ascertain whether or not its cost 





Midyette Asks Companies 
For Loyalty to Agents 


Important statements made by Mr. 
Midyette in opposition to general ex- 
tension to all insurance contracts of 
the fixed fee compensation on graded 
basis rating plan of the War Depart- 
ment on national defense work are 
found on Page 33 of this issue. Mr. 
Midyette particularly deplores what 
he calls lack of company support to 
agents with respect to new commis- 
sion proposals. 











figures are in accord with the national 
average for the group to which it be- 
longs. It can be readily appreciated 
that such information will be of con- 
siderable value to each agent in applying 
it to his own business.” 


Commissions and Expenses 


In connection with the question of 
graduation of company expenses and 
agents’ commissions, in which there is 
high current interest in the business, 
Mr. Midyette described the representa- 
tive character of the National Associa- 
tion’s committee on this topic and its 
underlying objectives in the series of ex- 
ploratory conferences with similar com- 
pany committees in which it is now en- 
gaged. Commenting on these explora- 
tions, Mr. Midyette said: 

“It will be a long drawn out process 
and after the committee completes its 
work and recommendations, it will then 
be the responsibility of the executive 
committee to analyze and take final ac- 
tion. Let me make this observation, 
asking each of you to think over it 
carefully and deeply. We must recog- 
nize that we are living in a new era, 
we are living under new conditions, and 
it is up to the producers and the com- 
panies that we represent to recognize 
these factors and to attempt to provide 
proper and adequate coverages in sound 
companies and at the lowest possible 
cost consistent with sound underwriting 
—yet one which will produce a reason- 
able and fair return to the producers 
and the companies. And there must be 
a more equal distribution of cost in the 
business as it applies to large and small 
premiums.” 

Allocation of Time of President 

Discussing the possibility of rearrang- 
ing the allocation of time spent by the 
president of the National Association 
each year in attending state association 
conventions, Mr. Midyette made the 
point that in his opinion a more effi- 
cient and effective operation would re- 
sult if the president, during his term 
of office, were free from the responsi- 
bility of attending such meetings so that 
he would be in a position to give greater 
concentration and time to matters of 
nation-wide importance to agents gener- 
ally and to develop and maintain vital 
key contacts in behalf of the association 
itself. In connection with that thought 


(Continued on Page 24) 


Welton Praises Defense 
Program for “Advisors” 


MAKES TALK IN CONNECTICUT 





Says War Department Plan Will Im- 
prove Agency Service; Praises Insur- 
ance Women’s Group 





Spencer Welton, vice-president, Mas- 
sachusetts Bonding & Insurance Co., 
pointed to the War Department’s ruling 
that insurance servicing on defense con- 
tracts shall be by an advisor who shall 
first prove that he really knows his 
business, as indicative of the growing 
stature of insurance as a profession, in 
his talk before the Connecticut Associa- 
tions of Insurance Agents at Groton, 
June 25. 

Mr. Welton described the advantes of 
manufacturing in connection with the 
defense program, as seen by him in the 
course of flying 30,000 miles so far this 
year, and said that “this spells a new 
era for the insurance agent and it re- 
quires a bigger and better equipped in- 
surance agent than has, generally speak- 
ing, been active in the business hereto- 
fore. The whole fabric of the casualty 
and surety business is undergoing a 
change of pattern and what it will look 
like next year, or even next month, no 
one can tell.” 

He said recognition that the old style, 
hit-or-miss agent is outmoded is appar- 
ent in the insurance schools. now ex- 
tended over the country; that for more 
than a dozen years he has urged agents’ 
associations to take an active part in 
educational work and “I am choosing to 
regard the current activity along these 
lines as something of a vindication of 
my declared conviction that agents’ as- 
sociations supplied the logical channels 
through which the work could be prose- 
cuted, and which alone could give it 
the impetus necessary to bring it to 
fruition.” 

Lauds Insurance Women 

Mr. Welton spoke of the recent Nash- 
ville meeting of the National Association 
of Insurance Women as supplying “a 
lot of object lessons for meetings in 
which men predominate,” and asserted 
that at each session “there was present 
throughout a vastly larger proportion of 
the delegates who registered than has 
ever been seen at any other convention 
in the country.” He believes that organi- 
zation will be “increasingly and impor- 
tantly heard from.” 

Saying that mutuals are growing tre- 
mendously and thriving mightily, Mr. 
Welton predicted that in a short time 
the bigger mutuals are going to be writ- 
ing all lines of casualty and surety, and 
continued : 

“You, the agent, and we, the stock 
company carriers, have the alternatives 
of permitting even greater inroads on 
our business and, perhaps, even succumb- 
ing to them or of makiag a fight which 
will preserve to us our place in the sun 
of public approval. Part of the respon- 
sibility is yours and part of it is ours. 
You must demonstrate that you really 
earn and are entitled to the commissions 
you get, which are, in part at icast, the 
equivalent of the dividends they pay, and 
we of the stock companies must give you 
service which will supplement your work 
and demonstrate the value of the whole.” 


War Department Program 

On the question of the War Depart- 
ment’s insurance program, Mr. Welton 
said: 

“The insurance counselor about whom 
we have heard a lot in the past and 
rarely seen is at last coming into his own 
and the Federal Government, as you 
have heard or read, has recently decided 
that on certain types of government 
work the contractor may select his own 
carrier, but that the insurance servicing 


(Continued on Page 24) 








Page 22 





June 27, 194) 








Elsie B. Mayer Again 


Heads Women’s Group 
NEXT MEETING TO ST. PAUL 


Commissioner McCormack, Nashville 
Speaker, Blasts Federal Criticism of 
Insurance Institution 





Elsie B. Mayer, Denver, was reelected 
president of the National Association of 
Insurance Women at the second annual 
meeting in Nashville, June 20-22, and St. 
Paul was selected as the 1942 convention 
city. 

Sally Hartman, Fort Worth, Tex., was 
elected first vice-president; Marie Ersch, 
Topeka, Kan., was named second vice- 
president; Mildred Lamert, Akron, Ohio, 
recording secretary, and Eva B. Kloster, 
Portland, Ore., treasurer. C. Bertha 
Rachofsky, Denver, was continued as 
corresponding secretary. 

Ada V. Doyle, Caldwell, N. J., whose 
report as chairman of the committee on 
education was one of the outstanding 
features of the convention, remains on 
the executive board, as do Mildred W. 
Robertson, Nashville, who served as 
chairman of the publicity committee for 
the meeting, and Erma Scottum, St. Paul. 
New members of the board are Gladys 
Hobson, Tampa, Fla., and Florence Co- 
zart, Phoenix, Arizona, 

St. Paul in June 


The St. Paul convention will be held 
in June, with the sessions extending 
over four days, the executive board to 
convene two days earlier. More than 
200 attended the Nashville meeting. 
Speakers at the opening session were 
Mrs. Mayer, who presented the report 
of the administration, Director Milton 
W. Mays of the Business Development 
Office, and Joshua K. Shepherd, Little 
Rock generai agent. Mr, Shepherd’s ad- 
dress is reviewed elsewhere in this issue. 

Insurance Commissioner James W. 
McCormack of Tennessee was speaker 
at the luncheon. 

The first afternoon session was de- 
voted to panel discussions led by Assis- 
tant Secretary Felix Hargrett, Home In- 
surance Co.; Assistant Manager Clarke 
Smith, special service department, Royal- 
Liverpool Groups, and J. B. Latham, 
superintendent, casualty department, 
Cincinnati office, Hartford Accident & 
Indemnity Co, 

Thomas G. Redden, Greensboro, N. 
C., member of the executive committee 
of the National Association of Insur- 
ance Agents, spoke at the buffet supper 
that evening and Spencer Welton, vice- 
president, Massachusetts Bonding & In- 
surance Co., was speaker at the banquet 
on Saturday evening, following election 
of officers. 

Mays on “Ruling Class” 

Mr. Mays, speaking on “The Ruling 
Class,” stressed the part insurance 
women play in public relations, and 
urged them to improve the impression 
the public has of insurance. 

Commissioner McCormack said that a 
proper study of the report of the Tem- 
porary National Economic Committee on 
life insurance is, in effect, “a glowing 
tribute to the magnificent accomplish- 
ment of the insurance companies of 
America operated on a basis of private 
initiative and private enterprise, free of 
regimentation by the Federal Govern- 
ment.” 

He said the insurance women can ac- 
complish much in fostering the growth 
of freedom in insurance under private 
enterprise, unhampered by Federal in- 
terference. Insurance, he said, is not a 
commodity to be sold on counters of 
five and ten cent stores, or treated as 
a postage stamp on sale at post offices, 
nor should its assets be mixed with 
those of banks, adding: 

“Insurance, as it has grown in public 
confidence and in created assets, is the 
result of private initiative; and it is my 
opinion that the same idea, proposed of 
a regimented Federal requirement, su- 
pervised by Federal bureaus, its assets 
commingled with the public budget, would 
have failed to capture public confidence 
or to yield the great wealth it holds as 


Pencilings on Personalities at 


Gathering of Insurance Women 


By Sally Hartman 
Fort Worth, Texas 


Since the convention of the National Association of Insurance Women which was 
held at Nashville, Tenn., June 20-22 was the second annual meeting of that association 
it is probable that the size of its membership and the scope of its activities are known 
to but a comparatively small segment of the insurance fraternity. Briefly the association 
has affiliated with it twenty-five subsidiary clubs or associations of insurance women 
with a total nation-wide membership of twenty-five hundred, and at the Nashville meet- 
ing were delegates from twenty-five states. * * * 

They represent every branch of insurance and it requires no prophetic vision to 
realize that the already considerable influence they exert on insurance affairs will expand 


rapidly and importantly. * * * 


It is appropriate that a columnistic personality account of the Nashville meeting 
should have been written by Mrs. Sally Hartman, of Fort Worth, Texas, newly elected 
first vice-president of the association, and editor of Contact, the excellent house organ 
published by and for the Commercial Standard Insurance Co. with which Mrs. Hartman 


is associated —SPENCER WELTON. 


Nashville, Tenn., June 22. 


“The sun is setting on the horizon of 
another convention of the N.A.I.W.,” said 
Elsie B. Mayer as she closed the last 
executive session; and now after a day 
of fellowship at the Dunbar Cave out- 
ing the whole convention has happily 
yet sadly been put to bed. * * * 

The exchange of promises, “I’ll be see- 
ing you in St. Paul,” permeated the 
medley of Good-byes. * * * 

“Nashville has been simply swell.” 
* * * “To write me.” * * * “Good-bye 
again,” and then the homeward trek was 
started—and what memories those tired 
but happy girls are taking with them— 
memories that surpass even the greatest 
anticipations which might have been 
aroused by the convention promises 
made by Mildred Robertson of Nashville 
in Denver last year when she told the 
delegates there (if you'll come to Nash- 
ville in forty-one we all will give you 
a real southe’n house party. We will 
reserve two whole floo’s of our largest 
hotel for nobody but you so that you 
can traipse from room to room in your 





trustee for the benefit of its policy- 
holders. 
Criticism from Washington 

“Hindsight is easier than foresight. 
And the Federal clerks and department 
heads in Washington today, who criti- 
cize the institutions of insurance, have 
shown no evidence that they have, or 
would have had the ability to create the 
institutions they criticize. It comes with 
poor grace from the executives of the 
Federal Government, maintained by sal- 
aries paid by private initiative, to cen- 
sure and attempt to destroy an institu- 
tion built by the free taxpayers of 
America for the protection of those 
American citizens who prefer to live 
on the basis of an honest day’s work for 
an honest day’s pay. 

“It is detrimental to the American 
spirit to discourage systematic savings 
under insurance contracts, and to tear 
down confidence of free Americans to 
provide, by private means, the funds for 
their old age; as a guard against the 
catastrophe of liability by accident and 
financial loss through premature death.” 

iden Recommends Schools 

Speaking on “The Responsibility of 
Women in Insurance,” Mr. Redden urged 
the women to attend the short course 
schools now sponsored by a number of 
state and local associations and to as- 
sist in organizing such schools in locali- 
ties where they are not now conducted. 

Mr. Redden said that a comprehensive 
educational program is soon to be re- 
leased by the national association, and 
emphasized the willingness of the asso- 
ciation to cooperate with the women’s 
group. He discussed briefly the questions 
of countersignature and graded commis- 
sions, called them both still open ques- 
tions, and urged that the insurance 
women, to whom these problems are as 
vital as they are to agents, keep open 
minds on both subjects. 


petticoat if you want and visit with 
each other to your hearts content. We’ll 
feed you all Southe’n fried chicken and 
corn bread—we’ll show you all the 
Hermitage, the Parthenon and our other 
points of interest—in fact we'll do our 
darnest to give you a perfectly swell 
time.” * * * 

State officials including James M. 
McCormack, Commissioner of Insurance 
of the.State of Tennessee, and the girls 
and their bosses, gave us a royal wel- 
come and carried through on it until 
the last “good-bye.” * * * 

It wasn’t too hard to get down to 
business because advance notice of the 
program listing the insurance men ap- 
pearing thereon had created high in- 
terest. To them we extend our heartfelt 
appreciation for what they contributed 
to this convention, and for the assist- 
ance which they have so heartily pledged 
us in carrying out our future objectives. 
However, as the program is being cov- 
ered elsewhere in this issue, we shall 
try to give you an intimate, personal- 
ized convention picture. * * * 

Elsie Mayer rising to call the first 
meeting to order but delayed by an ova- 
tion that went on and on. * * * Baine 
Stewart, personnel director of the state 
of Tennessee, pinch-hitting for the Gov- 
ernor, was so very cordial in welcoming 
the delegates to Tennessee, promising to 
get them in places they cannot get in, 
get them out of places they cannot get 
out of, and failing to do so promised 
to get in with them. So the Honorable 
Baine Stewart may be receiving appli- 
cations bearing most any postmark and 
the N. A. I. W. may be losing some 
gals to the State of Tennessee. * * * 

Edna Mae Gay, president of the Nash- 
ville Association of Insurance Women, 
extending official greetings so sincerely 
they struck to the bottom of everybody’s 
heart—just as did her vocal numbers 
later in the program. * * * Oops-Oops- 
Interruption — Louise Price, executive 
secretary, Insurance Agents Association 
of Kansas City, Mo., entering late in 
her bright red shirt and other cow-girl 
regalia to add to the atmosphere already 
created by the Denver girls in their 
boots and spurs. * * * Then one of the 
biggest thrills of the convention—the in- 
troduction of Milton W. Mays, director, 
Business Development Office, New York 
City. * * * 

Seen at the luncheon on Friday was 
Mrs. Joshua K, Shepherd, whose better 
half (?) national counsellor and past 
president of American Association of 
Insurance General Agents, delivered the 
address “Women In Business.” It was 
an inspiration to all to try to merit the 
kind things which he said. * * * On down 
the table was the only insurance coun- 
sel, I. R. W. I. N. Wootton, (Skinny), 
of Atlanta, Ga., who looked after the 
Atlanta girls so well that all of the club 
have decided they need counsels. * * * 

Then the rap of the gavel and Elsie 
rose with mischief in her eyes to say, 
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Shepherd Upholds Right 
Of Women in Business 


TALKS TO INSURANCE WOMEN 





Says Women, Useful in Insurance, Should 
Fit Themselves for Larger 
Opportunities 





Speaking before the annual meeting of 
the National Association of Insurance 
Women at Nashville, Tenn., June 20, 
Joshua K. Shepherd, Little Rock gen- 


eral agent, past president of the Amer- 
ican Association of Insurance General 
Agents, urged women to occupy their 
rightful place in the business world in 
general and the insurance business in 
particular. 

“A fair appraisal of the services per- 
formed by women ‘and the general at- 
mosphere in store, office and factory 
where they are employed,” he said, “will 
prove the values that have come from 
our democratic system of permitting and 
encouraging them to find what is to 
themselves the most satisfactory ways 
to meet their economic needs and to be 
useful members of society.” 

Mr. Shepherd decried the “illogical 
claim” of some people that married 
women should be deprived of their jobs 
if their husbands also are employed, 
and said “this notion is foreign to the 
American sense of good sportsmanship 
and it should be completely discarded, 
thus enabling us all to work together 
in helping individuals to find useful and 
happy places in the economic world, 
without laying extra and artificial bar- 
riers upon their opportunities at the 
same time to enjoy the wholesome com- 
panionship of marriage.” 

Women in Insurance 

Speaking specifically of women in the 
insurance business, Mr. Shepherd said: 

“Feeling thus about women in busi- 
ness and their rights to full partnership 
in the effort to make something out of 
human experience, it is gratifying to 
observe the important place occupied by 
women in the business of insurance, 
which has long found them to be use- 
ful and gives to them increasing oppor- 
tunities which are enlarged as women 
fit themselves for greater responsibili- 
ties. The public welcomes and easily 
becomes adjusted to the improved tech- 
nique and happier relationship resulting 
from women’s participation in the oper- 
ation of business. 

“The National Association of Insur- 
ance Women, growing out of movements 
of groups seeking ways to improve their 
fitness for and enjoyment of insurance 
work, can do much good for all women 
by practical and inspirational leadership 
in developing ability and motive among 
girls who work in offices and shops. 
There is no good reason why in many 
of the more important places you should 
not become as able in meeting require- 
ments and in discharging responsibilities 
as are men, for an hogest attitude, in- 
formed mind and trained hand are of 
more value than the wearing of trous- 


ers. 
Rule of Fair Play 


Mr. Shepherd said that everyone who 
believes in America’s system of reward 
for individual effort and initiative must 
admit the injustice of withholding this 
rule of fair play in dealing with women, 
and concluded: 

“Women of insurance, you have earned 
your place of high regard in this busi- 
ness, but in so doing you have come 
under the law of responsibility, for abil- 
ity and responsibility are companions 
seldom apart. Therefore, be assured of 
your rightful possession of high privi- 
lege and urge your associates to a de- 
termination to be active parts in im- 
proving the technique and services of 
insurance. Recognize that you are capa- 
ble of understanding this business as 
thoroughly as men of equal brain and 
even better if you will better train your 
minds in its detail and will equip your- 
selves to deal with patrons fairly and 
effectively in the proper discharge of 
insurance contract obligations.” 
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NEW RESPONSIBILITIES... 
and that nervous feeling 


While insurance may not relieve all 

the nervous feelings that accompany 

new responsibilities, it can be helpful. 
e * 8 

In the situation portrayed, for example, 

insurance can banish worry over theft 


of wedding presents, jewelry and loss 
of or damage to personal luggage. 

* ® ° 
Likewise in buying a car, a home or 
furniture, insurance ends the danger of 
sudden financial loss from fire and 
other hazards. 

* a 


The agency system for selling insur- 
ance—through local agents and brokers 


THE ATNA 





HARTFORD, CONNECTICUT 


New York, Chicago, 
San Francisco, Charlotte, N. C., Toronto, Can. 


—also makes it easy for you to get 
insurance correctly fitted to your in- 
dividual needs. Thus, the local agent 
who represents the Aetna Fire Group 
is on the job every day of the year to 
give you his experienced advice . . . to 
tell you what to do in event of loss. 


It is also worth remembering that if 
your insurance is with a capital stock 
company, you are never liable for assess- 
ment. Back of your policy is both a 
paid-in capital and surplus. 


Don’t Guess About Insurance 
—CONSULT YOUR LOCAL 
AGENT OR BROKER 


FIRE GROUP 
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Since 1819 


through conflagrations, wars 
and financial depressions, no 
policyholder has ever suffered 
loss because of failure of the 











to meet their obligations. 
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PROPERTY FLOATER HEARING 





Virginia Agents Ask That Broad Cover 
Be Legalized; Marine and Casualty 
Companies Oppose 

A hearing was held Tuesday at Rich- 
mond, Va., before the State Corporation 
Commission on the petition of the Vir- 
ginia Association of Insurance Agents 
to have the state grant authority for 
the writing of personal property floaters. 
Specifically the association asked the 
commission to amend its order of 1934 
interpreting the nationwide definition of 
inland marine underwriting powers so 
that the way might be cleared for the 
writing of the householders’ compre- 
hensive coverage. The commission re- 
served its decision. 

Addressing the commission on behalf 
of the petition the association stressed 
the fact that twenty-one of the thirty- 
six states which had adopted an order 
holding that such coverage did not come 
under inland marine insurance had since 
rescinded it. The Virginia agents pro- 
pose to write the floater policy with a 
minimum premium of $50 for full cover- 
age, to write it for $35 with a $15 deduc- 
tible clause and for $25 with $25 de- 
ductible. 

Appearing in opposition were A. Chal- 
mers Charles of New York, counsel for 
the joint committee on interpretation and 
complaint, and L. A. Sawyer, manager 
of the burglary and plate glass division 
of the National Bureau of Casualty & 
Surety Underwriters. Harold L. Wayne, 
secretary-manager of the Inland Marine 
Underwriters Association, appeared as 
an expert witness. 





Standard Headquarters to 
Remain in N. Y. for Awhile 


Headquarters of the Standard of New 
York and Standard Surety & Casualty 
will be kept in New York for awhile and 
eventually moved to Hartford, according 
to President W. Ross McCain of the 
Aetna Fire, which now owns the two 
Standards. George Z. Day, president of 
these companies, will remain in that post 
while the companies are operated in 
New York. After the companies are 
transferred to Hartford he will be in- 
vited to become an officer of the Aetna 
Fire Group. d 

Work of bringing the Standards into 
the Aetna Group will be done with as 
little disturbance to the agency plant as 
possible, The Standard (Fire) will be- 
come a member of the E.U.A. and also 


the W.U.A. 


Midyette Report 


(Continued from Page 21) 





Mr. Midyette had this to say, in the 
form of two recommendations: 

“(a) That during the term of any in- 
dividual as president, beginning with the 
1941 - 1942 administration, the president 
would be excused from attending any 
state association meeting; that his time 
should be devoted to conferring with the 
employes in the New York and Wash- 
ington offices; attending conferences rep- 
resenting the agents at Washington 
when the occasion demanded it, and 
directing the policy of the administra- 
tion during his term as president. In 
addition thereto he should attend such 
annual meetings as the United States 
Chamber of Commerce, National Asso- 
ciation of Credit Men, American Man- 
agement Association, and such other 
organizations as it is deemed advis- 
able for him to attend. 

“(b) That your vice-president should 
go into the five sections of the country 
at least once, and preferably twice; at- 
tend state meetings in at least two states 
in the SEUA territory, two in the EUA 
territory, two in the WUA territory, two 
in the Pacific Coast territory, and two 
in those states belonging to neither of 
the above-mentioned territorial groups 
and known as open territory. The bal- 
ance of the state assignments would then 
be divided among the members compos- 
ing your executive committee and other 
executive officers. In my opinion this 
would be a more efficient operation.” 


HONOR HART DARLINGTON 





Retiring United States Manager Given 
Testimonial Dinner By Norwich 
Union Employes 
Hart Darlington, retiring United States 
manager of the Norwich Union Fire, was 
guest of honor at a testimonial dinner 
given by the employes of the company 
at Whyte’s Restaurant on Fulton Street 
Monday evening. Mr. Darlington be- 
came manager of the Norwich Union 
Fire in 1921 and souvenir menus bore 

the following tribute: 

“In esteemed tribute and appreciation 
of your everlasting personal interest in 
the welfare of your Norwich Union staff 
during the past two decades, this gath- 
ering is dedicated.” 

The dinner was organized spontan- 
eously by the employes of the company, 
and about 105 attended. The only guest 
was Mrs. Darlington. 

Mr. Darlington was presented with a 
cift of a motion picture camera and 
accessories. 

Several employes paid tribute to Mr. 
Darlington at the dinner, and a large 
number of telegrams congratulating him 
on his opportunity to take a permanent 
vacation were read. The retiring man- 
ager responded with a short talk. 

Everard P. Smith, secretary of Nor- 
wich Union, acted as toastmaster. Charles 
Meiely arranged the affair. 





Phoenix-Connecticut 


Field Changes in N. Y. 


As of July 1 State Agent Henry 
O'Loughlin will supervise business of 
the Phoenix-Connecticut Group in the 
territory of the Buffalo division of the 
New York Fire Insurance Rating Organ- 
ization. His address will be Room 512, 
Prudential Building, Buffalo, N. Y. Spe- 
cial Agent H. I. Carothers will continue 
to travel the central New York territory. 

Special Agent C, S. Tracy has been 
transferred from the New York terri- 
tory to Pennsylvania, where he will be 
associated with State Agent John V. 
Down, servicing central and eastern 
Pennsylvania. Special Agent Tracy’s 
new address will be 401 Walnut Street, 
Philadelphia, Pa. 





North America Appoints 
Joyce Publicity Director 


Arthur Joyce has been appointed pub- 
licity director of the companies in the 
Insurance Co. of North America Group. 
After a long daily newspaper training 
during which he was at one time city 
editor of the Philadelphia Evening 
Ledger he entered the advertising field 
with the Richard A. Foley advertising 
agency. 





J. C. Jamieson State Agent 
For Merchants Fire Group 


As of July 1 James C. Jamieson will 
be affiliated with the Merchants Fire 
Group as state agent for New Jersey 
and part of eastern Pennsylvania. Mr. 
Jamieson is a graduate of Blair Acad- 
emy, also a graduate of Syracuse Uni- 
versity, class of 1930. After graduation, 
he was employed by the Excelsior In- 
surance Co. of Syracuse as fieldman un- 
til 1935 when he went with the National 
Liberty in a similar capacity for the 
State of New Jersey. He has a wide 
acquaintance among agents throughout 
the state and goes to the Merchants 
well qualified to develop further the busi- 
ness of the Merchants Fire, the Mer- 
chants Indemnity and the Washington 
Assurance. 


Welton Talk 


(Continued from Page 21) 


shall be done by an insurance advisor 
who shall first prove that he really 
knows his business and who shall then 
receive a fee corresponding to the serv- 
ice he actually performs, 

“Isn’t that as it should be, and doesn’t 
it mean that the insurance man of to- 
morrow must be solidly grounded in the 











fundamentals of his business, that he 
must be experienced in the practice as 
well as informed of the theory of insur- 
ance, and that he shall keep himself con- 
tinually abreast of the rapid develop- 
ments in his business ?” 

The speaker took up the question of 
the disparity between mutual and stock 
company taxation and said that the 
whole principle of stock insurance and 
the American Agency System is on trial 
and “if we are going to have to fight, 
we should do our best to see that the 
fight is on equal. terms.” 

International Situation 


He said the international situation may 
obviate for the present the kind of 
TNEC inquiry the life companies went 
through, but said that is by no means 
certain and that there are some who de- 
clare that such an inquiry is imminent, 

“If and when that comes,” he said, “a 
defense will have to be made by com- 
panies but it is probable that producers, 
not as individuals but as members of a 
system of business development, will be 
called upon to demonstrate that they 
earn what they are paid and the way to 
prepare for that eventuality is to be 
worth the going rate of commission, 
whatever that may be.” 


Hatch Report 


(Continued from Page 21) 


pense to say nothing of printing costs 
and company expense. 

“A few years ago a plan known as 
the O’Beirne Proposal was introduced 
in the South. The main feature was 
the change in the fire insurance term 





rule. The schedule of charges was as 
follows: 

For one year the full annual rate. 
NWO? YOATS is seit 1. plus 8 or 18 
Three years...... 1.8 plus .7 or 2.5 
HOUT VEAES Sa cease 2.5 plus .6 or 3.1 
Five years........3.1 plus .5 or 3.6 


“The net result in this rating method 
would be to encourage the writing of 
five-year policies at a saving of slightly 
more than simple interest on the pre- 
mium investment. This idea was turned 
down by, I believe, the S.E.U.A. The 
only objection I have been able to find 
on the part of the companies is the in- 
creased unearned premium reserve 
which would have to be set up in the 
company statements. 

“T don’t consider this much of an ob- 
stacle, as it would be several years be- 
fore any large part of the company pre- 
mium reserves would have to be carried 
on a five-year basis. If such a plan can- 
not be put into effect, why not permit 
all fire policies to be written for a 
three-year term? Each year the rules 
are changed to add new classifications 
under the term rule so that it would 
not be such a great step to clean the 
slate and allow term rates on all poli- 
cies. If certain classifications would not 
stand this rate reduction, raise the an- 
nual rate slightly to compensate. Either 
of the aforementioned plans would re- 
sult in agency and company operating 
economy alike.” 





) . 
Women’s Meeting 
(Continued from Page 22) 
“Girls I give you a bachelor, the Hon- 
orable James M. McCormack (confiden- 
tially Nashville would welcome Berneeda 
Faulk). * * * Three cheers for those 
well versed insurance women who made 
such a fine showing of their insurance 
knowledge in the open forum of the sec- 
ond session—these open forums, B. D, O. 
style, will surely appear on a program 
of the local club (imitation is the sin- 
cerest of flattery). * * * 

And Felix Hargrett, assistant secre- 
tary, Home Insurance Co., not only 
knows how to conduct a forum but is a 
past master of the art of open house 
hosting, * * * 

_Notes at random—the girls tried to 
lift Gussye Bennett’s date book. Gussye 
is with the Home Insurance Company, 
Dallas. * * * Mary Berlin, of Denver, 
wearing a lovely diamond on the third 
finger left hand and interested in cur- 


— 


tains. * * * And to Bea Holcomb cop. 
gratulations on Mile-Hi-Ho, a club pub. 
lication that would be an honor to any 
chib: *°*"* 

Hold it just a moment, here is the 
picture man, Thomas G. Redden, mem. 
ber of executive committee, National 
Association of Insurance Agents, who 
assured us of the wholehearted coopera. 
tion of that body. * * * A big hand to 
pioneer insurance women, Sadie McGar. 
vey, founder of the Nashville Associa. 
tion of Insurance Women in 1923, ang 
to Kate McKay, of Dallas, mother of 
the club, which is second oldest one jn 
existence. * * * 

One of the most appreciative was Mrs, 
L, K. Conley, of El Paso, who came to 
gather data for forming a club in that 
town—may you be in St. Paul next year 
with a large delegation. * * * Sleep— 
What is sleep? That is what the girls 
want to know. * * * After meeting ad- 
journed the fifth and sixth floor doors 
were thrown open and visits and hos- 
pitality were exchanged far into the 
night, * * * 

The banquet struck a definite patriotic 
note. The program in the National 
colors — Spencer Welton’s (vice-presj- 
dent) Massachusetts Bonding and In- 
surance Co.) address and the singing of 
“God Bless America” by the colored 
singers from A. & I. College. * * * 
Mason and Dixon line disappeared with 
the singing of “Dixie” and other South- 
ern melodies as they responded to en- 
core after encore. 

Orchids !—a whole bouquet of orchids 
to Ethel Holman, general chairman of 
the convention, whose executive ability 
was evidenced by the fact that her plans 
were so well laid and executed that she 
was able to enjoy the convention almost 
as much as those without any responsi- 
bility. * * * We believe that the great- 
est point of concern to the men who ap- 
peared on the program was the jokes 
which they might appropriately include. 
The question gentlemen is, “Are insur- 
ance women ladies?” * * 

It comes to our ears that Bill Kehnle, 
New York Underwriters, acted as such 
a charming official greeter to delegates 
arriving after midnight including Los 
Angeles and Louisville that in many in- 
stances they insisted on being greeted 
over again, * * * 

One of the most definite indications 
of the enthusiasm of N. A, I. W. men- 
bers for their organization is evidenced 
by the fact that four clubs bid for the 
1942 convention. * * * St. Paul, which 
staged a beautiful campaign for the 
present convention, was back in full 
force for 1942. St. Paul is in the land 
of ten thousand lakes. * * * Portland, 
whose Eva Kloster, newly elected treas- 
urer, in her bid replied to St. Paul that 
she was offering a city of ten thousand 
men. (All tall, dark, handsome and 
single.) * * * Lincoln also extended an 
invitation and informed us that they 
would be back for 1943, * * * Fort 
Worth’s campaign was done to the tune 
of cowbells, it being cowtown where the 
West begins. When the vote was finally 
counted and the results announced St. 
Paul’s Irma Scottum dashed for the door 
to wire the good news home. * * * 

Rivaling Felix Hargrett as a paneller, 
as well as a host, was Clarke Smith, 
assistant manager, special service de- 
partment, Royal Insurance Co. * * * 
There were a lot of swiftly flying pen- 
cils taking notes for future reference 
throughout the panel by J. B, Latham, 
Hartford Accident & Indemnity Co. * * * 

In closing we want to pass on to you 
one of the highest compliments paid our 
association and that is the fact that 
Spencer Welton “famous conventioneer 
and raconteur” arrived late Thursday 
afternoon before the convention Friday 
and remained up until noon of the clos- 
ing day. * * * Since we are told that 
this much-in-demand insurance authority 
usually arrives just in time for his speech, 
departs shortly thereafter, we felt that 
his extended stay and assistance on some 
of our more important club projects and 
his widespread hospitality merits him 
gratitude of every member of the Na- 
tional Association of Insurance Women. 
Spencer Welton in words simple but 
sincere “We thank you.” * * * 


S, 
* 
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Current Problems Are 
Discussed by Zoercher 


BEFORE TENNESSEE MEETING 





Agents Told That Agency - Company 
Problems Are Being Approached 
in the Democratic Way 


In an address before the Tennessee 
Association of Insurance Agents at 
Nashville yesterday in which he dis- 
cussed the problems of particpating in- 
surance and production branch offices, 
Chris Zoercher of Tell City, Ind. mem- 
ber of the executive committee of the 
National Association of Insurance Agents, 
reported that these matters are in the 
hopper for further exploration and ma- 
chinery is now in motion for gathering 
opinions and information which will be 
helpful in arriving at an intelligent con- 
clusion. 

“T wish to call to your attention,” said 
Mr. Zoercher parenthetically, “that this 
method of arriving at and planning a 
course to pursue is done in the demo- 
cratic way. We too seldom thank God 
that we are living in a country that 
guarantees freedom of.action in conduct- 
ing our affairs without fear of govern- 
mental interruption. With our form of 
government we can discuss our problems 
at hand and arrive at an intelligent con- 
clusion.” 

Defense Contracts 

Expressing his confidence in the will- 
ingness of the business of insurance to 
do its part in the struggle to retain our 
free form of government, Mr. Zoercher 
referred specifically to contributions of 
the National Association in this direc- 
tion, calling attention to the reduced 
income and commissions which agents 
will receive on the insurance on govern- 
ment defense contracts under the new 
rating system. 

Mr. Zoercher commended the new pro- 
cedure as an improvement over the for- 
mer method, stating that “had it not 


been for the fine work of your officers, 
the interests of mutual insurance would 
still be in control. ... As set up, the 
stock companies (which you and I rep- 
resent) were just out, and believe me, 
it was no small task to bring about a 
reversal by which agency service would 
be recognized, and the capital stock 
companies receive their fair share of 
the business.” 

Although referring to this reduction 
in income as the agent’s “contribution 
to the cause,” Mr. Zoercher expressed 
the opinion that the continuing contacts 
which the new procedure preserves may 
be worth the price which the agent is 
required to pay in the form of reduced 
commissions, 

“Keep in mind,” counseled Mr. Zo- 
ercher, “your friend, the contractor, with 
whom you have had close business rela- 
tions in the past. If you were deprived 
of the opportunity to furnish him the 
bonds and insurance necessary in his de- 
fense contracts as you had been serving 
him in the past, it may be possible that 
he would acquire the mutual way of 
doing business. ... After this emergency 
is past, where is your contractor friend ? 
It may be possible that you have lost a 
client. The present plan still permits 
you to serve him with all his needs.” 


NORTH BRITISH OUTING 

The fourth annual outing and field 
day of the Employes’ Club of the North 
British and Mercantile Group on June 
17 started auspiciously enough with a 
boat ride up the Hudson River on the 
Peter Stuyvesant. At Indian Point 418 
members and guests debarked for an 
afternoon of relaxation and athletic 
events. Manager C. F. Shallcross, as- 
sisted by Assistant Managers George H. 
Duxbury and John L. Mylod, officiated 
in the running off of the ten events on 
the field day card. On the journey back 
dancing was enjoyed to the music of 
Billy West’s orchestra. Prizes were also 
awarded by the committee to the win- 
ners of various events. 





HONOR WILFRED KURTH 





150 of His Associates Give Him Dinner 
in Honor of Fifty Years’ Fine 
Work in Insurance 
More than 150 directors, officers, de- 
partment heads and old employes of the 
Home of New York honored Wilfred 
Kurth, who resigned recently as chair- 
man of the board, with a dinner in 
“recognition of fifty years’ contribution 
to the insurance industry” at the Wal- 
dorf-Astoria. Mr. Kurth’s brothers and 
a few close friends were also guests. 
The banquet was appropriately decorated 
in gold. Vice-President George E. Allen 

acted as toastmaster, 

Among the speakers were Charles G. 
Mayer and Lewis S. Clarke, directors 
of the company; A. M. M. Kirkpatrick 
of Wood & Kirkpatrick, Montreal, gen- 
eral agents of the company, and several 
senior executives. Oscar of the Waldorf 
also paid tribute to his friend of many 
years’ standing. 

On behalf of the party, President Har- 
old V. Smith presented to the guest of 
honor a fine watch and chain. The 
watch was inscribed with his initials 
and the dates 1891-1941, and the follow- 
ing lines: 

“These hands, 

As yours and mine, 
In friendship 

Tell more than time.” 

Also, “From your friends in the Home 
Insurance Co.” and the date. 

Mr. Kurth, in his response, availed 
himself of the privilege extended by the 
toastmaster to give some reminiscences. 
He expressed his pleasure that he had 
not accepted opportunities which had 
come to him to go to other companies 
but had remained with the Home. 


MRS. IDA M. RAGLAND DIES 

Mrs. Ida Marvin Ragland, 82, mother 
of Stuart Ragland, well known Rich- 
mond, Va., local agent and former presi- 
dent of the Virginia Association of In- 
surance Agents, died Monday. 
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REINSURANCE 


Kansas Special Agent 
For North British Group 


Effective July 1 the North British & 
Mercantile Group announces the appoint- 
ment of W. E. Stewart as special agent 
to be associated with State Agent H 
L. Knisely, supervising the agents in 
Kansas for the North British, Pennsyl- 
vania, Commonwealth, and Mercantile, 
members of the group. He will make his 
headquarters with Mr. Knisely in the 
Wheeler, Kelly & Hagny Building, 
Wichita, Kans. 

Mr. Stewart started in insurance some 
twelve years ago and has had experi- 
ence with various prominent groups of 
companies, spending all of his time in 
the Mid-West territory. He has been 
employed both in the office and in the 
field, and comes well equipped to be of 
effective service in the handling of local 
agency problems. 
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Washington Office For 
Stock Insurance Urged 


MIDYETTE SPEAKS IN FLORIDA 





Agents’ Ass’n President Believes Entire 
Business Should Be Well Repre- 
sented in Capital 





Continuing his direct approach to 
major current problems in the business, 
and strongly emphasizing his recently 
expressed pleas for realistic appraisal 
and readjustment of such problems, 
President Payne H. Midyette of the 
National Association of Insurance Agents 
urged the establishing of an office in 
Washington representing the entire cap- 
ital stock insurance industry in an in- 
tegrated fashion, in the course of an 
address before the annual convention of 
the Florida Insurance Agents’ Associa- 
tion at Jacksonville on June 20. 

Declaring that, in his opinion “our 
next most important job is public rela- 
tions with public officials,” Mr. Midyette 
said: “I believe that each of you will 
agree with me that if there is an in- 
dustry in the United States that should 
have an adequately staffed office in 
Washington, the seat of our Federal 
Government, it is the capital stock in- 
surance industry. May I say that the 
administration of the National Asso- 
ciation for a long time has been urging 
upon the fire, casualty and surety in- 
surance companies the advantage that 
would accrue to the industry as a whole 
by having a Washington office—this of- 
fice to be clothed with the responsibil- 
ity of furnishing the Government with 
all of the insurance information it may 
request, and at the same time doing an 
adequate public relations job. 

Business Not Adequately Represented 
in Washington 

“I have heard it said a great many 
times that the business of insurance 
was not represented in Washington in 
a manner that satisfies the apparent ne- 
cessities existing there. We must real- 
ize, and I believe that each of you can 
understand, that during the past sev- 
eral years—and particularly so in the 
past year—a great many insurance ques- 
tions having various angles have de- 
veloped. 

“Those in authority in the Government 
have been attempting to explore these 
various questions and we must realize 
that those in authority in Washington 
are generally without insurance experi- 
ence. We must further realize that a 
great many of those individuals cannot 
understand that the insurance business 
for over one hundred years has been 
predicated on the law of averages and 
premium rates ascertained with relation 
to losses and expenses. 

“There have been several instances in 
which those departments have expressed 
a belief that insurance should be pur- 
chased somewhat in the manner in 
which commodities are purchased— 
namely, on a wholesale basis; that a 
large buyer of insurance, as large as 
our Federal Government, ought to be a 
preferred purchaser. This thinking, in 
my opinion, has led to considerable con- 
fusion which has been the means of 
some departments setting up their own 
insurance departments and rating formu- 
las, and notifying the business of insur- 
ance of their desire to purchase insur- 
ance along the lines of their preference. 
If the capital stock insurance industry 


had been adequately represented for the 
past several years and had recognized 
the new conditions, we would not have 
found ourselves in the position which 
obtains at present in a great many in- 
stances. 


Four Suggestions 


“Your present administration has 
given a lot of thought to this matter; 
we have had some conferences and I 
am hopeful that in the future the in- 
dustry as a whole may be able to co- 
ordinate and consolidate its efforts so 
that an adequate office may be estab- 
lished representing the insurance indus- 
try, operating, may I suggest, somewhat 
along these lines: (1) public relations; 
(2) furnish insurance information; (3) 
no underwriting or acceptance of busi- 
ness by the office, but coordinating this 
office with other offices for the under- 
writing and acceptance of business; (4) 
the office to have a manager of out- 
standing ability and prestige, with three 
assistants—one representing the casual- 
ty and surety business, one representing 
fire and allied lines, and one represent- 
ing the agents, 

“As each of you know, we have had 
a Washington office since 1935. With 
the limited staff that we have had and 
with the limited finances with which we 
had to carry on, we have done an un- 
commonly good job, in my opinion. May 
I say that the National Association will 
continue to expend every effort to the 
extent of its facilities.” 

Another important feature of Mr. 
Midyette’s address was his reiteration of 
his previously enunciated suggestion that 
consideration be given to the subject of 
a classification of agents “whereby the 
producers of the country would be classi- 
fied and remunerated on a basis of serv- 
ices performed and not by a stated per- 
centage to all.” After detailing the three 
classes into which agents might be 
grouped under his proposal, Mr. Mid- 
yette declared that he believed the “com- 
missions should be adequate to produce 
a sufficient income to all classes of 
agents for their operations and with 
proper management produce a reason- 
able profit.” 


MARYLAND AGENTS MEETING 


Indications are for a record attend- 
ance at the mid-Summer convention of 
the Maryland Association of Insurance 
Agents, which is headed by Guy T. War- 
field, Jr., of Baltimore. The gathering 
is being held at Ocean City, Md., where 
the members and their families and 
friends occupy the entire George Wash- 
ington Hotel. It opened on June 26 with 
registration, the speakers and forum 
sessions being held today. 
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Honor Marquand Teacher 
With “Victory” Dinner 





HERBERT J. POHS 


As instructor in charge of insurance 
courses of the Marquand School of the 
Central Branch of the Y,. M. C. A,, 
Brooklyn, H. C. Pohs was guest of honor 
at the “victory” dinner tendered by the 
students of the class of March, 1941, 
at the Y. M. C. A. June 20. Lauretta 
Koltun, one of the students, presided as 
toastmaster and presented Mr. Pohs with 
an engrossed testimonial, reading as fol- 
lows: 

“Because of the untiring and unselfish 
way in which you have given yourself to 
our interests, and because of the profit 
your helpful suggestions and efficient 
training have brought to all of us, we 
use this scroll as a perpetual record of 
the expression of our gratitude.” 





Graduating Exercises June 30 
Of Society’s Brokers Class 


Next Monday afternoon, June 30, at 
85 John Street, New York, the Insur- 
ance Society of New York, Inc., will 
hold graduating exercises for about 
thirty who completed the agents’ and 
brokers’ course last year. Superintend- 
ent of Insurance Louis H. Pink and 
George Jameson, his deputy superintend- 
ent in charge of licensing, will attend. 
The various agents’ and brokers’ asso- 
ciations in the New York area will be 
represented. 


MAY FORM NEW LOCAL BOARD 


Darien, Conn., may soon form a local 
board of fire and casualty agents. Giv- 
ing consideration to the matter are 
Edwin W. Cooper, Darien local agent; 
David A. North, New Haven; Leonard 
F. Whelan, Greenwich, and Paul H. 
Taylor, New Haven. Mr. North is vice- 
president of the Connecticut Association 
of Insurance Agents and a member of 
the executive committee of the National 
Association. Mr. Whelan is a _past- 
president of the Connecticut Association 
and Mr, Taylor is se¢cretary-treasurer of 
the state body. 
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New Qualification Act 
Passed in Connecticut 


NOW BEFORE GOVERNOR HURLEy 





Sponsored by Connecticut Ass’n of In. 
surance Agents It Would Bar 
Agents of Controlled Risks 





Governor Hurley of Connecticut now 
has on his desk for approval or veto the 
new agency qualification bill passed by 
the state legislature. This bill was spon- 
sored by the Connecticut Association of 
Insurance Agents and strikes at agents 
being licensed to write controlled busj- 
ness. In its current issue the Connectj- 
cut Agent, publication of the state asso- 
ciation, says: 

“The passage of house Bill No, 1005, 
introduced by Representative Andrew 
Twaddle of Rockey Hill, culminates an 
ambition fostered by the Connecticut 
Association for a number of years. Ef- 
fort for the accomplishment during pre- 
vious legislative years was withheld in 
deference to Insurance Commissioner 
Blackall, who during his early adminis- 
tration preferred to give the old lawa 
trial. The successful campaign for en- 
actment this year, however, eventuated 
not only with Commission Blackall’s 
support but with the active assistance 
of the Hartford companies.” 

Statement by Cowles 

President E. S. Cowles, Jr., of the 
state association who directed the leg- 
islative venture made this comment upon 
learning of the bill’s passage: 

“The new law is not a cure-all, and 
it is aimed primarily at the controlled 
business situation. It is a step in the 
right direction, and J hope that at the 
next session of the legislature, we may 
be able to attack the part-time licensed 
agent question. The law will, of course, 
become operative when the governor's 
signature has been affixed, and _ since 
the bill had the approval of Commis- 
sioner Blackall and the Connecticut 
companies, we do not expect any com- 
plications in the way of gubernatorial 
veto.” 





Kansas City Committees 


For Agents’ Convention 


One hundred and forty active commit- 
tee posts are filled in the line-up of 
local Kansas City committees which will 
serve in connection with the forthcom- 
ing annual convention there of the Na- 
tional Association of Insurance Agents, 
October 13-17, according to an official 
announcement made this week by Ray- 
nolds Barnum of Kansas City, general 
chairman of the convention. Mr. Barnum, 
who is also president of the Insurance 
Agents Association of Kansas City, host 
board for the big gathering, stated that 
while practically all major committees 
already had been functioning for some 
time, completion of the committee ros- 
ter in its entirety has just been effected. 

A complete list of the committees and 
their chairmen follows: general chair- 
man, Raynolds Barnum; vice-chairman, 
Harry M. Gambrel; secretary, Louise 
Price; entertainment, C. S. Stubbs, 
chairman; finance, Fred V. Griffith; 
golf, James R. Sydnor; housing, Fred V. 
Griffith; information, Cliff L. Johnston; 
invitation, Cliff C. Jones; ladies, Mrs. C. 
S. Stubbs; monitor, R. W. Lovelace; 
program, Frank W. Wilbur; printing, 
Robert H, Mann; publicity, William J. 
Welsh; reception, Joseph J. McGee; 
registration, Hoyt S. Nelson; transpor- 
tation, R. D. McMillen. 


ST. PAUL SCHOOL COVERS 


Eight million dollars worth of public 
school insurance in St, Paul was awarded 
last week on a three way split—65% to 
the St. Paul Fire & Marine as repre- 
senting the Insurance Exchange of St. 
Paul; 20% to non-board companies and 
15% to the General of Seattle. It is 
written on a three year basis. The In- 
surance Exchange members will share 
in the commission on a 65% percentage 
of the total, all members of the exchange 
thus benefiting. 
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THEY CAME BACK 


Refugees leaving San Francisco—as caught by a cameraman 
during the conflagration of April, 1906. Seldom has history 
recorded such a catastrophe—and never have the people of 
any city surpassed the courage shown by the 280,000 San 
Franciscans who were forced to flee from their burning 
homes. But they came back to build a bigger and better 
San Francisco, aided in their tremendous task by more than 
$200,000,000 paid in claims by stock fire insurance companies. 






The Queen Insurance Company of America, then in its 
TH ae fifteenth year of operation and now celebrating its fiftieth 
ANNIVERSARY Li anniversary, was one of the five insurance companies (other 


than those whose loss was nominal) which paid all claims in 


full, immediately on adjustment, without discount. 
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Taylor Advises Selling 
Three Year Protection 


SPEAKS TO FLORIDA AGENTS 





Agents Should Keep Unearned 
Commission Reserve; Lean 


Years Ahead 


Says 


Harold E. Taylor, sales promotion 
manager of the American Insurance 
Group, speaking at the annual meeting 
of the Florida Insurance Agents Asso- 
ciation at Jacksonville, June 20, said that 
the next six months will afford the 
greatest opportunity of this generation 











HAROLD E, TAYLOR 


for the sale of insurance on personal 
property. 

He said that insurance salesmen are 
in an enviable position as perhaps the 
only salesmen not vitally concerned at 
the moment with the danger of over- 
selling insofar as making delivery is 
concerned. While the buying power 
during 1941 will exceed all history, he 
said, this will not continue and he ad- 
vised agents to sell all new business 
and renew all expiring business on a 
three-year basis. “Point out,” he said, 
“that not only does it mean a saving 
to the assured, but he may not have the 
wherewithal to buy insurance a year 
from now, 

“There is a greater opportunity now 
than there will be in some time to come 
to interest your customers in a complete 
insurance program. Push the insurance 
survey and analysis idea. The time will 
come when they will thank you if you do, 
and berate you if you don’t.” 


Insurable Values Increased 


Mr. Taylor said that insurable values 
have increased and the public has money 
to spend for insurance protection; that 
the agent who does not try will get 
some additional income, and the one 
who tries will get as much as he can 
handle. Again warning that the present 
business opportunities are temporary in 
their nature, Mr. Taylor continued: 

“I am a company man, and in spite 
of the faults companies have, they also 
have many virtues in the way of sound 
business principles. One of the rea- 
sons they remain sound during good 
times and bad is their practice of keep- 
ing an unearned premium reserve. Why 
shouldn’t agents maintain an unearned 
commission reserve? 

“T have asked you to make a special 
effort to sell three-year business during 
the next six months so your customers 
will be protected during the lean years. 
I wouldn’t be doing right by you if I 
didn’t warn you to protect yourselves 
from the coming lean—or leaner—years. 

“Your commission earnings from per- 


mal insurance during the next six 
months will be greater than any six- 
month period next year. Quite possibly, 
more than the entire year. Why not 


put away two-thirds of it for use during 
the next two years? 
“A Gallup survey reports that Florida 


is the most interventionist of all the 
states, and it will be found that every- 
thing I have said has a direct bearing 
on the defense and preparedness pro- 
gram. The agent is the center of it. It 
is his duty to see that his customers and 
his other townspeople secure all of the 
insurance they need now while they can 
afford it. It will aid the housing prob- 
lem; the merchant whose income de- 
pends upon the financial status of the 
agent’s customers; the taxing problems 
of the town, and, of course, the agent 
—both as to his personal security, and 
his contribution to the general welfare 
of his community.” 





National Union Fire 
General Agents For S. C. 


The National Union Fire of Pitts- 
burgh, through George B. Leonard, 
Southeastern manager, has announced 


appointment of McCants & Riley of Co- 
ulmbia as general agents for South Car- 
olina. 

The general agency, comprised of R. 
M. McCants and G. Owen Riley, was 
organized in 1934, both members pre- 
viously having been fieldmen for various 
companies, building up a strong follow- 
ing among local agencies. Since operat- 
ing on a general agency basis the firm 
has had a good experience and during 
the past year organized the Catawba 
Fire Insurance Co. with Mr. McCants 
as president and Mr. Riley as vice-pres- 
ident and secretary. 

R. H. Lewis of Greensboro, N. C., 
state agent of the National Union for 
the Carolinas, will hereafter devote his 
entire time to servicing the North Caro- 
lina agents. 





Essex County, N. J., Agents 
Renew Survey Plan Offer 


The Essex County, N. J., Association 
of Insurance Agents has renewed its offer 
to survey the insurance placed by New- 
ark’s Insurance Fund Commission. A 
few years ago the county board offered 
to make such a survey without charge. 
The Insurance Fund Commission ac- 
cepted the offer but named a survey 
committee of its own which was not 
acceptable to the agents’ association. 

Details of that survey made by the 
committee, which included William P. 
Berry, Harry Lowy, Building Superin- 
tendent Bigelow and the late Building 
Supervisor Isetts were not made public. 

At a meeting of the agents Tuesday 
night Walter A. Schaefer presented a 
resolution that a committee of Newark 
members offer to survey the fire and 
casualty insurance needs of the city. 
The resolution was adopted. 

At a meeting of the Insurance Fund 
Commission Louis Saperstein, secretary, 
announced that Commissioners Villani 
and Byrne are conducting a joint survey 
of insurance placed on buildings and 
properties under control of their depart- 
ments. A ruling whether the Insurance 
Field Commission can place insurance 
for the Board of Education and the 
Housing Authority will be asked of the 
law department. The commission now 
places a part of the Board of Education’s 
insurance. It was suggested centraliza- 
tion in handling the insurance would 
bring economies. 


Niver-Browne Wedding 


Kathryn Mary Browne and E. Chaun- 
cey Niver, executive vice-president of the 
New York Board of Fire Underwriters 
and most loyal gander of the New York 
City Pond of Blue Goose, were married 
Tuesday morning at St. Paul’s Church, 
115 East 117th Street, New York City. 
Miss Browne was employed by the New 
York Board for several years. 








CONNECTICUT AGENTS’ OFFICER 

John Kk. Pratt of Waterbury, Conn., 
has been elected a regional vice-presi- 
dent of the Connecticut Association of 
Insurance Agents to succeed Hugh Gil- 
man of Waterbury, who has entered the 
national military service. Mr. Pratt is 
a member of Hollis D. Segur, Inc. 
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Prizes Are Awarded to 
Rhode Island Students 


TOOK AGENTS’ ASS’N COURSES 





Cash Prizes Were Given by Providence 
Washington, Rhode Island and Equi- 
table F. & M. 





Prizes were awarded last week to the 
five students receiving the highest marks 
in the examinations taken in April by 
the students of the Rhode Island Asso- 
ciation of Insurance Agents 1941 course 
of instruction on the general principles 
of insurance. First prize of $25 was 
awarded to Miss Anne F. Dunn, secre- 
tary-underwriter in the Providence serv- 
ice office of the Loyalty Group. Miss 
Dunn attained the highest mark, 91.5%. 

Frank B. Esau, bookkeeper in the 
Frank Bishop Co. agency in Pawtucket, 
R. L, was awarded second prize of $20 
and his mark was 90.5%. Russell C. 
Shailer, who does business as the Upham 
agency in Edgewood, and who joined 
the Rhode Island Association during the 
progress of the course, received third 
prize of $15, his mark being 89.5%. 

Fourth prize of $10 went to Leonard 
I. Feingold, an agent of Taunton, Mass., 
for his mark of 88%, Mr. Feingold was 
also a recent convert to the agents’ 
organization, having joined the Massa- 
chusetts Association during the progress 
of the course. Edith H. Tallman, a 
clerk in the office of Henry E. Davis, 
president of the Rhode Island Associa- 
tion, received fifth prize of $5 for her 
mark of 87.5%. 

The prize fund was donated by the 
three Providence capital stock fire in- 
surance companies, the Providence 
Washington, the Rhode Island and the 
Equitable Fire & Marine, each organi- 
zation contributing $25. 

Four other students received honors 
in the examinations which were given 
under the supervision of the Insurance 
Institute of America, Inc. Joseph S. 
McCormack of the G. L. & H. J. Gross, 
Inc., Agency, Providence, received a mark 
of 87%. Frank P. Comstock, Sanderson 
Bros., Providence, R. I., received 85.5% 
as did David S. Moulton of the R. A. 
Hurley Agency in Providence and Don- 
ald K. Knee of the Gross Agency like- 
wise received a mark of 85.5%. Of the 
forty-six students completing the exam- 
ination, all received passing marks with 
the exception of six and the average 
mark of the class was 76.3%. 





On Elks Defense Committee 


Governor Lehman, Mayor LaGuardia 
and other New Yorkers, including 
George Gordon Battle, former Congress- 
man Bruce Barton, Herman A, Bayern, 
Judge Bissell, Deputy Motor Vehicle 
Commissioner Charles J. Conklin, for- 
mer Assistant U. S. Attorney for the 
Southern District of New York Robert 
Daru, Judge Hulbert, Congressman 
Michael J. Kennedy, Charles W. Loos, 
former Mayor John P. O’Brien, Lieu- 
tenant Governor Poletti, Judge Pecora, 
former U. S. Attorney Tuttle, and As- 
semblyman Robert F. Wagner, Jr., have 
accepted patriotic service as members 
of the national defense committee of 
B. P. O. Elks No. 1 and each member 
will do his part in this national emer- 
gency. Mr. Bayern, an insurance broker, 
secretary of the national defense com- 
mittee, announces that an organization 
meeting was held in the home of the 
lodge on June 19, attended by a major- 
ity of the members, and that by unani- 
mous vote Judge Garrison, who is the 
Exalted Ruler of No. 1 Elks, was elected 
chairman, Mr. Wagner, Jr., vice-chair- 
man, and Mr. Bayern, secretary. 





ELECTRICAL EQUIPMENT LIST 
_ Underwriters’ Laboratories, Inc., has 
Just issued a 525-page List of Inspected 
Electrical Equipment. This list includes 
all listings up to May 1, 1941, and re- 
places lists, supplements and bulletins of 
earlier dates, This list is revised semi- 
annually. 


New Stevens Insurance 


Premium Loan Service 


More than 12,000 banks in the United 
States are receiving announcements of 
a new insurance premium loan service 
that has been inaugurated by the Ste- 
vens Plan of White Plains, N. Y. Un- 
der this service all loans offered to local 
banks by local insurance agents will be 
prepared in detail by the Stevens Plan, 
leaving to the bank only the few essen- 
tial details such as collecting the first 
payment, having the note and assign- 


ment forms for the balance of the pre- 
mium signed by the policyholder, pay- 
ing the full premium to the agent, and 
collecting the future payments when due. 

The note and assignment form to be 
used will be identical to the one used by 
the Stevens Plan and which has the 
approval of insurance companies. 

Prior to paying the full premium to 
the agent, each loan will be confirmed 
by the individual insurance companies 
involved. At the same time the insur- 
ance companies agree to honor the 
bank’s assignment of the unexpired pre- 
mium (taken as collateral security for 


the loan) in the event of default and 
requiring the cancellation of the policy. 
Likewise, at the same time the insur- 
ance companies agree to include the 
name of the local bank in any loss check 
or draft issued to the insured if the 
payment of a loss reduces or voids the 
unexpired premium. 

Considering the rapid changing methods 
of banks, Allan C. Stevens, originator 
of the Stevens Plan, states. that many 
bankers, particularly those in the me- 
dium and small cities or towns, have 
little time to make the proper study of 
this highly specialized type of loan. 
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Your part in the 
[5th Annwersary — 


In the seventy-five years ensuing since 
it was organized, the capital stock fire 
insurance companies constituting the Na- 
tional Board of Fire Underwriters have 
expended millions of dollars in an engi- 
neering service of protection. Because of 
their efforts, homes and business property 
everywhere are safer from fire and thou- 
sands of lives have been saved. Today, 
in America’s emergency, the experience, 
training, and engineering personnel of 
the National Board are safeguarding the 
nation’s young men and the industries 
producing defense material. 
evident, in your community, that pur- 
chase of capital stock insurance gives 
support to this worth while public spirited 


service. 





HARTFORD FIRE INSURANCE COMPANY 


HARTFORD 


Make it 


CONNECTICUT 
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Agents of Kentucky 
Re-elect Woodall Pres. 


ANNUAL CONVENTION IS HELD 





Commissioner Goodpaster Tells How to 
Cooperate to Prevent Arson and 
Sabotage During Emergency 





Reliable stock insurance companies 
have successfully weathered world-wide 
catastrophes in the past and are fully 
expected to emerge from the present 
international holocaust without crippling 
damage if proper precautions are taken, 
S. Roy Woodall, Paducah, Ky., re- 
elected president of the Kentucky Asso- 
ciation of Insurance Agents, told mem- 
bers of that organization at the forty- 
eighth annual convention held in Louis- 
ville, June 18, 19 and 20, at the Brown 
Hotel. 

In addition to Mr. Woodall, other of- 
ficers elected for the coming year are 
James J. Hackworth, Shelbyville, re- 
elected first vice-president; Norman A. 
Chrisman, Pikeville, elected second vice- 
president; Peyton Bethel and Bertha 
Van Overbeke, Louisville, re-elected 
secretary-treasurer and office secretary, 
respectively, and a new office created, 
that of assistant secretary, to which Fred 
W. Keisker, Louisville, was elected. The 
new assistant secretary will devote the 
major portion of his time to member- 
ship work. 

Asks Curb on Appointments 

In his annual address to the members 
President Woodall expressed strong op- 
position to the licensing by insurance 
companies of individuals for the pur- 
pose of securing one or two accounts 
or the business of one firm and sug- 
gested that insurance companies making 
a practice of this should not be sup- 
ported or represented by members of 
the association. 

Explanation of plans now under way 
for insurance men to co-operate in the 
prevention of acts of arson and sabotage 
during the war emergency were outlined 
by Mr, Woodall following a speech by 
Sherman Goodpaster, Director of Insur- 
ance, State of Kentucky, who empha- 
sized the part possible for the insurance 
profession to play in this respect and 
reported that the entire staff of arson 
investigators attached to his department 
had been placed at the disposal of the 
Federal Bureau of Investigation and the 
National Defense Council, without cost, 
to co-operate in heading off sabotage in 
defense industry and to prevent produc- 
tion delays. 

Speakers on the convention program 
included George H. Parker, manager 
Kentucky Actuarial Bureau; Paul C. 
Grider, president Kentucky Fire Under- 
writers Association; Gordon Kellner, 
president Casualty and Surety Managers 
Association ; Thomas G. Redden, Greens- 


boro, N. C., executive committeeman, 
National Association of Insurance 
Agents; Roy A. Duffus, Rochester, N. 


Y., publicity and education committee of 
the National Association and chairman 
of education committee, New York State 
Association of Local Agents; George C. 
Cundiff, Chicago, farm department, 
Home Insurance Co.; Howard W. Brad- 
shaw, Delphi, Ind., vice-president In- 
diana Association of Insurance Agents; 
G. R. Reed, Columbia, Ky., national 
councillor; and Francis W. Potter, field 
supervisor the Aetna Casualty & Surety. 
possible reduction in business in 
the automobile field due to the an- 
nounced policy of the Federal Govern- 
ment to suggest—and perhaps enforce— 
curtailment of production of motor cars, 
and to discourage installment buying in 
general would be certain to affect in- 
surance sales, according to expressions 
of members from the floor. However, 
the association took no definite action 
in this respect. 
WILLIAMS WITH HOME 
E. F. Williams, who has been con- 
nected with the Los Angeles branch 
office of the Fire Companies’ Adjustment 
Bureau, has resigned his position and 
has associated with the Los Angeles 
branch office of the Home of New York 
as an adjuster. 


NAMED EXECUTIVE SECRETARY 


Lon Sullivan to Hold That Post with 
Georgia Ass’n of Insurance Agents 
and the Atlanta Ass’n 


Rutherford L. Ellis, president of the 
Georgia Association of Insurance Agents, 
has announced appointment of Lon Sul- 
livan, former state commissioner of pub- 
lic safety, as executive secretary of the 
association. Simultaneously Henry Mor- 
gan, president of the Atlanta Associa- 
tion of Insurance Agents, announced 
that Mr. Sullivan had been named ex- 
ecutive secretary to serve the Atlanta 
organization as well. 

Major Sullivan, who was replaced as 
head of the Georgia State Highway 
Patrel last January, was one of the 
original organizers of the department. 
He served as director of safety educa- 
tion, and deputy commissioner in charge 
of the driver licensing program, before 
being named commissioner by the Board 
of Safety in 1939, 

President Ellis stated that his organi- 
zation recently decided to employ a full- 
time manager-secretary, whose duties 
would be to cooperate with the twelve 
local insurance boards now organized in 
the state. He is also to be in charge 
of a newly created public relations 
bureau, and of the association’s insur- 
ance school, which is usually held dur- 
ing the summer on the University of 
Georgia campus at Athens. Major Sul- 
livan will assume his new duties July 1. 





Redden Backs Coextensive 


Local Board Membership 


The importance of coextensive mem- 
bership of local boards with their state 
and national associations was stressed 
by Thomas Gresham Redden of Greens- 
boro, N. C., member of the executive 
committee of the National Association 
of Insurance Agents, in the course of 
an address at the annual convention of 
the Kentucky Association of Insurance 
Agents at Louisville on June 19. 

Speaking on the subject of “Coexten- 
sive Membership—Its Importance to 
Your Association and Mine,” Mr. Red- 
den reinforced his remarks with case 
history experiences of concrete advan- 
tages obtained in many sections of the 
country through the adoption and fur- 
therance of the coextensive idea. 





ROYAL-LIVERPOOL OUTING 


Over 1,200 staff members representing 
both the fire and casualty companies of 
the Royal-Liverpool Groups attended the 
groups’ annual outing at Playland, Rye, 
N. Y., on June 19. Ideal weather fa- 
vored the carrying out of the many 
events and forms of entertainment which 
had been arranged and an orchestra 
provided music for dancing on the boat, 
State of Delaware, which had been char- 
tered for the occasion. The soft ball 
team, representing the casualty compa- 
nies, were victors over the fire and ma- 
rine divisions, and suitable trophies will 
be awarded to them. 


Wm. H. McGee Is Dead; 
Long in Marine Field 


HEADED UNDERWRITING FIRM 





Represented Providence Washington 
Since 1884; Honored with Many High 
Posts in His Field 





Funeral services for William H. Mc- 
Gee, prominent New York marine un- 
derwriter, were held Wednesday at his 
late residence in Mount Vernon, N. Y., 
with interment at Hinsdale, Ill. Mr. Mc- 
Gee, who was chairman of the board 
of Wm. H. McGee & Co., Inc., 111 John 
Street, died at the Mount Vernon Hos- 
pital, Sunday night, after a long illness. 
He was 77 years old 

Mr. McGee was born in Brooklyn on 
November 4, 1863, and after attending 
Brooklyn public schools until he was 
13 years of age he entered insurance 


in the office of Wreaks _& Chubb, 
brokers. In 1884 he went with the ma- 
rine department of the Providence 


Washington at Providence, R. I, Three 
vears later he became marine agent for 
the companv in New York City and in 
1914, with Eugene J. F. Coleman and 
Robert B. Jennings, organized Wm. H. 
McGee & Co. Messrs. Jennings and 
Coleman left the underwriting office 
about a decade later. 
any Companies Represented 

Wm. H. McGee & Co. now represents 
the St. Paul Fire & Marine, Phoenix 
of Hartford, Northern Assurance, Sun 
Insurance Office of London, Security of 
New Haven, Equitable Fire & Marine, 
East & West, Providence Washington, 
Anchor, Sun Underwriters, Patriotic and 
Camden Fire. 

Mr. McGee served as president of the 
Board of Marine Underwriters in 1917- 
18, as deputy chairman of the American 
Hull Underwriters Association in 1918, 
secretary of the American Institute of 
Marine Underwriters from 1905 to 1918 
and president from 1921 to 1923. He 
served as a member of the American 
Committee of Lloyd’s Register of Ship- 
ping from 1916 to 1923 and from 1922 
to 1925 he was denuty chairman. He 
was chairman in 1933-34. He was a 
member of the American Bureau of 
Shipping. He was a Mason and a mem- 
ber of the Downtown Association and 
India House, 

Mr. McGee was actively engaged in 
marine insurance for more than fifty 
vears. Because of ill health he had been 
inactive for the last eight years and it 
was during this time that he became 
chairman of the board of his company. 

Surviving are two sons, Edward and 
William H. McGee, Jr.; two daughters, 
Mrs. Mabel Baldwin and Mrs. Helen 
M. Shanley; four brothers, two sisters 
and seven grandchildren, 


BUFFALO DIVIDEND OF $3 
Directors of the Buffalo Insurance Co. 
have declared a dividend of $3 a share 
payable June 30 to stockholders of rec- 
ord June 24, 
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FLORIDA AGENTS ELECT 





Hunter Brown Again President of Stat. 
Association; H. J. Arrant Is First 
Vice-President 
At the annual meeting of the Florid 
Insurance Agents Association in Jack. 
sonville,~ June 20, members declared 
themselves “ready and willing to serve 
our country in every possible way” dur. 
ing the national defense emergency, 
Hunter Brown of Pensacola was re. 
elected president of the association for 
the ensuing year, Other officers are H, 
J. Arrant, Miami, first vice-president; 
Frank D. Moore, Tallahassee, second 
vice - president; O. Mitchell Stallings, 
Tampa, national councillor, and A, ¢ 

Eifler, Tampa, secretary. 

New directors are George Wright, 
West Palm Beach; J. P. Lassiter, Lees- 
burg; J. H. Gold, St. Petersburg, M. §S, 
Bergowe, Orlando; H. R. James, Jack- 
sonville; James Warren, Tampa; Roland 
Hardy, Pompano; Sam W. Johnston, 
Fort Myers, and Harold Ryman, St. 
Augustine. 





Premium Gains 
(Continued from Page 1) 


cars. This means, consequently, that the 
volume of automobile insurance written 
will be much higher than during the first 
six months of 1940. Automobile insur- 
ance losses have improved during the 
second quarter of this year and a good 
year is expected even though material 
rate reductions went into effect this 
month, 

Two forces are at work which will 
tend to offset one another with respect 
to automobile losses. It is expected that 
the moral hazard will improve because 
car buyers, believing it will be difficult 
to replace cars for some time to come, 
will more consciously try to protect their 
automobiles against damage and will also 
keep them in good repair. On the other 
hand thousands of cars are today being 
bought by factory workers who use 
them in going to and from their work 
which results in tremendous congestion 
of cars at nearly all factories, thus in- 
creasing the collision hazard. Also, 
roads leading to army camps are heavily 
congested on week-ends, resulting in 
many minor and major collisions. 

In the inland marine field premium 
production of many companies is at 
least 10% above the figure for the same 
period last year, and 1940 showed a 
considerable gain over 1939. Railroad 
freight traffic is very heavy and inland 
marine underwriters say that their in- 
come on coverages other than straight 
transportation is rising. 

Ocean marine underwriting has been 
spotty so far this year. While marine 
and war risk premiums have been large 
on South American and _ trans - Pacific 
business the marine markets have lost 
business on routes shut off by the war 
this year and also on many United States 
flag vessels taken over by the Govern- 
ment for use by the Navv and Army 
or for use by the British under the lend- 
lease act. Many old ships have come 
into service and their seaworthiness does 
not compare with the better type of 
American vessels withdrawn from regu- 
lar service or with many of the ships 
under foreign flags that have been sunk 
by submarines, mines or aerial bombard- 
ment. 





PEARL HEARING JULY 10 


Insurance Commissioner J. J. Holmes 
of Montana has tentatively set July 10 
as the date for hearing of revocation 
of licenses of the Pearl and affiltated 
companies in that state. 
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Misappropriation of Auto Held to 
Be a Theft by D. of C. Court 


In an action on an automobile theft 
policy the evidence showed that the 
insured employed a colored boy who 


delivered papers at his house to clean 
and polish his car for $2, the boy to 
furnish the materials. The car was 
parked about a block from insured’s 
house. The boy called for the keys, 
which were given him by insured’s wife, 
after consultation with insured. Neither 
insured nor his wife authorized the boy 
to move the car, but he did so, taking 
several other colored boys for a ride 
into Maryland. 

On his return into the District of 
Columbia, and when taking one of the 
boys to his home, he accidentally 
wrecked the automobile. He was in- 
dicted for violation of the District of 
Columbia statute, providing that “any 
person who, without the consent of the 
owner, shall take, use, operate or re- 
move,” etc. “an automobile or motor 
vehicle, and operate or drive or cause 
the same to be operated or driven, for 
his own profit, use, or purpose,’ shall 
be subject to fine and imprisonment. He 
pleaded guilty and was placed on pro- 
bation. 

Question Whether Joy Ride Is Theft 


The question in the action on the 
policy was whether the boy’s acts con- 
stituted “theft” within the meaning of 
the policy. The company contended that 
theft is synonymous with larceny, which 
requires a specific intent to steal in ad- 
dition to an intentional trespass; in 
other words, it argued for the common 
law definition of larceny; the strictest 
possible construction of the word, in 
favor of the insurer and against the 
insured, 

On appeal from a judgment for the 
plaintiff, the District of Columbia Court 
of Appeals, Pennsylvania Indemnity Fire 
Corp. v. Aldridge, 117 F. 2d 774, affirmed 
the judgment of the following reasons: 

The court applied the rule that in 
construction of an insurance policy, if 
its language is reasonably open to two 
constructions, the one most favorable to 
the insured will be adopted, and that 
any fair doubt as to the meaning of its 
own words should be resolved against 
the insurer. Also, that unless it is ob- 
vious that words which appear in an 
insurance policy are intended to be used 
in a technical connotation, they will be 
given the meaning which common speech 
imports. 

Common Law Larceny 

There were here all the elements of 
the common-law crime of larceny ex- 
cept specific intent permanently to de- 
prive the owner of his property. The 
ultimate question, therefore, was wheth- 
er the word theft is reasonably open to 
a construction or definition broad 
enough to include other offenses similar 
in nature but lesser in grade than com- 
sel law larceny. 

“The only rule as to felonious intent 
in larceny in which all the cases can 
be reconciled is that the intent of the 
taker must be to appropriate the stolen 
property to a use inconsistent with the 
property rights of the person from 
whom it was taken. It cannot be dis- 
puted that Harrison intended, in this 
case, to make use of the misappropriated 





CHARLES H. DENINGER DIES 

Charles H. Deninger, 77, former part- 
ner with Frank Isherwood in the Smith 
agency in Bradford, Pa., died recently 
after several months’ illness. He had 
retired from the insurance business 
eighteen months ago. 


car in a manner inconsistent with the 
property rights of appellee.” 

The court mentioned statutory defini- 
tions of theft and Jarceny in several 
states, some of them “expressly changing 
the common-law definition by eliminat- 
ing the requirement of intent perman- 
ently to deprive the owner of his prop- 
erty.” It took the position supported 
by a number of cases that misappro- 
priation of automobiles may be theft 
within the meaning of that word as used 
in insurance policies, although the evi- 
dence, for one reason or another, would 
have been insufficient to prove common- 
law larceny, at the same time listing 
the cases where the contrary has been 
held, which have the numerical weight 
of authority. 


With all the emphasis that there is 
now upon automobiles and motor car 


production one is likely to forget that 
there is still a tremendous amount of 
money invested in horses, saddlery, har- 
ness and equipment, says C. E. Roberts, 
Jr., marine special agent for the Pacific 
department of the Boston and Old Col- 
ony companies. Writing in the June 
issue of the companies’ publication, the 
Accelerator, Mr. Roberts says that ac- 
cording to the Department of Commerce, 
in 1940 there were 13,931,531 horses, 
mules and colts on farms and ranches 
in the United States. Add to that all 
the horses owned by riding academies 
and livery stables, and all the privately 
owned horses, and you arrive at a huge 
total. 

In 1939 saddlery, harness and whips 
valued at $10,423,740 were manufactured. 
The annual gross income of the 893 rid- 
ing academies and livery stables is $3,- 
860,000, That is “big business.” 

The horse and wagon floater is de- 
signed to protect this great investment 
by insuring horses and/or mules, horse 






















































































































































































A bold and dauntless mariner was Francis 
Drake. Setting sail for Peru via Cape Horn 
in 1577, “The Golden Hind,” 
forced a passage through the Straits of 
Magellan to the Pacific. Heading north, he 
sailed along the coasts of Peru and Mexico, 
taking prizes and looting towns. Looking 
for a way back to the Atlantic, he sailed up 
the coast of North America as far as Ore- 
gon, finally anchoring north of San Fran- 
cisco in what is now “Drake’s Bay.” Drake 
possessed the new land and named it “New 
Albion.” To avoid capture by Span- 
ish ships he decided to turn west and 
sail around the world. Returning 
home, Drake was knighted by Queen 
Elizabeth for his splendid contribu- 
tion to the English Navy. 


his vessel, 





ARINE insurance protection 
—embracing numerous and 





ever-broadening forms of coverage—has 
played its part as another splendid con- 
tribution to the wide-spread growth of 
ocean travel. 

Specialists in marine insurance under- 
writing since 1872, Appleton & Cox. 
Inc., maintains an expert organization 
to assist you in dealing with ocean and 
inland marine risks. . . . Nation-wide 
coverage for your assureds through 
branch offices and general agencies in 
principal cities all over the world! 


APPLETON & COX 


INCORPORATED 
INLAND 


OCEAN AND 
MARINE UNDERWRITERS 


111 JOHN STREET, NEW YORK 


Branches in Principal Cities 





Horse and Wagon Floaters Can Be 
Sold to a Large Number of People 


and/or mule drawn vehicles, saddlery, 

harness, liveries, blankets and similar 

equipment, wherever they may be in 

continental United States or Canada. 
Finding Prospects 

How can you find prospects for this 
form of insurance? A _ ride through 
the park will show many of them out 
for a canter on the bridle paths, The 
horsemen’s association of your city will 
no doubt be glad to give you a directory 
of membership. Riding academies and 
livery stables need the coverage on 
horses and equipment owned by them 
as well as on animals owned by others 
and stabled at their premises. Through 
them you can learn the names of pri- 
vate owners. 

Dairies, stock farms, riding academies, 
ranchers and farmers are all excellent 
prospects. You who live in the Central 
States will find that 73% of the horses 
and mules on farms and ranches in the 
United States are located in your are1. 

Basically, the policy insures against: 
a. Fire, lightning; b. collision, derail- 
ment or overturn of conveyance while 
in transit by railroad or motor vehicle, 
and c. stranding, sinking, burning or col- 
lision of ferries, including general aver- 
age and salvage charges. 

Vehicles and equipment are insured 
against direct loss or damage by these 
perils, while horses and/or mules are 
insured against death or destruction 
only, resulting from or made necessary 
by these perils. Vehicles and equipment 
are also covered against loss or damage 
by flood (rising navigable waters) and 
collapse of bridges. 

The policy is subject to 100% co-in- 
surance and is divided into three sec- 
tions covering: a. Horses and/or mules 
b. horse and/or mule drawn vehicles. 
and c. harness, saddlery, liveries, blank- 
ets and similar equipment, with a limit 
of liability set opposite each class. 

Rates 

The minimum premium is $10 and the 
rate is based on the annual tariff fire 
contents rate applicable to floating prop- 
erty in and out of the highest rated 
premises in which the property is cus- 
tomarily located, including such allow- 
ances for 100% co-insurance as may be 
permitted. 

Where no “in and out” 
lished, deduct 40% from the 100% co- 
insurance fire contents rate; or where 
only flat rates apply, deduct 40% from 
the full dat rate. To the basic fire rate, 
when determined, add a loading charge 
of ten cents. 

In cases where different in and out 
rates apply to high or low valued horses 
and mules, the rate applicable to the 
lowest valued horse or mule shall be 
deemed to be the rate applying to any 
property covered by this form of policy 
is higher than or equal to the fire con- 
tents rate, such fire contents rate shall 
be used, in accordance with the pre- 
scribed formula. 

Collision and/or upset (not to be con- 
fused with collision or overturn of trans- 
porting conveyance) may be insured for 
an additional rate of 2%. With a $25 
deductible the additional is 1% and with 
a $50 deductible it is fifty cents. Strikes, 
riots and civil commotions, tornado, 
windstorm, hail and earthquake coverage 
may be obtained at the published tariff 
rates otherwise applying. 


rate is pub- 





COMPANY SALE APPROVED 

official of the Loui-- 
ville Fire & Marine, Louisville, Ky., states 
that more than the 90% requirement 

stock vote, necessary in the comany’s 
plan to dispose of the company, had been 
received, but that the actual transfer 
would not take place for about three 
weeks. As far as stockholders are con- 
cerned every thing is agreed to, but the 
name of the buyer will not be divulved 


Charles Tachau, 


until the deal is completed, which will be 
in July. 
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Prize-W inning Indemnity Co. Agents 
Entertained in Phila., Atlantic City 


Addresses Made by President Diemand and Executive Vice- 
President Stellwagen; National Defense in Spotlight; 
Vice-President Benjamin Rush, Jr., Chairman 


One hundred field representatives who 
were the grand prize winners in the 
20-40-60 sales campaign of the Indemnity 
Co. of North America spent two days as 
guests of the company in Atlantic City 
this week following a visit to the home 
office and to historic spots in Philadel- 
phia and nearby points of interest such 
as George Washington’s headquarters at 
Valley Forge. They were welcomed at 
the home office by Thomas F. Case, head 
of the automobile department, who was 
chairman, and by the twenty-four other 
members of this committee. Touring the 
building they saw (and were impressed 
by) the Insurance Co. of North Amer- 
ica’s collection of fire marks and fire 
relics. 

The story of Valley Forge was told to 
the visitors by Arnold Bliss of Indem- 
nity’s bonding loss department, a keen 
student of Colonial history. Luncheon 
was served at the Gulph Mills Golf Club, 
one of the most famous clubs in the East. 


Significance of 20-40-60 


Upon arriving in Atlantic City late 
Tuesday afternoon—by special cars from 
Philadelphia—and with the Claridge Ho- 
tel as their headquarters—the agent- 
guests were treated to a combination 
recreational and business program that 
will long be remembered. Indemnitv’s 


Vice-President Benjamin Rush, Jr., who 
conducted the 20-40-60 campaign, was 
chairman of the business sessions. Prin- 


cipal speakers were John A. Diemand, 
president of all the North America com- 
panies, and H. P. Stellwagen, executive 
vice-president of the Indemnity Co. The 
meetings were real get-togethers at 
which speaking was informal, the chair- 
man asking each man to get up and tell 
how he wrote the business which made 
him one of the grand prize winners. 

“We're Twenty in Forty and Going 
Like Sixty” was the campaign slogan 
and under its stimulus Indemnity’ s agents 
last year—the company’s twentieth anni- 
versary year—produced a premium vol- 
ume which was 11% greater than that 
of 1939. Each month of the campaign 
(Summer months excluded) a specific 
line of casualty or surety was featured. 
This resulted in an all-round healthy 
crowth. 

Among the chief points brought out 
in addresses made at this meeting was 
the necessity for cutting the overhead 
costs of doing business and the impor- 
tance of making a greater proportion of 
the premium dollar available for losses. 
The relation of the national defense pro- 
gram to casualty insurance was also fea- 
tured and led to a warning that casualty 
underwriters should not blind themselves 
to other lines, in the interest of a wide 
and varied distribution of the risk. Vice- 
President Stellwagen, who visualized cas- 
ualty insurance in a new era, had much 
to say on this and collateral subjects. 


Diemand for Charter Expansion 


Expansion of the charter authority of 
individual insurance companies, permit- 
ting them to write multiple lines in the 
interest of a simplified and more com- 
prehensive cover for the assured, was 
favored by Mr. Diemand. In welcoming 


the agents he reiterated the stand advo- 
cated originally by Benjamin Rush, chair- 
of the board of the North America, 


nan 





who suggested that instead of three sets 
of insurance companies transacting the 
business that should and could be trans- 
acted by one, “why not grant the insur- 
ance companies the charter authority to 
sell every kind of insurance the public 
wants to buy?” 

“Such simplification,” said Mr. Die- 
mand, “would make for greater efficiency 
in service to the public; would materi- 
ally reduce onerating costs and most cer- 
tainly it would lessen the confusion now 
apparent because of complicated charter 
set-ups.” 

In First Phase of New Era 

The Federal Government’s practice of 
letting defense contracts on a cost-plus 
basis, in the opinion of Mr. Stellwagen, 
will influence the government to “take 
a very real interest in every cent of 
cost and apply the microscope to insur- 
ance.” In the matter of reducing over- 
head costs, he suggested the possibility 
of issuing policies in certain classifica- 
tions, especially automobile covers, with- 
out expiration dates, continuing them in 
force by periodic billing of premiums, as 
in the accident and fidelity business, 

“We are still in the midst of the first 
phase of this new era, namely the phase 
of tremendous and ever-expanding pro- 
duction for defense,” said Mr. Stell- 
wagen. “Already we have found out that 
certain ideas which we had previously 
held have gone by the board and that 
certain new ideas must be grasped and 
adopted if we are to keep our place in 
the procession. Among the developments 
which we anticipated were increased pay- 
rolls influenced by overtime pay and 
bonuses, making for a sharp increase in 
workmen’s compensation premiums, and 


(Continued on Page 33) 


C. E. Dalrymple Inspirational In 
“Nothing Short of All Out” Address 


Newly Elected President of National A. & H. Association 
Ready for Man-Sized Job Ahead; Pays Tribute 


to Founders of Organization 


Los Angeles, June 24.—Clyde E. Dal- 
rymple, general agent, Preferred Acci- 
dent in Milwaukee, was elected president 
of the National A, & H. Association at 
today’s business session of the twelfth 
annual convention here. Mr. Dalrymple 
moved up from first vice-president. A 
popular figure in the organization, he 


has been a national officer since the 
annual meeting in Milwaukee in June, 
1937. 


On hand to share in Mr. Dalrymple’s 
pleasure in receiving the highest post 
in the association was Arthur C. Bohen, 
treasurer of the Preferred Accident in 
its New York home office. He is on 
a Pacific Coast business tr’p which tied 
in nicely with the convention. It was a 
proud occasion for Clyde Dalrymple to 
have a senior officer of his own com- 
pany present. 

Entered Business in 1910 

President Dalrymple’s initial insurcnce 
job was in an insurance and real estate 
office in Monmouth, Ill. in 1910. His 
first company post came in 1920 when he 
joined the Travelers, took its home office 
training course, and worked as a special 
agent out of the Hartford branch. The 
following year when that company 
opened a branch in Des Moines he was 
assigned to it as casualty department 
manager. Three years later to a day 
he took a similar post for the Travelers 
in Minneapolis and there he stayed until 
November, 1930. 

Prior to establishing his present agency 
in Milwaukee he supervised the central 
states for the Preferred Accident. Sens- 
ing the opportunity which existed in 
Milwaukee to develop an agency confined 
to Milwaukee county only, he resigned 
his home office post in September, 1935, 
to step out for himself. Specializing in 
A. & H. and automobile lines, his busi- 
ness has grown so rapidly in the past 
six years that he has tripled the size 
of his original offices. 

Pleas for “All Out” Effort 

His wholehearted interest in the Na- 
tional Association and in the widespread 
advancement of the A. & H. business 
was indicated in Mr. Dalrymple’s key- 





Highspots Of Diemand’s Address 


President Diemand got a splendid re- 
ception from the prize winning agents 
as he rose to address them. He has 
great popularity in the field, knows per- 
sonally Indemnity Company’s producers, 
and is one of the most highly respected 
executives in the insurance business. In 
the audience as guests were Claude W. 
Fairchild, general manager, Ray Mur- 
phy, assistant general manager, and J. 
Dewey Dorsett, casualty department 
manager of the Association of Casualty 
& Surety Executives. Women leaders 
present included Louise M. Reese, who 
runs an agency in Mansfield, O. From 
Puerto Rico was William Munch. Young- 
est of the leaders’ group was Charles E. 
Mather of the famous Mather office, 
Philadelphia. Byron Jenkins, city treas- 
urer of Ventnor, a suburb of Atlantic 
City, was joshed a lot because carfare 
money to bring him to the meeting was 
just 7 cents. 

The necessity for a more cooperative 
public relations policy in the insurance 
business was emphasized by Mr. Die- 
mand in his address. He said that fire 
and casualty companies must co-ordinate 
their best efforts in putting across the 
stock company story. Each division of 
the business has been a bulwark in the 
protection of American business and the 
American public and the picture of what 


these companies have done and are do- 
ing to make the country a safer place 
to live in, and in upholding the economic 
structure, must be publicized. This is 
necessary not only for the benefit of in- 
surance, but for the welfare of the people 
and the business world. 

President Diemand then gave figures 
illustrating the tie-up between casualty 
and fire insurance. Fire companies who 
own casualty affiliates in 1940 wrote 
$570,000,000 of premiums out of a total 
of $943,000,000. Casualty affiliates wrote 
$532,000,000 out of a total of $870,000,000 
written by stock casualty companies. 
It will thus be seen that in 1940 fire 
and casualty companies having affiliates 
wrote two-thirds of the total volume of 
business done by the stock companies. 

In discussing the necessity for “across 
the board” representation Mr. Diemand 
told of the barriers erected by various 
states so that casualty companies can- 
not write fire insurance nor can fire 
companies write casualty insurance. It 
is to the interests of both public and 
agent, he felt, that these barriers come 
down so that the public can obtain the 
protection it needs. Agents who sell 
complete protection through one group 
of companies can operate less expen- 
sively, more effectively, and with greater 

(Continued on Page 33) 











Officers Elected 


Los Angeles, June 24.—Officers of the 
National Association elected here today 
for the coming year are as follows: 

President, Clyde E. Dalrymple, gen. 
eral agent, Preferred Accident, Mil- 
waukee. 

First Vice-President, George L. Dyer, 


Jr., Columbian National Life, St. Louis, 

Second Vice-President, Homer J, 
Bisch, National Casualty manager, 
Toledo. 


Third Vice-President, Clarence A, 
Sholl, Globe Casualty, Columbus. 

Elected to three-year terms on the 
executive committee were C. Norman 
Green, Hoosier Casualty, Indianapolis; 
F. Glenn Packwood, assachusetts 
Bonding, Kansas City; Fred M. Walters, 
General Accident, Philadelphia; Wesley 
A. Hammer, Loyalty Group, New York. 
Elected for two-year term: O. L. Deloz- 
ier, Atlanta; one-year term: H. H. Jones, 
Commercial Casualty, Detroit and E. H. 
Ferguson, Great Northern Life, retiring 
president. 





note address at this morning’s session. 
Entitled “Nothing Short of an All-Out” 
it was an inspirational appeal to Na- 
tional Association members to eliminate 
“the easy-lazy-let-someone-else-do-it at- 
titude” and to get down to business. Mr. 
Dalrymple paid tribute to the founders 
of the association whose vision, courage 
and determination made this twelfth an- 
nual convention a reality. “Let us re- 
dedicate ourselves unselfishly and whole- 
heartedly to further the ideals, principles 
and objectives of our National Associa- 
tion,” he urged. 

President Dalrymple indicated that 
there would be no smug complacency 
about his administration when he said: 
“We have a real man-sized job ahead 
of us. We must prove the trust with 
which we have been charged; must prove 
our courage and willingness to tackle 
this job and see it through.” 

Outlining the procedure in this all 
out effort, the speaker likened associa- 
tion development to that of a company’s 
field force. “Our activities are organized 
into districts or territories with a man 
of ability, initiative and leadership in 
charge as superintendent of agencies or 
regional supervisor. Intensively develop- 
ing their respective charges these ex- 
perts expound the practices of their com- 





See Pages 34 to 39 inclusive for a 
detailed report on other features of 
the National A. & H. Association con- 
vention in Los Angeles June 23-25. 





panies, promptness of service rendered 
and value of the product. If we will 
apply this procedure as a permanent 
effort in behalf of our association then 
we shall rapidly assume that pinnacle 
of prestige so desired by all.” 

The speaker then reviewed accomplish- 
ments of the past year, indicating that 
with the growth of the National Asso- 
ciation the public was certain to be- 
come more A. & H. insurance conscious. 
He gave high praise to the Indianapolis 
and Kansas City association “for their 
remarkable growth” and said: “You 
have shown what can be done when 
properly organized and with your hearts 
set upon a definite goal.” He predicted 
that the Indianapolis formula for man- 
agers’ associations to reach and acquire 
producer members will be adopted by 
other locals. 

That Mr. Dalrymple will give personal 
attention to development of associate 

(Continued on Page 36) 
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Midyette Scores Leslie 
On Graduated Fee Plan 


ADDITION TO N. E. SPEECH 





Conditions Near Breaking Point; War 
Department Plan Disturbs Com- 
pany-Agency Relations 





Declaring that “this condition is fast 
reaching the breaking point with me,” 
President Payne H. Midyette of the 
National Association of Insurance Agents 
comdemns activities looking toward ex- 
tension into general practice of the War 
Department’s comprehensive insurance 
plan for cost-plus-a-fixed-fee defense 
contracts, through which the agent is 
compensated by the insured on a grad- 
vated fee basis. This condemnation was 
expressed in an addition to his original 
speech as prepared for delivery before 
the New England Association June 25. 

Mr. Midyette’s attack was directed 
against a statement made by the New 
York Insurance Department and, more 
particularly, two statements accredited 
to General Manager William Leslie of 
the National Bureau of Casualty & 
Surety Underwriters. The New York 
Department’s statement was to the ef- 
fect that whereas the plan was born of 
an emergency and applies only where 
the government is concerned with cost- 
plus contracts, it may be generally ac- 
ceptable when the emergency is over. 

Leslie Approved Plan 

Mr. Leslie has been quoted as having 
said that he approved the plan in prin- 
ciple and recommended it for study on 
general business in all states. Mr. Mid- 
yette said it was hard for him to believe 
that the executives of the companies 
would permit Mr. Leslie’s statement to 
go unchallenged, but that thirteen days 
later Mr. Leslie was again cited as be- 
lieving that some misconception of his 
position had arisen over the former 
statement. He reiterated his position 
that the principle of expense gradation 
by size of risk, would be applied to 
business generally and that “business 
written under the plan would not be un- 
profitable to the companies.” Following 
is Mr. Midyette’s reply to that position: 

“It would have been much more satis- 
factory and quite a relief to the agents 
of the country had he also said that he 
did not approve of the divorce theory 
contained in the War Department plan, 
wherein agents and companies are sepa- 
rated and the agents transferred to the 
assureds in the role of advisors, where 
they must look for compensation, thus 
entirely changing the theory upon which 
insurance has been written ever since 
the casualty and surety business was 
organized. We had been led to believe 
that the plan was only for the war 
emergency. Now it seems that it may 
be extended to business generally. 

“It seems to me that the support that 
organized stock companies have had 
from organized agents is unparalleled in 
any other business of which I know. 
I am beginning to question whether this 
loyalty will continue. I should like to 
suggest to the executives of the com- 
panies which we represent that I believe 
the time has come when they must 
analyze, and analyze carefully, what is 
going on in the business, because, in 
my humble opinion, unless there is shown 
to the agents of this country a greater 
loyalty by our companies, I believe that 
it will not be long before the loyalty 
of the producers to the companies they 
represent will not be the same. 

“Il believe that I am in a position to 
know something of the temperament and 
the thinking of the agents of this coun- 
try and I say without any reservation 
that this condition is fast reaching the 
breaking point with me. 

“T believe that each of you will agree 
that the local agents of this country 
have contributed much towards the suc- 
cessful development and operation of 
the organized stock fire and casualty 
companies. Should the time come when 
the organized stock companies do not 
have the same type of support that, they 
have had in the past, then I believe they 
will be the greater losers.” 





Stellwagen Address 


(Continued from Page 32) 


an improvement in the underwriting re- 
sults of that classification of business. 

“Suddenly we were jolted out of our 
complacency by the War Department's 
announcement that it would buy its in- 
surance on a competitive bid basis at 
the lowest net cost, and some stock com- 
panies found themselves excluded from 
that business. 

“The new plan of writing workmen’s 
compensation and liability insurance on 
defense contracts, drafted by the War 
Department and published over the sig- 


‘nature of the Assistant Secretary of War, 


is a cost-plus scheme of insurance. It is 
designed to eliminate the necessity for 
competitive bidding. Because it seemed 
to put all companies on an equal basis, 
the plan was quickly embraced by the 
stock companies and its adoption urged 
before the authorities of the several 
states. It may be wondered. however, 
whether everyone has even yet grasped 
the fundamental implications in the new 
plan. They are: 


Implications in New Plan 


“First. a greatly reduced overhead ex- 
pense allowance for companies; second, 
a greatly reduced commission rate for 
agents coupled with the principle that 
agents should look to their clients for 
their fees and not to their insurance 
companies; third, a sharply reduced prof. 
it to both companies and agents; and 
finally, and perhaps most important, let 
it be noted that the plan was conceived 
by a Federal authority and presented to 
the state rate-making authorities in such 
a way that it has already been adopted 
by most states, many of which heretofore 
have been extremely jealous of their 
prerogatives in the development and 
adoption of rating plans.” 

In Mr. Stellwagen’s opinion “we shall 
have to accept without further debate 
the proposition that a greater proportion 
of the premium dollar must be made 
available for losses. The attitude of 
government thus far has made that prop- 
osition abundantly clear. Private indus- 
try, which has been inclined to that 
opinion for some time, will undoubtedly 
require the adoption of that principle 
as a consideration for doing business 
with stock companies. Expense ratios 
must come down, particularly in the writ- 
ing of sizeable risks. Graduated expense 
loadings producing comparatively less 
dollars for company overhead and 
agents’ commissions as premiums in- 
crease in size must now be accepted 
as a necessary part of any rating 
method.” 

Companies and agents alike, the speak- 
er predicted, will have to adopt new 
methods to enable them to render service 
at less cost. He urged that this prob- 


lem be attacked jointly and _ said: 
“Agents and companies will have to 
cooperate as never before if we ex- 


pect to solve it with satisfaction.” 
Policies Without Expiration Dates 


Discussing the matter of policy revi- 
sions, Mr. Stellwagen declared: “We 
might well consider the possibility of 
issuing policies in certain classifications 
without expiration dates, continuing them 
in force by periodic billing of premiums 
in somewhat the same fashion as is now 
done with the accident and fidelity busi- 
ness. Perhaps in this wav we can lift 
the burden of the annual renewal of 
most of our business with its consequent 
expense and bother. 

“We micht well consider, too, the ex- 
tension of the nhilasophy of blanket or 
comprehensive insurance to the individ- 
ual risk. A blanket personal liability 
policv may have its virtues in persuad- 
ing the individual of the necessity for 
complete protection and so enabling the 
agent to combine all necessary forms of 
miscellaneous liability insurance for the 
individual in one contract with a simple 
insuring agreement and with a minimum 
of exclusions. In that way a more ade- 
quate premium could be derived from the 
individual risk and the remuneration to 
the agent on the larger premium might 


J. Stewart Pearce to Join 

Massachusetts Bonding 
IS NATIONALLY KNOWN AGENT 
At 





Be Resident Vice-President 
Chicago; Spencer Welton Re- 
turns to Home Office 


To 





J. Stewart Pearce of Pearce, Porter 
& Martin, Tulsa, Okla., is retiring from 
the agency on July 1 to become resident 
vice-president at Chicago and head of 
the Illinois department for the Massa- 
chusetts Bonding. At that time Vice- 
President Spencer Welton, who has been 
making headquarters at Chicago, will 
return to Boston and make the home 
office his permanent headquarters. 
Arthur McCarthy, will continue as Chi- 
cago manager of the company. 

Mr. Pearce is nationally known in the 
insurance business, and Pearce, Porter 
& Martin, founded by him in 1910, is 
one of the largest agencies in the South- 
west. In withdrawing from the agency 
and entering company ranks, Mr. Pearce 
takes with him years of experience as 
engineer, producer and expert in office 
management. 

3orn in Saltsburg, Pa., he went to 
Wesleyan at Middletown, Conn., and was 
graduated from the Massachusetts In- 
stitute of Technology in 1909. His 
family having moved to Tulsa, Mr. 
Pearce was induced by his father to 
settle there. Since there was no immedi- 
ate outlet for his engineering training 
he decided to devote it to the insurance 
business, and he bought a small agency 
in Tulsa, now Pearce, Porter & Martin, 
just three years after Oklahoma acquired 
statehood. : 

Jack A. Porter joined the agency in 
1913 and Hunter A. Martin came with 


it in 1915. Mr. Porter retired several 
years ago since which time Messrs. 
Pearce and Martin have directed the 
business. 


Active in Ass'n Affairs 


Mr. Pearce’s prowess in office man- 
agement led him to be chosen some 
years ago as chairman of the better 
business methods committee of the Na- 
tional Association of Insurance Agents, 
and he spent much constructive effort in 
setting up a model office operating 
system. 

He has long been prominent in that 
organization as well as in the National 
Association of Casualty & Surety 
Agents. He was president of the Okla- 
homa Association of Insurance Agents 
for three terms and has been a wheel- 
horse in the local board at Tulsa. 

Mr. Pearce has specialized largely on 
the casualty and surety lines, and his 
knowledge of production and underwrit- 
ing equip him to be of great value to 
the Massachusetts Bonding as the head 
of its Illinois department. 





overcome the stringencies of reduced 


overhead expense loadings.” 
Be More “Choosy” 


Cautioning casualty underwriters to be 
more “choosy” in the selection of risks, 
Mr. Stellwagen closed by saying: 

“In these days of huge spending for 
defense with billions of dollars flowing 
into industrial production, it takes a 
certain strength of character to resist 
the temptation to build up an extraordi- 
narily large premium volume with the 
justification of depressing an already 
high expense ratio. To yield to this 
impulse, however, is to forget the first 
rule of sound underwriting, which is 
that a company must effect a wide and 
varied distribution of risk in order to 
permit the operation of the law of large 
numbers. 

“We must continue to seek such dis- 
tribution of risk by developing all the 
casualty and bonding lines and not allow 
ourselves to be diverted to only one line 
by the lure of tremendous premiumis. 
Specifically, we must not let the possi- 
bility of securing huge workmen’s com- 
pensation premiums on defense opera- 
tions blind us to the necessary develop- 
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War Dep’t Rating Plan 
Accepted by Michigan 


Insurance Commissioner Eugene Ber- 
ry of Michigan on June 23 accepted for 
filing in that state “in accordance with 
the Michigan insurance law” the War 


Department’s comprehensive insurance 
rating plan applicable to cost-plus-a- 
fixed-fee defense work. The Commis- 


sioner’s action came at a meeting in 
Lansing the same day of the Michigan 
regional committee of the National Coun- 
cil on Compensation Insurance. Captain 
Reese F, Hill, insurance section mana- 
ger, War Department, attended this 
meeting and spoke. So did H. F. Rich- 
ardson, secretary, National Council. 

Commissioner Berry stipulated that ap- 
proval of the plan will not affect any 
policies covering defense work already 
in force. 


F. & D. to Build in N. Y. 


The Fidelity & Deposit of Maryland 
has purchased and will soon erect its own 
building in New York City at the cor- 
ner of Fulton and William Streets across 
from the Royal-Liverpool and Aetna 
Buildings. C. F. Noyes Co. handled the 
transaction, 


Diemand Address 


(Continued from Page 32) 
satisfaction to the public if they are 
permitted to operate on the all-risk 
basis. The public is entitled to have an 
entire liability protected under one cover. 
Furthermore, the public needs protection 
obtained as simply as possible. It makes 
economic and business common sense. 
There has been too much “man-made 
control” limiting legitimate activities of 
insurance companies in their endeavors 
to provide needs of insured. There 
should be a relaxation in too rigid re- 
strictions of certain states. 

Speaking of the sales campaign which 
brought the winners to Atlantic City, 
President Diemand said that the increase 
in the company’s premium income dur- 
ing 1940 was $1,420,000 over 1939. The 
momentum of the campaign has been re- 
flected in the first five months of 1941 
by a considerable gain in premium 
volume. 








ment of accident, liability, burglary and 
automobile lines, and our fidelity and 
surety bonds. 

“But we should not shun the large de- 
fense jobs; on the contrary we expect 
and desire to handle our fair share of 
that business.” 
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Indianapolis Wins Ferguson ‘Trophy; 


Kansas City Cited as Runner-Up 


Cornett Presents President’s Trophy to Norman Green for 


Local Association; Names San Francisco Third and Newark 


Fourth; Tells of Part of A. & H. in Defense Program 


Los Angeles, Cal., June 23—The Fer- 
euson trophy, presented by President E. 
H. Ferguson to the local association for 
the most outstanding achievement in ad- 
ministration, activity and participation, 
was awarded to the Indianapolis Accident 
& Health Association at the opening ses- 
sion of annual meeting of the National 
Accident & Health Association here to- 
day. The Kansas City, Mo., association 
won honorable mention, San Francisco 
came third and Newark, N. J., fourth. 

Award of the trophy was made by W. 
B, Cornett, Loyal Protective, Columbus, 
Ohio, chairman of the executive com- 
mittee and immediate past president of 
the organization. It was received by 
Norman Green, who has just retired as 
president of the Indianapolis associa- 
tion, and under whose administration 
the organization made the record which 
won the trophy for it. This is the first 
year the trophy has been in competition, 
as it was donated by President Ferguson 
almost immediately after he took office 
last year. 

In making the award, Mr, Cornett 
dwelt on the history of the organization 
and its purposes. He paid tribute to 
Mr. Ferguson, who has been a member 
of the organization since its inception, 
and served for two years as its executive 
secretary. “He has worked exception- 
ally hard during the past year as presi- 
dent of this organization,” Mr. Cornett 
said, “and he has accomplished untold 
good; a number of his ideas already in 
operation, will go a long way toward 
reaching the goal the originators had in 


mind.” 
Basis of Award 


The basis of the award to Indianapolis 
was the following: regular monthly 
meetings, membership increase of 112%, 
membership opened to producing agents, 
organization of A. & H. circles outside 
of the city, a representation of twenty- 
five members at the annual meeting at 
Coiumbus last year, and prompt re- 
mittance of national dues. in addition, 
the association entertained the mid- 
year meeting, holding a civic banquet in 
conjunction with the Indianapolis Cham- 
ber of Commerce with the Governor of 
the state as the principal speaker; held 
a sales congress which was attended by 
250 insurance people; had a breakfast 
rally at which the Governor read his A. 
& EH. Week proclamation; engaged in an 
active publicity campaign. A successful 
A. & H. Week program was also con- 
ducted and a “working organization” 
was formed to develop educational facili-_ 
ties for the members and to carry on 
membership activities in Indianapolis 
and throughout the state. 

The Kansas City association, runner- 
up tor the trophy, likewise has engaged 
in an active civic and development pro- 
gram, and has increased its membership 
75%. Its most outstanding accomplish- 
ment has been in having representatives 
visit other cities and help to organize 
local associations. This work has been 
largely done by F. Glenn Packwood, 
Massachusetts Bonding. W. T. Grant, 
Business Men’s Assurance president, and 
Kobert J. Costigan, have also done yeo- 
man work. The Kansas City Associa- 
tion has organized and is helping to 


W. B. 


CORNETT 


organize local associations in Little Rock, 
Oklahoma City, Lincoln, Neb. Des 
Moines, and Wichita, Kan. Minor Z. 
Abell, Business Men’s Assurance, is pres- 
ident of the Kansas City Association and 
Mr. Packwood is vice-president. 


Organized in Cornett’s Term 


The Indianapolis, Kansas City and 
Newark associations were organized dur- 
ing Mr. Cornett’s term as president’ of 
the national organization. Permanent 
possession of the trophy goes only to the 
local organization which wins it three 
times and Mr. Cornett expressed the 
hope that all the associations will com- 
pete for it during the coming year. 

In his summary of the history of the 
organization, Mr. Cornett said that the 
Cleveland association was the first A. & 
H. local organization. In the beginning, 
the Cleveland as well as associations or- 
ganized later, were limited in member- 
ship to managers and general agents. 
John P. Collins, agency supervisor, Na- 
tional Casualty, traveled over a large 
portion of the United States, was active 
in organizing a number of local associa- 
tions. He was elected first president of 
the National Association when it was 
organized in Detroit in 1929. In 1935, 
when it was decided to launch A. & H. 
Insurance Week, headquarters were 
established in Chicago, with Mr. Fergu- 
son as executive secretary. 

Mr. Cornett then presented the fol- 
lowing twelve points adopted as _ the 
obiects and purposes of the association: 

To put the selling of accident, health and 
hospitalization insurance upon the highest pos- 
sible plane. 


Improve Health Standards 


To promote educational and legislative meas- 
ures tending to reduce accidents and to im- 
prove health standards, 

To educate the public as to the need and 
benefit of accident and health insurance. 

To inform the public as to the danger of 
buying from non-admitted insurance organiza- 
tions. 

To stress the importance of high standards 
of ethical conduct in the business of accident 
and health insurance. 

To support the principle of adequate agency 


(Continued on Page 38) 











Outstanding Policies 
That Please both Public and Agent 


Free from restrictions and with the following 


FIVE FEATURES 


1. Non-Cancellable; 

2. Guaranteed Renewable; 

3. No Increase in Premium at any Time; 

4. No Rider or Restriction after Issuance; 

5. Non-Proratable for Change of Occupation. 


Also: Hospital and Surgical Reimbursement Included. 
Our complete line includes all forms of Life Insurance. 


LOYAL PROTECTIVE LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
“Income Protection Since 1895" 
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Norman Green and F. G. Packwood 
In Spotlight for All-Round Good Job 





NORMAN GREEN 


Los Angeles, June 23—Two mid-west- 
erners attending this convention of the 
National A. & H. Association were in 
the spotlight today—C. Norman Green, 
Hoosier Casualty, past president of the 
Indianapolis association, and F. Glenn 
Packwood, Massachusetts Bonding, vice. 
president of the Kansas City association. 
Winning the Ferguson trophy for the 
best all-round local association activity 
represents a well earned victory for Mr. 
Green and his fellow officers. He has 
been an active force in National Asso- 
ciation affairs for some years past and 
was one of the hosts to the mid-year 
convention which was held last January 
in Indianapolis, One of the chief fea- 
tures of that meeting was a playlet, “A. 
& H. in Action,” staged by Indianap- 
olis Civic Theatre under Mr. Green’s 
direction. One of his hobbies—perhaps 
his favorite—is amateur dramatics and 
in Hoosier circles he has a first rate 
reputation as an actor. 

Mr. Green is vice-president and agency 
director of Hoosier Casualty, this being 
his twentieth anniversary year with that 
company. Before that he served Amer- 
ican Central Life, Public Savings Life 
and Prudential Casualty. In the Health 
& Accident Underwriters Conference he 


F. G. PACKWOOD 


is also active, He was its secretary in 


1927. 
Packwood in Line for National Honor 


F. Glenn Packwood, as vice-president 
of the Kansas City association, is rep- 
resenting that organization at this meet- 
ing. The Kansas City local runner-up 
in the trophy competition put up a strong 
fight for the trophy. It was “nip and 
tuck” between Indianapolis and Kansas 
City. Mr. Packwood, one of the organ- 
izers of his association, had much to 
do with its active program during the 
past year—working closely with Minor 
Z. Abell, Business Men’s Assurance, the 
president. He is also vice-president, 
Kansas City Casualty & Surety Under- 
writers Association; member of Surety 
Managers Club, American Legion, and 
is a 32nd degree Mason, At this con- 
vention he is being boosted by the Kan- 
sas City and several other associations 
for election to the executive committee 
of the National A. & H. Association. 

Mr. Packwood was a multiple line 
general agent handling eleven south- 
eastern Missouri counties before joining 
the ranks of company special agents. 
His first managerial post was with Mas- 
sachusetts Bonding in charge of its Kan- 
sas City branch. This appointment be- 
came effective in February, 1933, and in 


(Continued on Page 39) 
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F. GLENN PACKWOOD REPORTS 





Special Activities Committee Chairman 

Tells Origin of Hoodoo Day and 

A. & H. Week 

Los Angeles, June 24.—F. Glenn Pack- 
wood, Kansas City manager, Massachu- 
setts Bonding, reported as chairman of 
the special activities committee of the 
National Accident & Health Association 
at today’s session in Hotel Biltmore 
here. He said that the special activities 
of the organization, culminating in A. & 
H. Week, grew out of the observance 
of Hoodoo Day, which in turn, occurred 
by accident. Here’s the way it happened: 
“Bob Johnson, Chicago broker, lost a 
bet that he could write twenty applica- 
tions on April 13, 1934, by writing only 
thirteen. From that incident, sprang 
Hoodoo Day, followed by A. & H. Week 
first observed in 1935. 

The National A, & H. Association, Mr. 
Packwood explained, specifies the time 
to observe Hoodoo Day and A. & H. 
Week, while local associations arrange 
their own sales congresses and special 
activities. He said that by united action 
at the right time, chances for error are 
reduced to the minimum. Following is 
Mr. Packwood’s conclusion: 

“We have only begun to begin. We 
shall carry on to greater success by 
better planning, helping and inspiring 
each other. Our individual and collec- 
tive results from our special activities 
will generally constitute most of our 
increase for the year. The inherent 
benefits to be realized from emphasizing 
and exercising special activities place a 
duty and obligation to members upon 
each and every officer and member of 
the executive committee of every local 
association, 

“These people working as a coordi- 
nating committee should untiringly, re- 
sourcefully, work as effectively as a 
modern streamlined division in getting 
all supervisors and salesmen to fully 
cooperate on well formulated plans for 
fullest development of all special activi- 
ties. Before branching out bury your 
roots deep.” 





Budlong Reports on Healthy 
Financial Shape of Ass’n 


Los Angeles, June 24.—“We do not 
owe a single dollar and have a cash bal- 
ance on hand,” was the encouraging re- 
port given by Executive Secretary-Treas- 
urer E. C. Budlong of Chicago at the 
National Association’s session today. 
Only a few associations this year have 
failed to remit dues. This is the best 
financial position the organization has 
had to date and is a tribute to the Fer- 
guson administration. 

Mr. Budlong further reported a total 
of thirty-two local associations and total 
membership of more than 1,000, or an 
average of thirty-three members per as- 
sociation. Four of the locals have more 
than seventy members each; most suc- 
cessful associations are located in cities 
of 100,000 population. The past year 
shows a gain of more than 300 members 
but “it is difficult to make increases with 
lapses to overcome and with men in the 
younger age groups being taken by the 
draft,” the report observed. 

Mr. Budlong was particularly apprecia- 
tive of the cooperation of associate com- 
pany members of which there are now 
seventy-one. Before the mid-year meet- 
ing in 1942 he hones that a total of 
100 such members will have been reached. 


POLICYHOLDERS BEST SOURCE 
Present policyholders provide one of 
the best of all possible sources for good 
new prospects, says the Marylander, 
Maryland Casualty Co. “Having been 
themselves convinced of the need for 
certain insurance coverages,” the paper 
says, “your customers almost invariably 
can give you the name of friends who 
are likely to require the same sort of 
protection.” 





Hard Working Convention Committee 





Pictured here is the general committee which handled so ably the arrange- 
ments for the twelfth annual convention of the National Accident & Health Asso- 
ciation, held June 23-25 at Biltmore Hotel, Los Angeles. Seated, left to right: E. F. 
Hanson, Cass & Johansing, chairman, attendance committee; Otto Kloppenburg, 
Hartford Accident, vice-president, A. & H. Manager of Los Angeles, and vice general 
chairman of the committee; F. B. Alldredge, Occidental Life, president, A. & H. 
Managers Club of Los Angeles and general chairman; Byron D. Williams, Con- 
necticut General Life, chairman, program committee. 


Standing, left to right: John Ford, Pacific Mutual Life; Walter E. Mast, 
Continental Casualty, vice-president, California State Association of A. & H. Clubs 
and chairman, housing and registration committee; George Howell, Maryland Casu- 
alty, secretary-treasurer A. & H. Managers Club of Los Angeles and chairman, 
finance committee; Hugh B. Johnson, Aetna Life, president, California State Asso- 
ciation of A. & H. Clubs and chairman, entertainment committee; Earl W. McGary, 
National Casualty, chairman, transportation committee; Frank Stanley, Pacific Mutual 
Life; Elmer Williams, Aetna Life; Elmer K. Rupp, chairman, publicity committee. 
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16-Week Courses in 
A. & H. Being Planned 


OAKES OUTLINES THE PROGRAM 


Educational Chairman of Association 
Aims to Set Up Standards Compar- 


able to Those of Life Insurance 





Los Angeles, June 24.—Plans for six- 
teen week educational courses in acci- 
dent and health insurance were unfolded 
by Mansur B. Oakes, Indianapolis, in his 
talk, “Education, an Express Elevator,” 
at today’s session of the annual conven- 
tion of National Accident & Health As- 
sociation here. 

Mr. Oakes paid tribute to President 
E. H. Ferguson, “who has a dynamic 
picture of the place of education in the 
activities of A. & H.,” and said it is the 
purpose of the educational committee, of 
which he is chairman, to set up stand- 
ards comparable to those of life insur- 
ance which is “recognized by the world 
as a necessary part of orderly living, due 
to the character of education that has 
enabled its representatives to present it 
in its true light.” 

Under the program the student of A. 
& H. who follows the educational pro- 
gram and will then devote a half hour 
each day to intensified study, will re- 
ceive the equivalent of six weeks in col- 
lege. Basis of the program is as follows: 

A. & H. as Institution 

“The desires of the associations indi- 
cate the possibilities when based upon 
fitting each agent to get the most pos- 
sible out of himself personally and out 
of the opportunities for A. & H. produc- 
tion—all from the angle of A. & H. as 
an institution. 

“It is an institution to which the pub- 
lic will turn as a first line of home de- 
fense when the public realizes that ac- 
cident and health insurance insures the 
primary need of each and every person 
earning an income—the income itself. 

“By education, the public will come to 
see that what it works for eight hours 
a day, an income that makes all things 
possible, is in jeopardy every minute of 
the twenty-four hours—on and off the 
job, in jeopardy on account of the acci- 
dents and diseases that lay men low— 
and that there is just one safe and sane 
road to follow—to insure against their 
inroads on income. 

“Public education will have express 
elevator acceleration when A. & H— 
through the individuals of its organiza- 
tions and associations—works with the 
public to reduce disability as well as to 
insure against it. 

“So the program of the national com- 
mittee that will be laid before the local 
associations this Summer will have as 
background the public as beneficiary of 
the work of the A. & H. representatives 
in reducing disabilities and in providing 
the largest indemnity possible during 
days of distress for the lowest amount 
possible spread over the days of vigor.” 





Cooperating Organizations 


Three Los Angeles organizations co- 
operated in bringing to a successful cul- 
mination the well planned activities of 
this twelfth annual convention. Thev 
were Accident & Health Managers Club 
of Los Angeles, Accident & Health Man- 
agers Club of San Francisco, and Los 
Angeles Chamber of Commerce. 

General Chairman Alldredge was con- 
stantly on the joh—taking care of the 
many details which make for a success- 
ful gathering. His committee chairmen 
followed his example. 





Patriotic Prologue 
An impressive feature of the opening 
day was the patriotic prologue presented 
by members of Insurance Post No. 513, 
American Legion. This went over in 
great style. 
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Growth and Progressiveness of 


Ass’n Featured by E. H. Ferguson 


Los Angeles, June 23.—Convincing 
proof of the growth of the National 
Accident & Health Association was 


furnished in the presidential address of 
E. H. Ferguson, Great Northern Life’s 
assistant secretary, which featured the 
opening session of its twelfth annual 
convention here today. Mr. Ferguson 
took great pride in referring to the co- 
ordinated activities of the organization 
during the past year, the increased par- 
ticipation of companies in holding ses- 
sions of their own during mid-year and 
annual meetings, and the good work done 
by his fellow officers and committee 
chairmen. He handed orchids to First 
Vice-President Clyde E. Dalrymple who 
undertook to promote greater participa- 
tion by member companies; to Second 
Vice-President George Dyer, Jr., who 
took charge of the mid-year session on 
local association problems, and to Sec- 
who did well 


retary Clarence A. Sholl, ; 
in the drive for new members. Speaking 
about membership growth President 


Ferguson said: 

36% Gain in Members 
year 
The increase amount- 


“Individual memberships _ this forged 
ahead to set a new high. 
ed to 36%. (We report on the paid-for basis.) 
One of the 
ments of this 
ship of the New 
Added to this, 
established, the 
Omaha. We 


membership accomplish- 
year was securing the member- 
York Accident & Health Club. 


local associations were 


important 


two new 
first in Oklahoma City and the 
salute these new 


These 


in local 


second at asso- 


and their capable leaders. activ- 
resulted in a 10% 


the current 


ciations 
ities have increase 


associations for year. (Again we 
(company) 
total 


high.” 


Associate 
bring the 


use the paid-for basis.) 


memberships also increased, to 
to seventy-one companies—another new 
Proud of New Training Course 

Theme of the association this year has 
been “Building Through Increased Serv- 
ice,” which was adopted at the annual 
convention a year ago in Columbus. A 
major accomplishment in Mr. Ferguson’s 
opinion was the accident and health sales 
training course which he described as 
the fulfillment of a ten-year dream. “It 


has always been our hope since the 
early days of the association that we 
could make such a course available to 


our members and so we were proud to 
complete arrangements with the Taylor 
Publishing Co. to offer it. Grading of 
papers and a handsome diploma are in- 
cluded. 

President Ferguson continued by prais- 
ing the work of three capable and 
gressive committee chairmen—F. 
Walters, joint superintendent of A. & H. 
in the General Accident, who has been 
in charge of the public relations pro- 
gram; Joseph F. Garneau, personal ac- 
cident department, Hartford A. & I. 
chairman, speakers’ bureau, and Mansur 
B. Oakes, editor, A. & H. Sales Manage- 
ment Service, Indianapolis, chairman of 
the committee on education. He then 
referred to the trophy competition for 
local associations and said: 
idea we 


“In launching the endeavored 


to focus the 


trophy 
attention of local associations on 
that would 
the field of activities and partici- 
such as co- 
operation in such nation-wide activities as Hoo- 
Accident & Health 
and other definite activities. The 
for the 
by a 


specific means improve their ad- 


ministration, 
associations, 


pation by the local 


doo Day and Insurance 
Week, 


petition 


com- 


trophy has been seriously un- 


dertaken majority of the associations. 


The results obtained by ‘the Indianapolis As 


sociation and the Kansas City Association are 


outstanding examples of what can be done 
through competition of this sort.” 
Recommendations 

A major recommendation by Mr. Fer- 


guson was that the new officers of the 
National Association give consideration 
to setting up in the new budget provision 





for promotion expense of each activity 
engaged in. He pointed out that because 
of limited finances the association here- 
tofore has been unable to cover such 
expenses. These have been borne by the 
companies which each chairman and offi- 
cer represented and Mr. Ferguson ex- 
pressed abundant thanks for the fine 
attitude shown by the companies in mak- 
ing such contribution to the association’s 
growth. The substantial bank balance 
now on hand will enable the association 
to handle a greater portion of this pro- 
motional expense, he felt. 
New Constitution and By-Laws 

He also discussed the new constitut- 
tion and by-laws ready for approval at 
this meeting, crediting Walter Ivey, 
general agent, Monarch Life at Pitts- 
burgh, chairman of the committee on 
revision, with having done an able job. 
The proposed new constitution has al- 
ready been submitted to each local asso- 


ciaion and Mr. Ferguson said “it de- 
serves careful and detailed considera- 
tion.” In this connection he recom- 


mended that the executive committee of 
the association be enlarged to twelve 
members by absorbing the second and 
third vice-presidents together with the 
secretary. Instead of electing these men 
for three years each, he thought it would 
be wiser to give them two year terms, 
thus providing a shorter term and greater 
change in the committee. In this way 
the association would more quickly 
recognize the new and capable men com- 
ing up in the ranks. 

As to the future Mr. Ferguson predict- 
ed great growth for the A. & H. business 
despite the threat of government health 
insurance and the non-profit hospital 
plans. He pictured the National Asso- 
ciation as enjoying “an increasing matur- 
ity and power with each succeeding 
year” and assured the new men coming 
into executive ranks the good counsel 
of veterans in the organization. 

He sized up the year 1941 as offering 
a three-in-one opportunity for alert 
agents—a chance to do three years’ busi- 
ness in one. 
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WELCOMED BY POLICE CHIEF 





Convention Opens in Atmosphere of 
Enthusiasm; Ferguson Responds to 
Welcome; Entertainment Features 
Los Angeles, June 23.—With First 

Vice-President Clyde E. Dalrymple pre- 
siding the twelfth annual convention 
here of the National Accident & Health 
Association got under way today with 
plenty of enthusiasm in evidence at the 
opening session. Registration of dele- 
gates and meetings of various commit- 
tees took up the early hours, A pre- 
convention meeting of the executive 
committee was also held. 

Deputy Chief of Police C. Bertrand 
Caldwell, representing Mayor Fletcher 
Bowron of Los Angeles who was ill, 
made the address of welcome. He said 
it was strange for a police officer to be 
addressing an insurance meeting but that 
he felt there was a community of in- 
terest in that he heads the traffic bureau 
which is concerned with prevention of 


accidents. E, H, Ferguson, Great North- 
ern Life, president of the association, 
responded. 


Entertainment features included an ex- 
cursion to Catalina Island, held last 
Saturday; golf tournament this after- 
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noon at San Gabriel Country Club with 
Chairman L. U. Stone in charge; bridge 
tournament for ladies and non- -golfers: 
side trip to Mission San Gabriel de 
Archangel, and golf fiesta this evening 
at which Vice-President V. H. Jenkins, 
Occidental Life, will be toastmaster. 





Los Angeles, June 24.—Sixty-one play- 
ers participated in yesterday’s — golf 
tournament at San Gabriel Country Club, 
First prize for low net score was won 
by Vice-President Ray McGuire, Pacific 
Employers Insurance Co. Golf fiesta last 
evening, a big success, was attended by 
233, Final attendance figure of the con- 
vention was 500. 


PICK 1942 CONVENTION CITIES 


Los Angeles, June 24.—The National 
Association today picked Kansas City as 
the place for its mid-year meeting in 
January, 1942. Detroit was chosen as the 
1942 annual convention city. 


C. E. Dalrymple 


(Continued from Page 32) 








company membership in the months 
ahead was indicated when he spoke of 
this phase as another all out effort. 
“Let us not boast too much about our 
progress in the past year for we have 
not succeeded as we should and will not 
until every A. & H. writing company is 
participating in our activities.’ 

Noting at this point that many asso- 
ciate companies have expressed a willing- 
ness to contribute greater financial as- 
sistance Mr. Dalrymple said: “We are 
duly grateful for this interest and in turn 
shall give nothing short of an all out.’ 


Recommendations 

The speaker devoted the balance of 
his address largely to the sales features 
of National Association work, saying that 
in backing the organization progressive 
companies and agents will be helping to 
make accident and health an institution 
“and not merely so many companies try- 
ing to get more business.” 

Looking ahead he urged that during 
A, & H. Week in 1942 that each local 
association give greater recognition to 
those persons and organizations who are 
promoting accident prevention and the 
preservation of health. He had in mind 
representation of the police and _ fire 
departments, school patrols, safe drivers, 
Red Cross, hospitals and visiting nurse 
associations. 

Finally, Mr. Dalrymple discussed ob- 
jectively the threat of Federal health in- 
surance tied up with the Social Security 
Act and emphasized that to counteract 
the effect of the persistent efforts and 
propaganda put forth by their propon- 
ents “we must tell the public our side 
of the story; must give ‘nothing short 
of an All Out’ in this respect in behalf 
of our companies and our business.” 
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phe. A\S a vigorous twelve-year old organization, progressive and alert to the future, you and your 
local units throughout the country are to be congratulated upon healthy growth both in mem- 
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Ps Just as an insurance company builds its reputation over the years by sagacious leadership and 
intelligent field representation, the National Accident and Health Association has demon- 
strated its own leadership in working toward such major objectives as (1) public education as 
to the need and benefit of A. & H. Insurance, and (2) establishing of high standards of ethical 

ths conduct in the Accident & Health business. 

of 

a THE PREFERRED ACCIDENT, proud of its standing in the field, is happy to extend this 

we Saluté to your organization as you make your plans for a successful new year. 

is 

0- We pledge to the new administration, headed by our own Clyde E. Dalrymple of Milwaukee, 

ed our earnest support to the end that Accident and Health Insurance will never lose its rightful 


place among the major lines of casualty insurance protection. 


’ THE 


} PREFERRED ACCIDENT 
INSURANCE COMPANY 


OF NEW YORK 


EDWIN B. ACKERMAN, President 
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F. M. Walters Argues for Doubling 
Number of A. & H. Insured Persons 


Public Relations Chairman Urges That Curtain Be Raised So 


That More People Can Appreciate Advantages of 
This Coverage; Inspiring Address 


Los Angeles, June 24.—Describing the 
accident and health bus‘ness as “full of 
pathos, tragedy, comedy and 
kindliness,” Fred M. Walters, 
Accident, public relations chairman of 
the association, urged in his address at 


drama, 
General 


today’s convention session here in Bilt- 
Hotel that 
and let 


more “we should raise the 


1 


the public see and un- 


Too long 


curta'n 
derstand what we are doing. 
has our business been content to hide 


its light under a bushel. Let us take 
advantage of our hundreds of thousands 
of little daily opportunities to create 


an increase public understanding and 
vood will; and also make the most of 
our bigger opportunities when they pre- 
sent themselves. In so doing we will 
increase our business many fold.” 

Getting down to rock bottom facts 
Mr. Walters declared at the outset of 
his talk entitled “Raising the Curtain,” 
that “in our daily conduct of the busi- 
ness we perhaps take a little too much 
for granted.” He declared: “We know 
that A. & H. is fundamental or basic 
insurance, but are we always stressing 
that fact, in the most effective way, in 
our contacts with the public? We know 
how accident and health insurance has 
contributed to help balance the economic 
scales of persons in all walks of life, 
but what have we done to tell the pub- 
lic about it? We pay claims to one out 
of seven of our policyholders each year, 
and these people know that disability 
insurance is a good thing to have, but 
what of those who have not had occa- 
sion to call upon us—those who are in- 
sured, and the far greater number who 
are not insured? What is their point 
of view? What they—the public—think 
about our business is of far greater im- 
portance than what we think of it. 

Argument Worth Using 

“The business of insurance has for a 
good many years been considered by 
the several states as so charged with a 
public interest that it is ranked with 
the railroads and other public utilities 
as a proper subject of regulation. We 
should make capital of the fact that the 
states consider insurance as one of the 
businesses that is so important to their 
people that they have set up depart- 





ments for it. The very fact of state 
regulation is tantamount to a declara- 
tion that insurance is an essential or 


commodity in our daily lives. Isn’t this 
an argument that can be used with tell- 
ing effect in approaching the millions of 
wage earners, salaried employes and pro- 
fessional men who are still uninsured?” 
Slant on Government Health Insurance 


Mr. Walters made some good points 
on government health insurance, his own 
impression being that A. & H. men 
should not have difficulty in mustering 
telling arguments against it. He ex- 
plained: “The principal arguments of 
the proponents of governmental insur- 
ance are that (1) it would be ‘non- 
profit’ and consequently would give the 
insured person more for his dollar, and 
(2) that it would cover a greater num- 
ber of persons, including those not now 
insured but who have the greatest need 
for it, and would therefore do the job 
of protecting against loss from accident 
and sickness better than we have been 
able to do it. 

“As to the first point, nearly everyone 





FRED M. WALTERS 


is familiar with the red tape that must 
be gone through in making any claim 
against either a state or the Federal 
Government. They must indeed be opti- 
mistic who think that insurance would 
be an exception. The average company 
figures a very small margin of profit 
and frequently fails to make even that. 
The only substantial difference could lie 
in the absence of agents’ commissions— 
and that difference would be more than 
absorbed by the bureaucratic adminis- 
tration and red tape that would inevita- 
bly entangle any form of governmental 
health insurance. The individual who 
supports governmental insurance is op- 
posing the American Agency System and 
—it naturally follows—is an opponent at 
least to that extent of private enterprise 
which is one of the principal factors in 
the American way of life. 

“The agent has an important place in 
American business, but he is not en- 
titled to hold it merely from traditional 
considerations. As in the case of any 
business, he—and all of us—must con- 
tinue to earn the right to hold his place 
by continuing to render an important 
and useful service to others, and by ex- 
tending the scope and value of that ser- 
vice to the greatest possible degree. 

Production Pace Must Speed Up 

“On the second point the proponents 
of governmental insurance have an argu- 
ment that is difficult to answer. The 
only answer we have now (in the face of 
the fact that we are insuring only about 
one in four against accident and sick- 
ness) is that we are ready and willing 
to provide the necessary protection. But 
are we? Have we provided a basic form 
of coverage that will take care of the 
primary needs? This is something to 
think about. But assuming we have 
provided the coverage but simply have 
not been able to enroll a majority, then 
what is the answer? There is only one, 
and in words it is simple—just this: 
We must insure a majority of employed 
persons, and do it within the next few 
years at the latest.” 

The speaker gave food for thought 
when he presented the latest census 
figures showing that there are 50,150,000 
employed persons in the U.S.A. He 
maintained that even if the A. & H. 


companies were to double their present 
writings, “we would be insuring about 
half of these people.” At present about 
12,500,000 (one-fourth) are now protect- 
ed against disability. He continued: 
“If in six years during which the 
country was slowly recovering from the 
depression we could practically double 
the total volume of A. & H. premiums, 
is it not possible to double them again 
in half the time under present condi- 
tions of employment and good business ? 
If we do that we shall have gene a long 
way in rendering a real public service, 
protecting the A. & H. business from 
compulsory substitutes, increasing our 
own incomes, and bettering generally the 
economic conditions of the country, 


Need More Men Talking A. & H. 


“But can we double the business under 
the same conditions that obtained dur- 
ing the past six or seven years? I seri- 
ously doubt it. To do it we must have 
more insurance men talking Accident 
and Health, stressing the need for it, 
explaining what it is doing and what it 
will do—and, above all, selling it. This 
is primarily a job for the companies. 
They must convince more men in other 
lines of the insurance business that A. 
& H. is a valuable line and should be 
pushed vigorously. Many multiple line 
agencies have made little real effort to 
write disability business; if they will 
now give it the attention it deserves 
they will find that the persistency of 


renewal, the access to other lines and’ 


the desirable commissions will all com- 
bine to produce greater agency stabili- 
ty. A. & H. insurance provides income 
protection both to the policyholder and 
to the agent.” 

This brought Mr. Walters to the 
“meat” of his address and he empha- 
sized: “In contemplating ways and 
means to double our business, producing- 
man-power, is of great importance, but 
the one great factor that stands out by 
itself is the attitude of the public. Our 
business must not only be well known 
but favorably known to get maximum 
results. If we have twice as many men 
selling A. & H. we should theoretically 
write twice as much business, but if in 
addition A. & H. becomes twice as easy 
to sell we should write four times as 
much. Constant publicity for the busi- 
ness, especially of that type which car- 
ries human interest appeal, or which 
ties in with various public welfare move- 
ments such as accident prevention and 
safety work, could easily bring about a 
sympathetic public support in a short 
space of time. We must not overlook 
that it is human nature to support the 
things we understand or even merely 
know about (provided that that knowl- 
edge is not unfavorable), and to be skep- 
tical of things we haven’t heard about 
(unless those things are opposed to 
something we don’t like—then we are 
inclined to support them anyway on so- 
called ‘general principles’). 

“Smart newspaper, magazine and ra- 
dio advertising is selling certain patent 
preparations for the alleviation of un- 
pleasant effects of various bodily ills in 
sufficient volume to represent an annual 
outlay by the public of three times as 
much as the total paid for Accident and 
Health insurance, despite the fact that, 
while probably harmless, many of these 
preparations are (to say the least) of 
extremely doubtful therapeutic value ac- 
cording to the medical profession. And 
the manufacturers of these preparations 
must rely upon having people walk into 
stores and ask for them. With thou- 
sands of insurance men in the field con- 
tacting hundreds of thousands of per- 
sons every day with first-hand informa- 
tion in the form of figures, statistics 
and true accounts of what Accident and 
Health insurance has actually done, it 
should not be difficult to educate the 
public to think favorably of A. & H. in- 
surance—the medicine that will cure one 
of the most disagreeable effects of in- 
jury or illness, financial worry.” 





WALTERS’ RECOMMENDATIONS 





Fieldmen Should Be Given More Mate. 
rial, Ideas, to Help Them in 
Friendship Building 
Los Angeles, June 24.—Praised for his 
good work of the past year in President 
E. H. Ferguson’s annual report, Fred M 
Walters, General Accident, recommended 
as public relations chairman that his 
successor in office should give increased 
attention to making more men in the 
field realize that they are the most val. 
uable public relations contacts the A. & 
H. business has. He urged in making his 
report to the convention here today that 
the field men be supplied with ideas and 
material “to help them in making an 
ever-increasing number of friends for 

our business.” 

Mr. Walters appreciatively spoke of 
the “magnificent cooperation” of the 
companies in this line of work, especially 
toward eliminating certain competitive 
practices detrimental to the business as 
a whole. He said: “Their continued co- 
operation along constructive lines may 
be counted upon.” He further recom- 
mended that the public relations com- 
mittee, and the National Association as 
a whole, continue its past cooperation 
with al] other organizations that in one 
way or another are working for the best 
interests of our business. “Where there 


(Continued on Page 39) 





Ferguson Trophy 


(Continued from Page 34) 
service for every accident and health insurance 
policyholder. 

To promote the organization of local, state 
and regional associations throughout the United 
States, and to assist in increasing the member- 
ship of associations already in operation. 

To encourage the hetter training of agents. 

To cultivate comradeship among members, 

To aid in directing and shaping accident and 
health insurance legislation, 

To bring about close cooperation of agents 
and companies. 

To sponsor sales congresses, Accident & 
Health Week and other special sales activities, 
Non-admitted Companies 

Under the fourth item, non-admitted 
insurance organizations, Mr. Cornett 
said the A. & H, industry is being un- 
favorably affected by the direct mail car- 
rier, and stressed in this connection: 

“Some are well managed, too many 
are not. Much can be accomplished 
through our associations by cooperating 
with the insurance departments in ex- 
plaining to the public the danger of 
buying from such organizations. A lot 
can be accomplished by your local news- 
papers and agent-members. 

“Unfortunately, only a very small per- 
centage of the public knows it is not 
possible to bring action against an or- 
ganization that is not licensed in the 
state where the claimant resides. One of 
the most severe criticisms that came out 
of the TNEC investigation was against 
the direct mail carrier. It was also rec- 
ommended that an investigation he made 
of all forms of insurance, which should 
be a warning to us to ‘put our house 
in order.” 

National Defense Program 

Mr. Cornett emphasized in closing the 
accident and health business can and 
should occupy a prominent position in 
the National Defense program. “Are not 
the accident and health companies our 
defense factories, our agents the me- 
chanics and above all, the policyholders 
our first line of defense?” he asked. 

“Of all times, this is the one when 
every person in the accident and health 
insurance industry should use every 
legitimate means possible to see that 
the defense worker, white collar man or 
mechanic, has his time protected against 
sickness and accident. We can co- 
operate with our Federal Government in 
promoting educational measures to re- 
ies REE and improve health stand- 
ards. 
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Bisch and Dyer Preside Over 
Full Day’s Sales Congress Program 


Martin Compares Preparation to Candle Lighting; Mead on 
Defense Spending; Parsons on Business Viewpoint; Clarke on 


“Racketitis” 


; Kemper on Visual Selling; See Playlet 


“A, & H. in Action” 


Los Angeles, Cal. June 23.— With 
Homer Bisch, National Casualty Co., 
Toledo, third vice-president, in the chair 
in the morning, and George L. Dyer, 
Jr., Columbian National Life, St. Louis, 
second vice-president, presiding in the 
afternoon, the National Accident & 
Health Association spent the entire last 
day of its meeting here in sales congress 
sessions which were both stimulating 
and prolific with ideas. 

The first speaker was J. W. Martin, 
Loyal Protective Life, Portland, Ore., 
speaking on “Lighting the Candles. ” He 
was followed by Dr. Lowell S. Goin, 
speaker of the house of delegates, Cali- 
fornia Medical Association; Dwight 
Mead, Pacific Mutual Life Insurance 
Co., in Seattle, on “Effects of Defense 
Spending,” and Harold S. Parsons, Trav- 
elers, Los Angeles, on “Selling A. & H. 
Insurance as Business Protection.” 

& H. in Action 

At the luncheon there was the playlet, 
“A & H. in Action,” and an address by 
Executive Vice-President Dwight L. 
Clarke, Occidental Life Insurance Co. of 
California, 

Leading off the afternoon session was 
Vice-President William M. Rothaermel, 
Pacific Mutual Life, on “Success in the 
Field Today.” Mr. Rothaermel’s address 
is reviewed in the life section of this 
issue. George W. Kemper, Fireman’s 
Fund Indemnity Co., San _ Francisco, 
spoke on “Visual Selling Methods”; Tru- 
man Redfield, Mutual Benefit Health & 
Accident Association, Chicago, talked on 
the subject, “I’m Hard to Get Along 
With,” and Walter G. Gastil, Connecti- 
cut General Life Insurance Co., Los 
Angeles, closed the list of speakers with 
the topic. “Has the Accident Business 
a Future?” 





J. W. MARTIN 
“Lighting the Candles” 








Mr. Martin chose as his theme a para- 
phrase of candle lighting, saying “we 
must pay the price of lighting the can- 
dles that will illuminate our pathways to 
success.” He said the one necessary vital 
attribute of the successful salesman is 
ambition; “ambition therefore is the first 
candle to be lighted.” 

His next candle was called prepared- 
ness. “If we expect to light the candle 
of preparedness successfully,” he said, 
“we must be thoroughly familiar with 
our subject matter and know how to pre- 
sent it with conviction. The third he 
called the candle of work, saying: 

“This is one of the most essential can- 
dles. Unless it is kept burning all of 
the others will burn with less and less 
brilliancy and finally flicker out. Some- 
one has said that successful selling con- 
sists of 10% ability and 90% work. In 
many instances, I believe that work con. 
stitutes more than 90%.” 

Time Control] Candle 

On the candle of time control, he said 
alertness must be the watchword to keep 
this candle burning brightly. He pointed 
out how the agent, with no fixed sched- 
ule, no time clock to punch and nobody 
to check on his movements, must keep 
careful watch on his own time. 

Keeping the candle of service lighted, 
he said, signifies more than merely look- 
ing after a client’s insurance needs; it 
usually involves a service for which no 


reward is expected. On the subject of 
the candle of service, he said: 

“Before setting out to accomplish a 
desired goal we must have confidence in 
ourselves that we can do it, otherwise 
we fail. Sometimes this may cause us 
to reach the ego stage, but this is pre- 
ferable to one of doubt. If we don’t be- 
lieve in our own ability, no one else will. 
We must have confidence in ourselves 
and before ultimate success can be se- 
cured our company must have full con- 
fidence in us as representatives.” 





DWIGHT MEAD 
“Defense Spending” 





As one of the leading A. & H. pro- 
ducers of the Pacific Coast, Mr, Mead 
received close attention in his talk on 
“The Effects of Defense Spending.” He 
anticipates that the national income in 
1941 will skyrocket from around $78,000,- 
000,000 to $90,000,000,000 and that with 
billions of dollars “being spent and mis- 
spent” A. & H. agents should take the 
aggressive in their sales efforts. 

To help the situation Mr. Mead felt 
that the A. & H. business should imme- 
diately develop more manpower by bring- 
ing into the business more full - time 
agents “which we need badly.” Further- 
more, he said that if a large percentage 
of the life insurance men could be sold 
on the importance of underwriting acci- 
dent and sickness insurance and if more 
brokers were enthused over its sales po- 
tentialities, “it is not unreasonable to 
assume that we ought to be able to 
increase OUr premium income around 
20%.” This would mean about $70,000,- 
000, which added to the eg pre- 
mium income in A. & H. in 1940, the 
estimated $32,000,000 premium income of 
the fifty-six hospital associations, and 
$50,000,000 paid to life companies for 
permanent total disability, a grand total 
of around $400,000,000 per year. 

Speaking about new prospects which 
defense spending will bring to the fore, 
Mr. Mead flashed a red light by warn- 
ing against soliciting (1) the war pros- 
pect who is buying freely and who will 
take out a policy which his income this 
year can stand but who will allow the 
policy to lapse after the defense program 
is over. (2) The boom prospect who 
finds himself with a lot of marginal or 
surplus funds and who buys a large pol- 
icy the premiums upon which he cannot 
maintain. Said Mr. Mead: “This man’s 
income should be checked carefully, oth- 
erwise he may be over-insured. It re- 
quires excellent underwriting on the part 
of the agent, agency and the home office. 
As soon as income begins to fall, you 
lose the business.” 

Summing up, the speaker challenged 
A. & H. producers to be on their toes 
in competition for the buyer’s income 
dollar. People are going to buy many 
non-essentials and they will regret it. 
As far as A. H. is concerned Mr. 
Mead said: “We are standing on the 
threshold of what should be our golden 
opportunity to insure America’s dollar in- 
come, They are making it. They are 
not as accident and sickness conscious 
as they should be. That is our job. 
If we are going to be equal to the occa- 
sion our salesmanship must be of the 
highest order. Our story must be told 


millions of times to large groups and 
to individuals. 

“If we meet this emergency in the 
right way we will get credit. If we do 
not, we will have lost a great opportu- 
nity because we did not know how to 
embrace it, and the effects of the defense 
spending program instead of bringing us 
credit may bring criticism. * * *” 





| HAROLD S. PARSONS 


“Business Protection” 








Accent on A. & H. as a business pro- 
tection was placed by Mr. Parsons. He 
said that a large proportion of the cov- 
erage is really bought as business pro- 
tection, without being considered as 
such. “If we think of it and sell it as 
a legitimate business expense to the 
buyer,” he said, “there is less resistance 
in his mind than if it is proposed purely 
as an additional business expense.’ 

He covered his selling points from the 
business angle under five topics: mem- 
bers of partnerships and close corpora- 
tions, sole proprietorship and _ profes- 
sional men’s coverage, salaried employes, 
Group accident and health—hospital and 
surgical—and disability income. 

He said that in life insurance, part- 
nership and keyman business insurance 
brings the largest policies, and that pro- 
tection of the partner or executive 
against loss of earning value is just as 
essential as business life insurance. In 
selling such coverage, he said it should 
be remembered that the individual under 
an occupational accident would have 
workmen’s compensation and that the 
combined coverage should be within the 
amount of his salary. He outlined two 
methods of selling the coverage as fol- 


lows: 
Firm Would Be Billed 

“Being business insurance, it should 
be explained that the firm would be billed 
for the premiums and not the individual. 
The first method is to have the death 
benefit, weekly indemnity and all other 
benefits payable to the firm, in order 
that the firm could continue the indi- 
vidual’s salary, pay his expenses as cov- 
ered under the policy—and receive the 
death benefit as shock fund insurance. 

“The second method, which I prefer, 
is to make the firm the beneficiary for 
the death benefit only—and all other 
benefits would be paid direct to the in- 
dividual. In such cases, I suggest that 
the individual’s account in the firm should 
be charged with that portion of the pre- 
mium which would exceed the cost of a 
policy with the same death benefit only. 

“You will find that this excess gives 
the individual his portion of the cover- 
age for less money than if he bought 
a separate policy, and this is a good 
selling point to remember. There is con- 
siderable satisfaction, from the agent’s 
standpoint, in the fact that one sale 
will bring two or more applications, one 
check pays for them all, and like busi- 
ness life insurance, it means bigger than 
average volume on each case written.” 

Mr. Parsons then stated that sole pro- 
prietorship or professional man’s cover- 
age is even more important than in the 
case of partnerships and close corpora- 
tions, saying: 

Professional or Commission Man 

“In the case of the professional or 
commission man, his earnings would 
cease entirely—the business man would 
lose that proportion of his income which 
his own earnings and experience had 
contributed to the business. The re- 
placement of such lost income through 
disability insurance is not only a vitally 
necessary form of coverage for him to 
carry, but it should be considered by 
him as expense against the business 
rather than a personal expense. I don’t 
mean that it is deductible from income 
for tax purposes, although some do reg- 
ularly include it with other business ex- 
pense deductions. At any rate, it is a 
form of coverage which his business or 


practice needs—not only for protection 
against temporary disability, but against 
the possibility of a longer disability 
which might permanently ruin that busi- 
ness or practice. Every sole proprietor 
and professional man should carry ade- 
quate disability insurance.” 

Most salaried employes who have A. 
& H. are underinsured, in his opinion. 
Their incomes should be insured up to 
a sensible percentage; it is not good 
business for a man with a $100 weekly 
income to be insured against disability 
for only $25 a week. 


Apply Business Principles 


“We should stress that with every 
prospect,” he continued, “stressing the 
fact, too, that it is vitally important for 
him to apply business principles to his 
personal affairs by carrying disability 
insurance which will pay for his and his 
family’s overhead while he is disabled. 
Among the many forms of insurance, 
that is the easiest to talk about and 
the easiest to sell if we will talk it.” 

Under Group accident and health— 
hospital and surgical—he said that more 
and more employers are realizing that 
from the strictly business point of view, 
not the philanthropic, it is good for 
them to make this type of insurance 
available to employes; it is good business 
because good health means good work 
and employes’ peace of mind adds to the 
efficiency of a business or a plant. 

“With still higher corporation income 
taxes,” he said, “and with Group insur- 
ance premium being a deductible ex- 
pense if the employer wishes to pay a 
portion of the cost, it does seem smart 
for an employer to give something to 
employes, the cost of which will be borne 
substantially by the government as a tax 
deduction.” 

His fifth point was directed at men 
who are primarily life insurance sales- 
men. He said that nearly all life com- 
panies have discontinued selling the ten 
dollars per month per $1,000 disability 
income provision in connection with life 
insurance and that the disability policy 
takes its place. He suggested selling an 


(Continued on Page 42) 


F. M. Walters 


(Continued from Page 38) 


is unity of purpose, unity of effort will 
produce the greatest results,” he said. 

Throughout the year Mr. Walters has 
regularly communicated with all mem- 
ber companies and all local associations, 
furnishing material that could be (and 
was used) in various ways to increase 
public good will and make more friends 
for the business. He also had volumin- 
ous correspondence with individuals and 
groups who either passed along helpful 
suggestions or asked for assistance. 
Members of his committee also addressed 
a number of meetings on public rela- 
tions, and many articles were published 
in house organs, bulletins and the insur- 
ance press. Mr. Walters felt reasonably 
satisfied that the A. & H. business had 
taken a healthy advance in its public 
relations efforts. Never before has there 
been so much realization of the value 
of “simply making friends,” he said. 








Green, Packwood 


(Continued from Page 34) 


the eight years that followed he has 
increased its premium volume to almost 
three times that of 1932. 

He has a wide variety of hobbies, 
among them being amateur boxing, bass 
fishing, bowling, golf, swimming, motor 
boating, horseback riding, amateur pho- 
tography, pingpong, chess, In school he 
took two years of dramatic art and 
public speaking. He was valedictorian 
of his class in grade and high schools. 
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Fidelity Sales Leverage Possible 
Through Careful Check on Losses 


By Davis Quinn, 
Royal Indemnity, Metropolitan N. Y. Department 


Why are fidelity losses greater than 
fire, while fire premiums aggregate 
eleven times the fidelity premium? 
(468 and 40 millions respectively in 1940.) 
Ordinarily in the insurance business it 
is easy to sell coverage on a line con- 
sistently producing large losses to the 
public. Here, apparently, is a reversal 
of this general rule, a paradox, and the 
alibis for it are several. But do they 
hold water? Let us examine one of 
them. 

“We couldn’t have a loss,” says the 
prospect, and too many producers are 
disposed to agree without attempting to 
sell the idea of fidelity coverage. 

Popularly, this alibi probably ranks 
high above all others. What it means 
is: “We couldn’t have a loss through 
any of the usual channels.” In other 
words, for that particular prospect, the 
dog-bites-man type of defalcation had 
been precluded. The usual channels had 
all been considered and blocked, and the 
producer had readily admitted it. That 
was his alibi. 

But what about the unusual, brand 
new, unexpected channels? There are 
always these too. You have got to look 
further than the middle of the carpet; 
you have got to look into the corners 
and under the carpet. 

How do most fidelity losses occur, are 
they commonplace? An example: man 
goes out with cash and never comes 
back. Or, is each fidelity loss more or 
less unique, the hidden and important 
ones often being masterpieces of ill- 
contrived ingenuity and resourcefulness? 
The answer to this question is frequently 
found in the claim files of the bonding 
companies. 

In these files, the testimony of truth 
is stranger than fiction. It should, there- 
fore, be plain that proper use of actual 
case histories is perhaps the producer’s 
remedy for fidelity bond sales resistance. 
More sales through better knowledge of 
claims. 

Preparedness Leads to More Premiums 

If it is bad for a producer to fail 
on a fidelity lead, it is often worse and 
more serious for the prospect. But the 
alert insurance man does not make the 
same mistake twice. Before the next 
interview with a new prospect, he will 
go to some pains to post himself on un- 
usual] dishonesty losses on record for the 
kind of business involved. Many brok- 
ers specialize in insureds in one line 





A Timely Series 


The accompanying article is one of 
three written by Davis Quinn which 
will appear during the next several 
weeks. In constant contact with agents 
and brokers—making calls in West- 
chester County as well as metropolitan 
New York, the author is well equipped 
to gauge the average producer’s reaction 
to appeals that he solicit more fidelity 
bond business. Mr. Quinn aims to break 
down producer as well as buyer sales 
resistance in the arguments he presents. 
He has been for the past twelve years 
with Royal Indemnity; before that three 
years with National Surety, and is recog- 
nized as an able sales representative for 
bonding lines. He is a Cornell man. 


DAVIS QUINN 


of business; for such brokers the value 
of a study of this character is multiplied 


many times. n 
A large retail furniture merchant (the 
prospect) will illustrate. The broker is 


endeavoring to sell a substantial-sized 
commercial blanket bond. The prospect 
objects to so much coverage: “We have 
fifteen drivers, and none of them could 
steal more than a day’s collections, or 
under $1,000.” 

Wisely having prepared himself, the 
broker finds the answer to that one easy. 
“Mr. Prospect, that is what you think, 
and justly so, perhaps. But my bonding 
company has found out differently. Many 
of these drivers have been with you a 
long time, you say. You keep your 
stock of furniture in a warehouse. These 
drivers have known the warehouseman 
for years. It is like a big family. Now 
suppose a driver needs money. Isn’t it 
possible that your warehouseman might 
allow him to take out your merchandise 
(innocently, mind you) without order, 
just on the driver’s word? A thing of 
this kind could go on for a year, or till 
a complete inventory caught it. 

“T know of a loss exactly like this re- 
cently where one driver stole over 
$25,000. I know of another where every 
employe in the warehouse and in the 
shipping department was in collusion 
with a few drivers. They could have 
gotten the merchandise out even without 
collusion of the drivers, by sending it to 
planted addresses. There is obviously 
no immediate check whatsoever possible 
on losses of this type, because the in- 
ventory figures falsified and only a 
physical check of the inventory brings 
the shortage to light, 

“You can readily see that $1,000 on 
each of your drivers would be really 
inadequate, and that a commercial 
blanket bond covering all your employes 
in a uniform and substantial amount, say 
$25,000, is a much better answer to your 
problem.” 


Silent Partners of the Defaulter 
Most fidelity producers recall the well 
known street railway case where the 
employer “thanked the conductor for 
bringing the car back.” But, how many 
know what “kiting” is, and that many 





INDIANAPOLIS REGIONAL MEET 





Agents of Standard Accident Discuss 
Coverages; See Movie “Selling Amer- 
ica’; Home Office Speakers 

Standard Accident agents in Indian- 
apolis branch office territory held a one- 
day business forum yesterday (June 26) 
at the Indianapolis A. C, at which home 
office men spoke on various coverages 
including liability, bonding and automo- 
bile lines. The speakers included F. G. 
Bradley, E. A. Warnica and Otway Con- 
ard, assistant secretaries, and Rankin 
Martin, special executive representative, 
bonding department. 

The meeting was also attended by 
members of the Standard’s Indianapolis 
branch office. It was in charge of Henry 
J. Huntington, director of public rela- 
tions from the home office. This is a 
newly created post for Mr. Huntington 
who was formerly assistant to Vice- 


President J. A. Mullen. 





OLD GUARD DINE OAKLEY 





U. S. F. & G. Vice-President in New 
York Remembered on 65th Birthday 
June 26; Many Flowers and Messages 


Alonzo Gore Oakley, United States F. 
& G. vice-president in New York, ar- 
rived in the office yesterday (June 26) 
to find his private headquarters filled 
with flowers and awaiting him were 
messages and telegrams of birthday good 
cheer and happiness. It was his sixty- 
fifth birthday, an auspicious day in any 
man’s life, and to Mr. Oakley it was a 
doubly appreciated anniversary. Only a 
few years back he was very sick for 
months and so life today is most satis- 
fying. 

At noon the so-called Old Guard in 
the U. S. F. & G. New York office, key 
men who have been with the company 
for years, treated Mr, Oakley to lunch- 
eon at the Bankers Club. This has been 
their custom for some years past and he 
in turn never fails to remember the an- 
niversaries of his staff members. Mr. 
Oakley recently celebrated his forty- 
third anniversary with the U. S. F. & G. 





ASBURY PARK BRANCH 





N. J. Claim Service Bureau Opens New 
Office There in Charge of G. M. Mur. 
ray; I. G. Rabin Joins Organization 

The New Jersey Claim Service Bureau, 
which gives 24-hour claim service any- 
where in that state and represents in- 
surance companies exclusively, has re- 
cently opened a branch office in Asbury 
Park, N. J. It is in charge of George 
M. Murray, thirty years in the casualty 
insurance field, who was previously with 
American Mutual Liability as New Jer- 
sey manager. Before that he held an 
executive post with the old Lloyds In- 
surance Co. of America, and at one time 
was connected with the New York In- 
surance Department. He has specialized 
in compensation and auto liability claim 
work. 

The bureau has also appointed as resi- 
dent attorney I. George Rabin, a prac- 
ticing attorney in Asbury Park. 





AMERICAN F. & C. DIVIDEND 

The American Fidelity & Casualty of 
Richmond, Va., has declared its regular 
quarterly dividend of 15 cents a share 
to stockholders of record June 30, pay- 
able July 10. 





good-sized embezzlements involve this 
elusive device? An employe commits a 
theft; later on, to forestall discovery of 
the deed, he commits a second theft the 
proceeds of which are applied to cover 
up the first theft. Subsequently a third 
theft covers the second, and so on. That 
is kiting. An original theft may thus 
be concealed for years. Many employ- 
ers, due to kiting, are ignorant of sub- 
stantial dishonesty losses within their 
own organizations right at this moment. 
If they do not already carry fidelity 
cover, their only salvation is the dis- 
covery bond. Look into it. Ultimate 
diagnosis rests upon thorough check of 
books and records. 


——— 


Claim Men Benefit From 
Program of Education 


JAINSEN’S NEW ENGLAND Ta, 


Hartford A. & I. Official Decries Mags. 
achusetts Court Decision Opening 
Door to State Fund 





. 


The claim man is one of the greatest 
beneficiaries of the educational campaign 
agents and companies are so successfully 
conducting, said Vice-President Wilson 
C. Jainsen, Hartford Accident & Indem. 
nity Co. in his address before the 
New England Associations of Insurance 
Agents at New London, Conn., June 2%, 

He said that in the early days of cas- 
ualty insurance there was a general feel- 
ing in the claim departments that ad- 
justment of claims was very much their 
ocean and any agent who dared to sail 
in that sea was apt to encounter stormy 
weather. One of the most important 
reasons for their present change of at- 
titude, he said, is a more general knowl- 
edge and understanding on the part of 
both producers and assureds of the coy- 
erages and the intents and purposes of 
the policies. 

Claim Man as Salesman 

The claim man, he said, is very much 
a salesman, adding: “He has to be if he 
is to sell reasonable and fair settlements, 
Not infrequently, too, he is actually re- 
sponsible for putting business on an 
agent’s books, By the same token, you 
producers should have enough knowl- 
edge of claim problems to enable both 
of us to sail the same ocean without 
colliding or foundering on the rocks of 
misunderstanding.” 

Mr, Jainsen also brought out that un- 
der the ever increasing broader forms 
of coverage misunderstandings are be- 
coming fewer and fewer. However, he 
said, the non-waiver agreement fre- 
quently is misunderstood. He explained 
that where there is doubt as to the 
coverage following an accident, investi- 
gation and possibly court adjudication is 
required and the company asks the as- 
sured for a non-waiver agreement. He 
said it is important for the agent to be 
thoroughly acquainted with the meaning 
of this separate agreement, wherein 
neither company nor assured waives any 
rights under the policy, but the assured 
allows the company to investigate or 
defend the suit. 

Declaratory Judgment 

“Another method of comparatively re- 
cent development,” he said, “is a so- 
called declaratory judgment. Now per- 
haps this is an unfortunate term. It is 
not a question of anyone obtaining a 
judgment against the assured or the com- 
pany: it is merely a method of applying 
to the court for an opinion as to the 
rights of the company, the assured and 
the claimant under the terms of the 
contract. It is one of the few legal 
short-cuts.” 

Saying that claim men are puzzled in 
the manner in which some assureds in- 
sist on investing their premium dollars, 
he continued: 

“We realize you have your problems, 
but the claim department cannot do the 
impossible, and we ask that you furnish 
the equipment and we'll do the rescue 
work. If you don’t think we are all 
cruising around in the same sea and all 
bound to sink or sail together, consider 
the Supreme Court decision in Massa- 
chusetts which opens the way for a state 
compensation fund. Measures such as 
this affect every man, woman and child 
whose bread and butter depends, either 
directly or indirectly, upon the insur- 
ance business in the State of Massachu- 
setts and, yes, elsewhere.” 


SIGN CLEARWATER DAM BOND 
Hartford Accident & Indemnity has 
signed the payment and performance 
bond for the Clearwater Dam project on 
the Black River in Missouri, the bond 
running to the U. S. Government from 
the Mittry Bros. Construction Co, This 
firm was awarded the contract on its 
low bid of $2,790,081. Fourteen com- 
Sr gd are on the bond with the Hart- 
ord. 
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W. G. Alpaugh, Nearly 30 Years in 
A. & H., Started As a Forestry Expert 


How many members of the Health & 
Accident Underwriters Conference know 
that their recently elected executive 
committee chairman—W. G. Alpaugh of 
the Inter-Ocean Casualty—obtained his 
Master’s Degree at Yale University’s 


W. G. ALPAUGH 


school of forestry and that his first job 
after leaving college was in lumbering 
and forestry work in New England 
states and New York State. He made 
his headquarters either in Bangor, Me. 
(for lumbering operations around Moose- 
head Lake region) or in Willimantic, 
Conn., in which city he received his pre- 
liminary education. The work was fas- 
cinating, no doubt, but insurance beck- 
oned Mr. Alpaugh and after two years 
in forestry he joined the Inter-Ocean 
Casualty of Springfield, IIl. 

It didn’t take Mr, Alpaugh long to 
get into the insurance atmosphere. Four 
years after he came to the Inter-Ocean 
he was elected its secretary (1916) and 
five years later he was advanced to rank 
of vice-president and secretary, handling 





J. E. BROWDER DEAD 

Joseph E. Browder, 61, safety engi- 
neering manager of the Pacific Employ- 
ers in Los Angeles, died _ recently 
He also was a director of the Victor 
Montgomery General Agency. 

A Spanish-American War veteran, Mr. 
Browder also was a member of the 
Boxer Rebellion rescue force. On his 
return from China he went East and 
served with the workmen’s compensa- 
tion rating bureaus in New York and 
Pennsylvania. He returned to California 
in 1918, joined the California Rating Bu- 
reau. In 1928 he joined the Montgomery 
agency Pacific Employers. 





ELY TO HEAD SAFETY GROUP 


In Portland, Ore. a large group in- 
terested in traffic and industrial safety 
as organized the Portland Society of 
Safety Engineers. Aim of the organiza- 
tion is “to promote the arts and sciences 
connected with engineering in the pro- 
tection of life and property.” The con- 
stitution adopted corresponds to that of 
the American Society of Safety Engi- 
neers. Merrill D. Ely, safety engineer, 
was elected general chairman. 


the duties of superintendent of agencies 
as well. He will celebrate his thirtieth 
anniversary in the accident and health 
business and with Inter-Ocean Casualty 
in October, 1942, and during this time he 
has been a constructive force. 

In line for the presidency of the 
Health & Accident Conference in 1942 
Mr. Alpaugh has long been regarded as 
one of its most dependable workers. He 
has served as secretary, as chairman of 
several standing committees, and last 
year as a member of its executive com- 
mittee. From time to time he has de- 
livered papers at annual conventions of 
the Conference. 

Mr. Alpaugh is a graduate of Tuft’s 
College in Massachusetts (B. S. degree) 
and immediately thereafter he went to 
Yale University. 


DETROIT ASSOCIATION ELECTS 


Charles Waddell, Loyal Protective, New 
President; Hear General 
Motors Executive 
Detroit Accident & Health Association 
at its recent annual meeting elected 
Charles Waddell, Loyal Protective Life 
manager, as president succeeding H, H. 
Jones, state agent, Commercial Casual- 
ty. New vice-president is A. W. Green- 
field, General American Life; secretary, 
L. L. Williams, Inter-Ocean Casualty; 
treasurer, David R. Hoover, district 
manager, Reliance Life. Retiring Presi- 
dent Jones was elected to the board and 
so was R. L, Long, Great Northern Life. 
Guest speaker at the meeting was R. 
L. Lee, General Motors executive, whose 
subject was “Leadership, What It 
Takes.” Mr. Lee divided people into two 
classes—potential leaders and followers. 
He felt that the most important factor 
in attaining leadership is the fundamen- 
tal basic attitude a man has toward his 
fellow men. Listing six main qualities 
necessary for leadership Mr. Lee enu- 
merated: Respect for the limitations of 
others; respect for potentialities of 
others; respect for the pride of others; 
freedom from. self-consciousness; sin- 
cerity; leadership means being unafraid 

to admit when one is wrong. 











sis of his needs. 


Milk St., Boston. 








Never keep a man guessing about his insurance. Use 
The Employers’ Group Analysis Plan. It’s a professional 
way of presenting your story. You give your client all 
the information he needs — his coverages, limits, pre- 
miums and expiration dates—complete in an attractive 
personal portfolio. You show him what insurance he 
has and what he should have — based upon your analy- 


Our monthly magazine “The Pioneer” 
interesting articles showing how effectively the analysis 
plan works. Send for a copy now of the current issue. 
Write to The Employers’ Group Publicity Dept., 110 
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HOOSIER CASUALTY ON RADIO 


Offering “Touringsurance,” New Auto 
Accident Policy For 45-Day Coverage; 

Norman Green Creator of Program 

Making effective use of the radio to 
demonstrate the value of a new auto 
accident insurance policy has been the 
experience of Hoosier Casualty of In- 
dianapolis in the past few months. The 
new policy is called “Touringsurance” 
(a copyrighted name), designed to pro- 
tect vacationists in particular. The cov- 
erage, given for forty-five days at $1 
premium, includes $500 blanket medical 
reimbursement and $1,000 principal sum 
if death results within ninety days after 
the accident, 

Hoosier Casualty first went “on the 
air’ with a dramatized story about 
“Touringsurance” over the Michigan net- 
work of eight stations. Prepared under 
the direction of C. Norman Green, vice- 
president of the company, in cooperation 
with a Philadelphia advertising agency, 
the programs have clicked from the 
start. Objective has been to present in 
a five-minute program a dramatization 
of every day occurrences in family life 
which lend themselves to the need for 
accident insurance. Inquiries received 
have been directed to Hoosier Casualty 
agents in the particular territory of the 
interested party. Mr. Green reports that 
the radio response to date is 50% ahead 
of expectations. An important angle to 
the plan is that the buyer of a policy 
has the privilege of returning it after 
five days if he is not satisfied. 

This program—new policy and all—is 
frankly experimental but may be devel- 
oped into a full-fledged plan of mer- 
chandising by the Hoosier Casualty. 
Radio coverage may also be extended to 
the Eastern networks. Norman Green, 
creator of the idea, is the production 
vice-president of the company and had 
a lot to do with its healthy premium 
volume growth. Hoosier Casualty’s net 
writings last year were $1,304,000, the 
best ever. A. Herbert Green of Louis 
Kendall & Associates, Philadelphia, pro- 
fessional script writer, is assisting Mr. 
Green in building the radio programs. 








SASSMAN NEW PRESIDENT 


London Guarantee Man Heads A. & H. 
Association of Philadelphia; Other 
New Officers 


John W. Sassman of the London 
Guarantee & Accident, was elected pres- 
ident of the Accident & Health Associa- 
tion of Philadelphia at its June luncheon 
meeting. He has held many offices in 
the organization and has taken an active 
part in all of its functions. 

Other officers elected were A. J. Ma- 
guire, Jr., Globe Indemnity, vice-presi- 
dent; George H. Miller, National Acci- 
dent & Health, secretary, and Harold T. 
Donovan, Employers’ Liability, reelected 
treasurer. 








HUREAU SUCCEEDS BURGOYNE 

Newly appointed A. & H. superin- 
tendent in New Amsterdam Casualty’s 
home office is W. J. Hureau. He suc- 
ceeds the late Fred G. Burgoyne who 
died last March after a lingering illness. 
Mr. Hureau was formerly with American 
Casualty of Reading in the same capac- 
ity for three and a half years. 





WALTER C. HILL, JR., WEDS 

The marriage is announced of Walter 
Clay Hill, Jr, son of Walter C. Hill, 
head of Retail Credit Co., and Elnora 
Murrah, daughter of Mr. and Mrs. 
Verne Cannon Murrah. The ceremony 
was held in Atianta on June 16 at the 
First Presbyterian Church. Mr. and 
Mrs. Hill will live in Athens, Ga. 





ALBERTA PROBES AUTO LAW 

It is believed that the Alberta, Canada, 
legislature will consider the advisability 
of compulsory automobile liability insur- 
ance soon. Provincial Secretary Man- 
ning has said that he “would like to 
see a form of compulsory motor car in- 
surance in Alberta.” 
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The accompanying picture is of a group of members of the Aetna Club of 
New York who won first prize in the entertainment program at the club’s garden 


party on the roof of 151 William Street, New York City. 


“The Hillbillies.” 

In the picture are John Fish, 
Cafiero, fire loss; i 
ment; Elsie Brown, 
damage; 


fire and underwriting department; 
Gus Miller, life department; 
A. & H.; Hubert Enders, A. & H.; Helen Roehrich, water 
Marshall Freese and Del Rohrabaugh, 


The act called itself 


1 Vincent 
Ed Manning, water damage depart- 


inland marine. All members of 


the act are with the company at 151 William Street. 





Hobbs Responds to Welton 


When Spencer Welton, peripatetic 
vice-president, reminded Poet Laureate 
Clarence W. Hobbs in last week’s re- 
view of personalities at the commis- 
sioners’ meeting that “he is conspicu- 
ously behind on his poet laureating,” he 
did not reckon with the tenacity of Mr. 
Hobbs for hanging on to his laurels. 
Taking time out from arduous duties 
as commissioners’ special representative 
on the staff of National Council on Com- 
pensation Insurance, he has penned the 
following verse to Spencer Welton which 
is as refreshing as it is true. Further- 
more, in taking this action, Mr. Hobbs 
hopes that he will never again publicly 
be censured by the Peripatetic Vice- 
President. The verse reads: 


My dear Spencer Welton, V. P. 
I’m sorry as sorry can be 
To note from your quill 
Neath the phiz of Big Bill 
A censure directed at me. 


At my silence you should not repine 
Your convention report superfine 

Is finished and neat 

And exceeding complete 
Without any verses of mine. 


Hosts, commissioners, third hoose, etc. 
You describe with a chortle of glee 
Their speeches, their capers 
And even their papers 
You find were as good as could be. 


The ladies, whatever their station, 
Rejoice in your sage approbation 
Their faces, their dresses, 
Their chat and their tresses 
You record with supreme animation. 


Conventioneer, hardy perennial, 
Purveyor of sunshine in general 

With a soul free from care, 

And a mien debonnair, 
May you live to complete your centennial, 


\nd continue to give circulation, 
Kor conventions all over the nation, 
Of approval all round, 
static, profound, 
Jehovah ence gave to creation. 


Sales Congress 
(Continued from Page 39) 


accident and health policy in the amount 
of $10 monthly income per $1,000 of 
insurance with each new life policy. 





DWIGHT L. CLARKE | 
“Is This a Fatal Illness?” | 





Mr. Clarke, guest luncheon speaker, 
called the malady which was his subject 
“racketitis,” describing it as a “disease 
that permeates our business and political 
life.” His point was that the American 
people are too tolerant of petty gang- 
sters, venal politicians and _ false 
prophets; that they are too much given 
to yawns and shoulder shrugging in the 
midst of a crisis. 

Calling upon insurance agents in their 
public contacts to prevent this American 
disease he so graphically described from 
becoming fatal, he said: 

“Insurance men are extroverts, mixers, 
men with large circles of friends and ac- 
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quaintances. You have to be evangelists 
and rousers of emotions or you are not 
successful salesmen. It has been your 
role to_-awaken men to their individual 
responsibilities and prompt them to in- 
sure their futures against the hazards of 
existence. Yours has been the motivat- 
ing force that has started inumerable 
claim checks on their way to forestall 
penury and suffering. 
Threatens Deadline Hazard 

Therefore in the crisis which now 
threatens a deadlier hazard to all the 
people, who is better fitted than you to 
sound a note of national warning in 
order to insure all of us against the 
accident that could overwhelm us? I 
cannot think of any group more favora- 
bly situated in these tense times to apply 
the cleansing and healing of this sort of 
prophylactic treatment. You do not 
need to wave the flag. You do not need 
oratory. But if you believe in the Amer- 
ica that has made it possible for you to 
live and work in peace and security, say 
so, 

“If you want to be free to hold other 
conventions in other years when you can 
again give time to the study of your own 
problems, unchecked and untroubled, tell 
the people you meet of the faith that is 
in you. Shame the petty cheat and chis- 
eler. Denounce the big one. Smoke out 
the racketeer and the termite. Live and 
preach a militant Americanism that can 
and will down all other isms.” 


GEORGE W. KEMPER 
“Visual Selling Methods” 











Mr. Kemper said the fundamentals of 
successful selling are divided into three 
laws: the law of average, law of de- 
termination and law of presentation. 

“Eerything in the insurance business,” 
he said, “depends on the law of aver- 
ages.” Our statistics on which we base 
our rates are covered by the law of 
averages. So, too, is the agent’s result 
based entirely on the law of averages.’ 

He said the law of determination is 
the law that governs time control, and 
“is probably the most important single 
factor in the success of an agent. The 
most difficult thing for all of us to do is 
to control ourselves, to regulate the 
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spending of our time and not waste it” 
On the law of presentation, the speaker 
said: 

Law of Presentation 


The third law of selling is the law of 
presentation, The salesman who makes 
a sloppy presentation of his sales talk 
might just as well make no attempt 
whatever. Don’t serve up your sales talk 
as you would serve a mulligan stew, 
serve it as your wife would serve a full 
course dinner, prepare it carefully, go 
over your material so that you say what 
you want to say in the fewest possible 
words to make it effective. 

Generally there are four steps to the 
presentation, the first is attention. This 
involves the approach which must be 
carefully planned and carefully worked 
out so that you are able to arouse the 
proper attention and create the proper 
interest so that you can cross the bridge 
over that stream of disinterest to the 
side of interest, and that is the second 
step of the sale. Having created inter- 
est, then the third step becomes desire. 
Here is the body of your sales argument 
and your material should be logically 
and carefully prepared to arouse desire 
which ends in the last step or the clos- 
ing, action. 

I recommend heartily the use of meth- 
ods of visual selling. The combination 
of eyes and ears is ten times more ef- 
fective than either alone. So prepare 
yourself some type of visual selling ma- 
terial with adequate information and at- 
tractive pictures. 





Reinsurance Course of N. Y. 
Ins. Society in the Making 


W. W. Greene, General Reinsurance 
vice-president, has been named _ chair- 
man of the New York Insurance So- 
ciety committee in charge of a new 
course in reinsurance for the 1941-42 
season. Since initial announcement about 
this course there has been keen inter- 
est in enrollment and among those con- 
tributing ideas for the classes were two 
refugees from abroad. 

Mr. Greene’s committee held its or- 
ganization meeting | yesterday afternoon 
at which the year’s program and lec- 
turers were discussed. The idea of run- 
ning one course containing basic material 
on all phases of reinsurance was ad- 
vanced. Among those present were Com- 
mitteemen Albert N. Butler, Corroon & 
Reynolds, Inc.; Paul Willemson, Sterling 
Offices, Ltd., and Earl W. Murray, 
Appleton & Cox, Inc. 





Eucharistic Congress This 


Week Has $1,000,000 Cover 


More than $1,000,000 in public liabil- 
ity, property damage and fire insurance 
was taken out for the National Eucharis- 
tic Congress of the Catholic church, held 
in St. Paul, June 23-26. The congress 
attracted about 150,000 visitors and large 
outdoor services were held at the Min- 
nesota State Fair grounds. 

This agency also wrote an_all-risk 
policy to cover altars, furniture and an 
organ at the Fair grounds. About 100 
altars have been set up in the Twin 
Cities for group services during the con- 
gress and all of these will be covered in 
the all-risk policy. The insurance will 
remain in force until about October 1. 
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Never before’ has business and industrial activity been greater than it is today. Employ- 
ment has increased and is continuing to increase . . . wages have advanced and are con- 
tinuing to advance ... values have gone up and are going higher . . . more and more 
people are earning more and more money . . . North, South, East and West . . . the op- 
portunities for insurance salesmen are greater today than at any time in the last fifteen years. 


New forms designed to take advantage of these opportunities include the Comprehensive 
Liability forms, the ‘“‘all risk’? forms covering money and securities within the premises 
and while being conveyed by messenger, the Accounts Receivable policy . .. and many 
more. Do you know the scope of all these forms, their uses and how to present them? Are 


you selling them? 


If you feel that you are “‘missing the boat”? through a lack of up-to-date knowledge, then 
write today for full information concerning the Mtna’s Home Office Casualty and Surety 
Sales Course. The next sessions begin on August 18, September 29 and November 17. 


THE AETNA CASUALTY AND SURETY COMPANY 


‘THE ATNA LIFE INSURANCE COMPANY — THE STANDARD FIRE INSURANCE COMPANY 
rHE AUTOMOBILE INSURANCE COMPANY OF HARTFORD, CONNECTICUT 
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